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•  MINIMUM  SET-UP  COSTSI 

One  punch  press  used  for  ALL  peening  operations 
and  simple  welding  equipment  for  frame  assemblies 

•  LOW^  ASSEMBLY  COST! 

K.  D.  operator  merely  welds*  master  frame, 
assembles  glass  and  screen  inserts  and  then  simply 
racks  window.  .  . 

iSb  oifi^r  gub«aggcmMij 


•  PREFABRICATED 
SUB-ASSEMBLIESI 

All  stops,  springs,  channels, 
guides,  and  hardware 

installed  at  plant. 


ANDREA  TRI-WAY 

Trip  Tn-Woy  Action  wvindow 
for  Overlap  Wcilcrn 
and  Ranch  window  openings 


Andrea  all  extruded  aluminum  windows  and  doors  have  the  features 
that  make  sales  Easy  —  and  Profits  High! 

Sturdy  welded  frames  '  Interlocking  meeting  rails  •  Con^pletely  self-sto'rmg  units 
Stainless  steel  hardware  *  Inserts  stop  in  any  position  for  controlled  ventilation  *  All-aluminum  screen 
Easiest-to-instgll  window  on  the  market  and  priced  ‘o  beat  competition! 


ANDREA  3  CHANNEL 
WINDOW 

for  Overlap  Boitern 
We  item  Blmdstop  and 

Ranch  window  openings 
ond  over  Steel  or  Aluminum 
Double-Hung  Prime  windows 

Ball  Beonng  Action  Goarontees 
Friction  Free,  Effortless  Operation 
Fully  Insulated  Meeting  Rails 
Insert  Rides  m  Its  Own  Channel 
and  Gives  Perfect  Weather  Seal 
New  Concealed  Safety  lock  Stop 


ANDREA  TRI-WAY 

for  Ove.rlap  Baster n 
Bhndsfop  or  Ranch  window 
openings  ond  over 
Steel  or  Aluminum 
Double-Hung  Prime  vv'ndows 


3  CHANNEL 
,  RANCH  SLIDER 

OufSide  Installation  for  Any 
Ranch  Sliders  Including 
Primary  Steel  and  Aluminum  in 
Either  Overlap  or 
Blindstop  Installotlons  Con  be 
Used  with  any  Pcimary  Ranch  Sliders 


M,  ■« -yrjgrjis;  task..  f  •  it  v- -- 

*'tTus«&CA.. 

Stotler,  New  ^ 

183  Horton  Avutitm,  Ifwhrook,  L.  1.,  N.  Y 
D  .  r  H  I  PMODUetS  PIS 


Andrea  has  a  product  to  satisfy  any ^ 

of  your  door  and  window  applications. 


umys  better 


Easy  and  quick  to  assemble  —  extruded 
to  close  tolerances  —  always  uniform  from 
shipment  to  shipment. 


Stays  flexible  —  even  at  low  temperatures. 
Won’t  take  “cold  set’’.  No  warming  needed 
—  just  use  it. 


^Jucws  tl^k^—  special  engineering  makes 
^tonrarwjjo  v&yjqjjons  in  glass  thicknesses. 
It  sl^s  outIhF vl^ea^^oThd  seals  in  house 
tempe^dures.  " :  \ 


'on’t  bleed  —  a  clean  dry  surfou  under 
vere  weather  conditions. 


^  Siwoth  smart  finish  —  in  a  true  alui 
turn  ^or  or  a  rich  black. 


Irvington  extruded  plastic  spline  is  made  of  all  virgin  mate- 
rials  —  formulated,  compounded  and  extruded  in  our  own  ^ 
plant  under  the  strictest  laboratory  and  production  control  \ 
methods.  Our  staff  of  chemists  and  extrusion  technicians  is 
backed  by  12  years  of  successful  experience  in  the  production 
of  plastic  glazing  shapes,  screen  spline  and  weatherstripping. 


A  large  number  of  \ 
standard  dies  is  avail-  \ 

.  able.  Additionally,  \ 
\  our  fully-equipped  ) 
\  die  shop  stands  ready 
\  to  design  and  tool  up 
\  for  custom  shapes. 


Irvington  .  .  .  the  consistent  choice  of  leading  window  manufacturers* 

For  quick  informotion,  samples  or  literature,  write  or  phone  Plastics  Division. 


'Names  on  request 
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Cover  of  the  Month 


The  attractive  aluminum  awnings  shown  on 
the  cover  of  this  month's  BUILDING  SPECIAL¬ 
TIES  and  Home  Improve¬ 
ment  Dealer  were  instal¬ 
led  on  the  home  oi  Mr. 

T.  I.  Parker  oi  1313  Clay 
Street,  Marietta.  Ga.  The 
camera  faced  the  house 
when  the  photo  wus 
taken,  so  only  a  iew  oi 
the  awnings  ore  visible, 
but  the  complete  job  con¬ 
sisted  of  seven  window 
awnings  and  one  door 
hood,  all  installed  by  the 
H.  W.  Trout  Home  Im¬ 
provement  Compony  oi  Marietta.  Ga.  The  two- 
color  aluminum  awning  units  were  manufac¬ 
tured  by  the  Sunmaster  Aluminum  Awning 
Company  oi  Haskell,  New  Jersey. 


B.  S.  Reporter .  64 

Wool  Pile  Weatherstripping  Now  Being  Used  on  Combination 
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HERE  IT  IS! 


Mail  coupon  below  for  full  informofion! 


SUN-SASH  Company 

38  PARK  ROW.  NEW  YORK  38.  N..  Y. 


BS-l-54 


Please  send  me  full  informotion  on  how  I  con  I 
become  o  Sun-Sosh  dealer.  | 


Address. 


To  erect  SUN-SASH  frames 
without  the  use  of  timber, 
simply  attach  a  SUN-SASH 
mullion  clip  to  head  and  sill 
in  the  desired  position. 


Insert  SUN-SASH  mullion  clips 
between  frames  at  stipulated 
bolt  holes  for  complete  window 
fitting  ready  for  the  insertion 
of  gl  iiss  blades. 


SUN-SASH 

COMPAHY 

38  PARK  ROW 

NEW  YORK  38  N  Y 
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UNIQUE  VENTILATION 


A wRifiglot  p istinctipn 


DEALERS 


Vee-Breeze  gives  you  an  unbeatable  K.D.  deal  on  custom  made  ventilated 
aluminum  awnings.  A  skillfully  engineered  design  provides  for  ease  of  assembly 
and  simplicity  of  installation.  AND  THE  PRICE  IS  RIGHT  enabling  you  to  sur¬ 
pass  all  competition.  14  DUPONT  Baked  Enamel  colors.  Take  on  the  Vee-Breeze 
Awning  line  for  the  Spring  rush.  The  profit  is  yours  for  the  asking. 

WRITE  TODAY  FOR  OUR  DEALER  SALES  PLAN ! 


Your  Profit  Up  To 


Markup 


Vee-Breeze  interlocking  panel  design  provides  on  awning  roof  entirely  free  from 
any  possible  leakage.  A  unique  louvre  design  allows  an  abundance  of  air 
circulation  while  providing  maximum  protection  against  all  weather  conditions. 
With  these  qualities,  in  addition  to  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish,  Vee-Breeze  awnings  sell  themselves.  Inquire  about  our  sales 
program  for  dealers,  NOW  f 


VENTILATED 

ALUMINUM  AWNINGS 

628  Huron  Sf.  Toledo  4,  Ohio  Phone:  ADoms  1116 


[3  I  want  Dealership 


Name  . 
Address 


Nation's  Alnminom  Output 
Zooms  To  All-time  High 


The  nation’s  aluminum  indus¬ 
try,  which  established  last  year 
a  production  record  that  w'as  33 
per  cent  hijrher  than  the  previous 
one,  has  its  sijjhts  trained  on 
another  record-shattering  per¬ 
formance  in  1954. 

Primary  aluminum  output  in 
the  United  States  in  1953  is 
estimated  at  2,500,000,000  pounds 
compared  with  the  preceding 
year’s  production  of  1,874,000,000 
pounds,  which  had  been  the  great¬ 
est  production  in  the  industry’s 
history. 

An  indication  of  the  industry’s 
vast  grow'th  in  recent  years  is  evi¬ 
dent  from  a  comparison  of  recent 
production  figures  with  those  of 
World  War  II  and  the  pre-war  era. 
The  war’s  peak  output  of  1,840,- 
358,500  pounds  was  achieved  in 
1943.  Production  in  1939  was 
325,600,000  pounds.  Thus,  in  four¬ 
teen  years  the  aluminum  industry 
has  raised  its  production  about  74 
per  cent. 

Imports  and  the  production  of 
secondary  aluminum  in  the  United 
States  also  showed  gains  last  year. 
With  world  markets  easing,  for¬ 
eign  producers  sent  about  540,- 
000,000  pounds  of  primary  metal 
to  this  country  in  1953,  about 
300,000,000  more  than  in  1952. 

The  amount  of  secondary  alum¬ 
inum  recovered  from  scrap  is 
estimated  at  500,000,000  pounds, 
or  12  per  cent  more  than  in  the 
preceding  year. 

Although  supplies  of  the  metal 
rose  sharply  during  the  year, 
prices  w'ere  advanced  twice.  In 
January  and  again  in  July  the  base 
price  of  aluminum  pig  w’as  raised 
l/l>  cent  a  pound,  bringing  the  quo¬ 


tation  to  20  cents  a  pound,  and  the 
ingot  price  was  advanced  similarly 
to  put  it  at  21* -2  cents.  The  rise 
was  attributed  to  increased  costs 
of  raw  material,  services,  produc¬ 
tion  and  labor. 

Industry  sources  are  generally 
in  agreement  that  there  will  be  a 
need  for  strong  salesmanship  this 
year  to  market  all  the  metal  that 
will  be  available.  Nevertheless,  it 
is  expected  that  aluminum  output 
this  year  will  rise  another  12  per 


The  nation’s  home-builders  for 
the  fifth  straight  year  started 
more  than  a  million  homes  in  1953. 

The  year’s  total  of  about  1,100,- 
000  dwelling  units  was  only  a 
shade  below  1952’s  total  of  1,130,- 
000  despite  a  shortage  of  mortgage 
money  and  fears  of  a  recession. 

And  the  1952  total  was  the  big¬ 
gest  since  the  record  year  of 
1950  when  1,400,000  homes  were 
started. 

The  1953  achievement  blasted 
some  pessimistic  forecast  that  the 
nation  had  caught  up  with  post¬ 
war  shortages  and  that  needs  for 
new  housing  would  run  henceforth 
to  only  around  750,000  units  a 
year. 

For  1954,  government  estimates 
are  for  a  ten  per  cent  drop  in  resi- 


cent  to  approximately  2,800,000,- 
000  pounds. 

The  domestic  aluminum  indus¬ 
try  brought  in  a  substantial 
amount  of  new  capacity  last  year, 
while  it  pushed  existing  facilities 
to  high-level  production  to  meet 
the  heavy  demands  for  defense, 
the  Government  stockpile  and 
civilian  requirements. 

Defense  demand  absorbed  near¬ 
ly  30  per  cent  of  the  1953  alum¬ 
inum  supply.  Yet  more  aluminum 
went  into  civilian  products  last 
year  than  ever  before.  The  en¬ 
larged  capacity  made  this  possible 
and  also  increased  supplies  of  the 
metal  so  greatly  that  by  the  fourth 
quarter  the  industry’s  ability  to 
turn  out  aluminum  exceeded  the 
total  demand. 

In  the  last  three  years  the  do¬ 
mestic  producers  of  aluminum 
have  invested  more  than  $600,- 
(Cofitinued  on  Page  80) 


dential  building,  to  about  990,000 
starts. 

Some  private  economists  look 
for  a  900,000  or  950,000  total. 

But  the  drop  below  the  million 
mark  could  be  averted  by  a  num¬ 
ber  of  factors:  lower  down  pay¬ 
ment  and  credit  requirements  for 
which  real  estate  interests  are 
clamoring;  further  relief  for  the 
mortgage  money  scarcity  which 
has  already  eased ;  and  federal 
action  arising  from  Washington’s 
new  housing  policy  now  being 
formulated. 

The  government  estimated  that 
1953  construction  outlays  in  ail 
fields  were  $34,720,000,000.  The 
forecast  for  1954  shades  this  down 
to  a  flat  34  billion  dollars. 

{Continued  on  Page  80) 
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Name 


Address 


Morlcee  G>rp.  of  America — Dept.  BS-2 

4030  N.W.  29th  Street,  Miami,  Ha.  | 

Gentlemen ; 

Please  send  me  complete  mformation  about  the  | 
American  K-D  Carport.  jB 


&  Home  Improvement  Dealer 


with  the 


AMERICAN 


K-D  CARPORT 


Springtime  is  boom  time  to  the  building  market. 

Get  set  for  a  big  slice  of  new  business  and 

skyrocketing  profits  with  this  big,  beautiful  K-D 
shelter!  You're  backed  up  with  complete  sales 

kit,  specially  designed  newspaper  mats  pre-tested 
to  produce  inquiries  and  leads.  Get  the  facts! 

Write,  wire  or  phone  Markee  —  NOW! 


FOR  GARDEN.  PATIO  OR  PLAYGROUND 


MAKES  A  STRIKING  STORE  FRONT 


•  A  big,  beautiful  10  by  20  ft.  shelter 
•  All-aluminum,  custom-designed  marquee  roof 

•  Modernistically-styled  steel  pilasters  anchored 
in  concrete  •  Infra-red,  baked  enamel  finish 

•  Requires  no  upk  eep  •  Quick,  simple  installation 


EXCLUSIVE  TERRITORIES  OPEN 

Write,  wire  or  phone  Dept,  BS-2  for  full  details 


BOOSTS  SALES  FOR  USED  CAR  DEALERS 


WRITE,  WIRE, 

\ 

CALL  TODAY  ^ 

FOR  INFORMAT/ON 


9 


KEYLOCK 


ruRH 


for  KEYLOCK  No.  325 
with  natural  turn  action 
Knob  and  Lever  Handle 


for  LATCH  SET  No.  3X) 
with  natural  turn  action 
Knob  and  Lever  Handle 


for  LATCH  SET  No.  310 
with  natural  turn  action 
Two  Lever  Handles 


1  ' 


' 


FOR  ALUMINUM  OR  WOOD 
COMBINATION  DOORS 


PRODUCTS,  INC, 


rpmS  department  has,  from  time 
to  time,  devoted  much  of  its 
space  to  the  deplorable  tricks 
played  on  home  owners  by  the  high 
pressure  salesmen  of  phonies  who 
use  bait  ads  to  attract  customers 
and  then  switch  to  a  higher  priced 
window  than  that  shown  in  the 
ad.  However,  one  of  the  gimmicks 
not  previously  mentioned  in  this 
column  is  the  excessive  price  de¬ 
manded  of  the  home  owner  by  the 
bait  ad  salesman. 


NOW,  after  8  YEARS  of  successful 
manufacturing  LISCO  begins  to 
Advertise. 


WHY?  Because  increased  manufac¬ 
turing  facilities  along  with  capable 
personnel  permits  us  to  SEEK  quali¬ 
fied  OUT-OF-TOWN  distribution. 


LISCO  has  no  select  "dear  or  ri¬ 
diculous  price  to  ofFer  the  prospec¬ 
tive  distributor.  We  expressly  feel, 
our  products  merits  should  be  seen 
and  not  just  printed  about.  We 
have  just  a  downright  good  product 
that  has  been  accepted  and  sold  for 
the  past  8  YEARS  and  which  will 
continue  to  sell  for  years  to  come. 


As  Peter  Marino  of  the  Corona 
Storm  Window  Co.,  Corona,  N.  Y., 
points  out  in  a  recent  letter  to  this 
publication : 


“When  the  switch  is  made,  the 
‘switch  salesman’  is  not  satisfied  to 
get  a  legitimate  price  for  the  bet¬ 
ter  w'indow. 

“He  attempts  the  ‘overcharge’ 
set  up  w'here  the  customer  is 
charged  anywhere  from  five  to  fif¬ 
teen  dollars  over  the  regular  price. 
He  and  his  company  then  split  the 
overcharge. 

“I  have  seen  contracts  where  the 
customers  paid  $39.00  for  the  same 
2  track  window  that  we  sell  for 
$24,000. 

“I  have  spoken  to  ‘super  switch 
salesmen’  who  have  gloated  over 
the  fact  that  certain  sucker  cus¬ 
tomers  overpaid  from  $50  to  $150 
on  their  storm  window  orders. 

“Where  are  the  agencies  that 
were  originated  to  protect  the 
public  ?” 


Our  products,  we  know,  are  only  as 
good  as  the  people  that  make  them, 
just  as  our  success,  as  progressive 
as  the  people  that  distribute  them. 
IF  you  feel  the  same  about  your 
organization  then  you  should  con¬ 
sult  LISCO,  for  together,  as  a  TEAM, 
we  could  go  far. 


Write-Wire-Phone  to  see  us  or  have 
our  sales  engineer  call  upon  you 
and  personally  show  you  Lisco^s 
fine  products. 


(All  LISCO  Products  Are  100%  Extruded  Sections) 


LISCO  PRODUCTS,  i-c 


The  Federal  Trade  Commission 
is,  of  course,  the  agency  which  is 
supposed  to  protect  the  public 

{Continued  on  Page  88) 
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St2)ck  liie  Wuidoiiu  Luideii 


•  €  9 


is  made  of  cadmium-plated, 
hardened  steel. 


of  hardened  steel, 
cadmium-plated. 


Same  pressure  flow  throughout 
entire  closing  and  opening  cycle. 
This  constant  pressure  gives  smooth, 
powerful  and  effortless  window 
operation. 


of  cadmium-plated  steel. 


is  made  of  cadmium-plated  steel.  Flat 
Acme  thread  is  tightly  rolled  on  solid 
rod  under  tremendous  pressure. 
Result  —  super-hard,  highly-glazed 
surface  for  smooth,  friction-free 
operation. 


Fully  Guaranteud 
Potunt  Pending 


generated  with  precision,  made  of 
cadmium-plated  hardened  steel  are 
precision  cut  from  top  to  bottom  of 
teeth  and  specially  designed  so  that 
gears  will  mate  together  perfectly 
throughout  the  revolution. 


Air-Vue’s  Standard  Windows  Come 
Equipped  With  1  More  Ventilator  Than 
Those  of  Most  Manufacturers 


[XCIUSIYI  TERRITORIES  OPEN 

Write,  wire  or  phone  Dept.  B$-1,  R.  B  Leonard,  tnc.,  for  full  details 


R.  B.  X  e  d , 


5775  N.  W.  35th  COURT,  MIAMI,  FLORIDA,  . 

'  .  V  i  \  i  v  ' 


R.  B.  Leonard,  Inc. —  Dept.  BS*I 
5775  N.W.  35th  Court,  Miami,  Florida 
Gentlemen:  Please  give  me  full  facts  about 
the  Air-Vue  Aluminum  Awning  Window. 
Check  one;  Builder  Q  Dealer  Q 


me. 


CITY . ZONE  . .  .STATE 


&  Horne  Improvement  Dealer 
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. . .  distributors,  distributors 
and  more  distributors  from 
many  major  trading  areas  across 
the  country ...  come . . .  saw . . . 
enthusiasticaliy  acciaimed . . . 
Tri'Seai’s  new  engineering 
triumph!  We  say— SEE  IT  and  you, 
too,  will  applaud  the  Tri*Seal 
gadget'free,  feature-packed, 
triple  track  combination  aluminum 
storm  window!  It  Is  superbly 
designed  and  masterfully 
produced  to  give  a  life-time  of 
trouble-free  service. 

It’s  easier  to  operate,  simple  to 
demonstrate,  completely 
foolproof.  Acclaimed  the  nation’s 
finest  window . . .  that  will 
produce  more  SALES  & 

GREATER  PROFITS— FOR  YOU! 


,1..  CHARLES 


Dhplar  th»  TRI'SfAl  iiuignia 
a*  mimorifd  dkiribvtor  of 
proAicfi  monofathirod  by  tbo 
OtaHos  Co.  ^  Miilodolphio. 


Don'f  De/o/— Acf  Today! 
WRITE  ^^IRE  ^=^PHOKEi 

. . .  get  the  facts . . .  hear  li 

the  TRI-SEAL  story . . .  see  M 

the  exclusive  features  of  the  ^ 

new  TRI-SEAL  triumph.  Don’t  j 

let  the  profitable  TRI-SEAL  i 

franchise  in  your  market  go  a 

to  competition . . .  ACT  TODAY ! 


THI-StAl  track  features 

vi»w  of 

ffou,  2.  tenon,  3.  bottom  glau. 
•r  homos.  Mh-bt  woathor 
».  Contnihd  vonHIatioti. 

mooting  nils. 

•  /mston. 


228  NEW  STREET  •  PHILADELPHIA  6,  PA.  •  PHONE  WAlnut  2-2660 


MonwfaclurRr  of  2  ond  3  Track  Aluminum  Combination  Storm  Windows  and  Doors  •  Scroons  «  Cosomont  Windows  •  Sliding  Ranch  Typo  Windows 
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STORM  and  SCREEN 


with  REVOLUTIONARY 

PIVOT  CONTROL 


Winstrom  Windows  are  taking  the  country  by  storm. 
They  incorporate  every  desirable  quality  feature 
for  customer  saitsfaction  .  .  .  and  exclusive  new 
Pivot  Control  too!  Winstrom  allows  blind  stop  in¬ 
stallation,  has  telescopic  expanders  on  all  sides  and 
is  made  of  extruded  aluminum  with  a  beautiful 
satin  finish  overall.  Once  these  easy-operating,  long- 
lasting,  trouble-free  features  are  demonstrated  a 
sale  Js  sure. 

Delivered  when  desired  by  our  own  trucks  in  eleven 


Eastern  states.  Winstrom  windows  are  individually, 
protectively  packaged  and  shipped  on  a  two  week 
delivery  schedule.  Trained  field  men  are  at  your 
disposal  to  aid  in  sales  and  installations.  Dealers 
are  notified  in  advance  of  delivery.  Mailing  pieces, 
demonstration  samples,  point  of  sale  material,  ad 
mats  and  home  show  display  kits  are  available  on 
request.  Winstrom  Products  are  nationally  adver¬ 
tised  and  have  The  Good  Housekeeping  Seal  of 
Approval.  Written,  registered  guarantees  provided. 


WINSTROM  TRIPLE- SHI EID 
INVISIBLE  HINGE  DOOR 

Available  in  two  or  one  lite  set-up, 
this  finest  of  all  extruded  aluminum 
doors  is  completely  weatherstripped. 
Ask  to  see  this  exclusive  no  sag 
mortise  tenon  corner  construction  for 
service-free  operation. 


WINSTROM  CASEMENT  WINDOWS 
All  extruded  aluminum  with  beauti¬ 
ful  satin  finish.  Complete  interlock 
weatherstripping,  has  expanders  on 
all  sides  and  finger  tip  control. 
Enables  one  trip  installation. 


Write,  wire  or  telephone  today  for  the  profit-making  facts! 


A  DIVISION  OF 
SUBURBAN  BRONZE 
CORPORATION 


I  I  M  ■  ll'l  I  I  ■  MANUFACTURING  CORPORATION 

15-40  127th  STREET,  COLLEGE  POINT  56,  N.  Y.  Tel.:  FLUSHING  3-5550 


IBBI 

&  Home  Improvement  Dealer 
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OVER  V4  MILLION  PARKCHESTER  WINDOWS  NOW  IN  USE! 
INTRODUCING— All  New— TROUBLE  FREE* 

PARKCHESTER  ^490^' 

^  ALL  ALUMINUM  COMBINATION  CA 

STORM  &  SCREEN  — 

.01  I  w 


STORM  &  SCREEN 

WIXDOW!^ 


★  SMOOTH  TO  OPERATE  ^ 

★  EASY  TO  DEMONSTRATE  fRAhAE  SIZE 

★  GLIDE  "O"  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 

The  Leader  Window  You  Really  Sell! 

IT  DISTRIBUTORS  WANTED 

■  K.D.  OPERATORS  WANTED 


*MORE  PROFIT 

AAANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


FMtcry: 

PAMi:0  WINOOW  MFC.  CO..  INC. 
1851  L  233rd  StrNt 
Ntw  Ytrk  66.  N.  Y. 
FAIrtaRks  4-7233 


FMttry  Branch: 

TRENTON  STORM  WINOOW  CO..  INC. 
128  Saiith  Warrta  Street 
TrYetee.  N.  J. 

TRentee  4-39>10 


PARKCHESTER  OF  LOOI.  INC. 
Route  17.  eff  Essex  Street 
Lodi.  N.  J. 


IMPORTANT! 


Total  inyestment  for 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
con  moke  this  offer. 


Would  you 

$2163’*.^ 


FOR  A  YEAR  GROUND 
PROFITABLE  ^ 
BUSINESS 


WRITE  TODAYI 


Patented,  No.  2,655,345  •  Copyright  1952 


400  awning, 

Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


I^PI:  ^  It IJT.  Ornamental  Iron 


COLUMNS  and  RAILINGS 


Manufactured  exclusively  by 

DALLAS  IRON  &  WIRE  WORKS 

6025  Denton  Dr.  P.  0.  Box  7202  Dallas  9,  Texas 


The  DENISON  JALOUSIE 


OUTSTANDING  ...at  any  stage 
at  the  Building  Industry! 


DENNY  JALOUSIE 


IThe  Denison  Corporation,  as  personified  by  Denny  Jalousie, 
uses  modern  factory  methods  to  provide  a  finer  jalousie  at 
competitive  prices.  Advanced  engineering  keeps  Denny  out  front 
with  new,  quality  features  such  as  the  patented  jamb*  weather¬ 
stripping,  tension-seal**  louver  clip***. 


2  Denny’s  dealers  and  distributors  stock  7  KD  units  in  the  space 
required  for  one  assernbled  jalousie.  With  heads  and  sills  in 
4',  jambs  in  3^5'  increments,  a  small  stock  offers  unlimited  size 
combinations.  Glass  is  ordered  from  local  glazier. 


3KD  units  are  assembled  in  seconds  with  a  screwdriver  and  8 
screws.  Dealer-installers  and  contractors  install  easily  by 
following  Denny’s  installation  detail  drawings.  Odd-width  windows 
are  made  with  simple  on-the-job  saw  cut. 


5  All  the  benefits  of  Denny’s  planning  and  design  are  passed 
on  to  the  builder  in  reduced  cost,  faster  home  sales.  Home 
buyers  are  demanding  homes  with  the  new  beauty,  comfort  and 
protection  provided  by  weather-sealed  Denison  Jalousies. 


4  Architects  find  Denison  Jalousies  the  most  versatile  windows 
ever  developed  for  modern  home  design . . .  ideal  for  regular 
window  openings,  doors,  porch  enclosures,  breezeways.  Storm  sash 
interchangeable  with  screen  provide  a  prime  window  for  any  climate. 

■■■■■■  MAIL  THIS  COUPON  NOW  1  MM  Mia 

DENISON  CORPORATION 

D«pt.  BS-2 

1890  N.E.  146th  St. 

North  Miami,  Florida 

Please  send  me,  without  ohlipation,  further  details  on  how 
I  can  get  higher  profits,  faster  sales,  more  satisfied  cus¬ 
tomers  with  Denison  Jalousies. 

/  am  a:  Q]  Builder  Q]  Dealer  Q  Distributor  Q  Architect 
I  I  Other . 

Name . 

Company . 

Address . 

City . State . 


IN  FLORIDA  IT’S  WEATHERMASTER 


DEALERS t  DISTRIBUTORS!  Certain  desirable 
territories  are  available  —  WRITE  TODAY! 


©  1953  Deniton  Corporntioti  *US  Pat.  No.  1,654,921 
**Copyright  1953  Denison  Corporation  ***Pat.  Applied  For 


&  Home  Improvement  Dealer 
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\  'di7/M7v) ,  /A  C  ■.  ■' 

8931  fARNEGIt  AVE.  •  CLEVELAND  6  OHIO 


Here’s  what 
you  want 


ALUMINUM  AWNING 


No  leak  patented  inter>locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


Fifteen  colors;  guaranteed  auto¬ 
motive  baked  enamel. 

^  All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 
it  Get  set  for  a  successful  awning  season  with  Sterling  Awning  Co.! 

WRITE,  PHONE  OR  WIRE  TODAY  for  literature  and  details,  it 

Sterling.  AWNING  COMPANY 

Box  305  Phone:  8-7998  Belpre,  Ohio 


Phone:  8-7998 


ROLLING  WITH 


•  For  exceptional 
weather-tight  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
'is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 
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^  ik 


Vt  NEW  rU  IMPROVED 


JALOUSIES 


North-east  Metal  Products  Corporation,  long  a  pioneer  in 
Jalousie  design  and  manufacture,  now  brings  to  you  the  most 
beautiful,  easy  to  operate,  strong,  KD  (knocked-down)  jalousie 
ever  built.  With  the  North-east  KD  jalousie  you  save  on  stor¬ 
age  space,  stock  requirements  and  shipping  costs.  You  can 
supply  any  size  window  with  a  simple  saw  cut.  Now  with 
North-east's  KD  unit,  you  can  be  sure  that  you  sell  the  very 
finest  all-aluminum  jalousie,  at  the  lowest,  most  competi¬ 
tive  cost. 


NORTH-EASrS  KD  FEATURES 


NEWEST,  MOST  ADVANCED  "100%  STAINLESS  STEEL 
WEATHERSTRIPPED";  guarantees  positive  draft-free,  all 
weather  protective  seal. 


Improved,  "Spring-Tite"  tertsion  clips,  insure  easy,  one 
motion  glass  louver  installation. 


63  STS  aluminum,  heavy  gauge,  100%  extruded,  positively 
no  finer  made. 


Latest  sloping  sill  design. 

Magnificently  ground  and  polished  4"  louvers. 

Finest  precision  made,  worm-gear,  roto  operator;  locks  in 
any  position. 

Quickly  interchanged,  flush-fit,  screen  or  storm  panel. 


f - 

1  North-eas 

- ' 

t 

L _ 

[JALOUSIES 

'  METAL  PRODUCTS  CORPO^TION 
Merrick,  L.I.,N.Y,  ^ 

NORTH-EAST  OFFERS  MORE 

SALES  AID  — Factory  trained  sales  consultor<ts,  to  advise  and  help  |raln 
your  sales  personnel. 

ADVERTISING  SUPPORT  — Top  ftight  advertising  agency  guidance,  (or 
more  dollar  efficiency  and  effectiveness.  \ 

\ 

ADVERTISING  AIDS  — Latest  3-D,  full  color,  stereo  vievirs.  Newspaper 
mat  service.  Smort,  multi-colored,  self-selling  consumer  mailing  pieces 
and  brochures. 

INSTALLATION  AIDS  — Comprehensive,  easily  understood  installation 
forms.  Foctory  trained  installation  aid  — where  required. 

MODERN  PACK  AGING  — Streamlined  packaging  enables  one  hundred, 
average  KO  units  to  be  efficiently  stored  in  less  than  50  cubic  feet. 


North-easi  Metal  Products  Corporation 
Safedge  Building 
Merrick,  L  I.,  N.  Y. 

Please  send  me  full  information  on  your  NEW  and  IMPROVED  KD 
jalousies. 

Name.-. _ _ — - - 

Address - - _  .  .  — - 

City _ _ _ _ _ _  -  -  Stale - - 

I  am  interested  in  becoming  a  Dealer.  . .  Distributor _ 

Manufacturing  Distributor _ 


See  our  Booth  No.  102,  at  the  "Nersica  Show,"  Hotel  Statler,  March  22-23-24. 


Fire  Detector 
Has  Dual  Action 

An  ultra-sensitive  electric  ther¬ 
mostat  for  the  detection  of  fire 
has  just  been  introduced  by  Fire- 
Lite.  This  newly  improved  detec¬ 
tor  functions  with  dual  action, 
using  two  distinct  independent 
methods  of  fire  detection:  rate  of 
rise  and  fixed  temperature. 


This  detector  is  the  heart  of  the 
Fire-Lite  Alarm  Systems  handled 
by  specialty  people  from  coast  to 
coast.  Fire-Lite  Alarms,  Inc.,  Dept. 
BS,  190  Fulton  Terrace,  New 
Haven,  Conn. 

*  *  * 

Duo-Tone  Color  Styling 
For  KoolVent  Awnings 

KoolVent  Ventilated  Aluminum 
Awnings  now  feature  a  new  unique 
color  styling,  which  has  been 
named  “Duo- Tone.”  In  this  new 
design  the  underside  of  the  awn¬ 
ing  is  finished  in  high-gloss,  white 
baked-on  enamel  paint.  Formerly, 
this  underside  was  the  same  color 
as  the  top  or  outside  of  the  awn¬ 
ings. 

As  a  result  of  this  new  color 
theme,  much  more  light  is  reflect¬ 
ed  under  the  awnings,  thus  keep¬ 
ing  building  interiors  brighter  and 
more  cheerful.  The  outside  of 
KoolVent  Awnings  are  still  fin¬ 
ished  in  the  customer’s  choice  of 
baked-on  enamel  colors. 

The  Duo-Tone  color  combination 
is  achieved  by  the  use  of  a  roller¬ 


coating  machine.  Rolls  of  alum¬ 
inum  are  continuously  fed  through 
this  roller-coater,  which  performs 
five  cleaning  and  degreasing  op¬ 
erations,  applies  paint  to  both 
sides  of  the  aluminum,  bakes  on 
the  paint,  and  rewinds  the  alum¬ 
inum  into  coils.  These  processed 
coils  are  then  ready  to  be  fabri¬ 
cated  into  KoolVent  Awnings. 


According  to  Roland  Harrison, 
president  of  KoolVent  Metal  Awn¬ 
ing  Corporation  of  America,  there 
has  been  a  steady  increase  in  in¬ 
dustrial  and  commercial  applica¬ 
tions  of  KoolVent  Awnings.  The 
headquarters  of  the  firm,  which 
has  over  40  licensee-manufactur¬ 
ers  throughout  the  country,  is  in 
Pittsburgh. 

KoolVent,  Dept.  BS,  at  P.  O. 
Box  9505,  Pittsburgh  23,  Pa. 


If  further  informatioR  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


New  Screen  Door  Push  Bars 
By  Leigh  Building  Products 

Two  new  Screen  Door  Push 
Bars  have  been  announced  re¬ 
cently  by  Leigh  Building  Products 
Division. 

Designed  to  add  a  decorative 
touch  to  screen  doors,  they  har¬ 
monize  with  the  company’s  Screen 
Door  Grilles.  They  are  available 
in  2  sizes  to  fit  doors  32  inches 
or  36  inches  wide. 


The  new  Push  Bars  are  sturdily 
constructed  of  i/n"  thick,  rounded- 
edge  bar  steel,  with  a  tasteful 
Colonial  Black  finish. 

Leigh  Building  Products  Divi¬ 
sion,  Dept.  BS.,  Air  Control  Prod¬ 
ucts,  Inc.,  Coopersville,  Mich. 

*  ♦  * 

Shutter  Designs  For 
Personalized  Homes 

As  part  of  an  ABC  (awnings, 
blinds  and  canopies)  Duro  pack¬ 
age,  Personalized  Homes  is  now 
featuring  monogram  and  colonial 
shutter  designs.  Over  1000  color¬ 
styling  combinations  using  a  large 
variety  of  patterns  are  available 
with  this  method  of  individualiz¬ 
ing  homes  which  are  otherwise 
carbon  copies  of  each  other. 

The  Duro  awnings  are  color- 
blended  on  the  outside,  and  the 
canopies  for  porch,  door  and  ter¬ 
race  are  available  in  all  sizes  and 
styles. 

The  ABC  units  are  shipped 
either  K.D.  or  90%  assembled. 
Personalized  Homes,  Inc.,  Dept. 
BS,  Box  316,  Gardiner,  Maine. 

(Continued  on  Page  76) 
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**Capitol  Doors  are  in  the  popular  price  range 
.  .  .  that  helps  me  get  a  hit  My  profits  are 
good . . .  that  kind  of  ammunition  is  tailor-made 
for  this  shotgun.  What’s  more,  Fm  really  sell¬ 
ing  a  top  quality  combination  storm  and  screen 
door  that’s  a  cinch  to  install  and  trouble-free, 
too,  so  that  I  have  no  call-back  problems. 


"Look  at  it  this  way,  whether  it’s  Skeet  or  Sell¬ 
ing,  haphazard  pot  shots  never  hit  the  mark. 
Do  you  see  the  way  I  take  careful  aim  and  lead 
my  target?  I  do  the  same  thing  in  my  business 
. . .  I  take  careful  aim  on  my  customer  and  lead 
him  with  the  best  ammunition  I  have,  Capitol 
Doors.  My  sales  record  of  hits  is  pretty  hard 
to  beat” 


STOP  TAKIMG  POT  SHOTS . . .  CAREFUL 
AIM  MEANS  CAREFUL  SELECTION  OF 
THE  REST  SALES  AMMUNITION  .  .  . 


"Sore,  I’m  a  good  marksman  but  my  target 
keeps  getting  tougher  to  hit;  so  look  at  the 
ammunition  I  use. 


"I’m  the  shotgun,  Capitol  Doors  are  my  ammu¬ 
nition  and  the  home  owner  is  my  target’*  said 
E.  L.  as  he  reloaded.  E.  L.,  a  prominent  home 
improvement  dealer,  lives  in  a  home  overlook¬ 
ing  a  lake.  His  hobby  is  trapshooting  and  we 
were  out  plunking  at  clay  pigeons  when  he 
started  to  explain  his  success. 


CLAY  PIGEONS 
AND 

CAPITOL 

DOORS 


BAPITOL  Mf9.co.;inc. 

909  Brldif«  St.«|R«w  Cnatiberlcmd.  Pumiia. 
PHONE:  HRRR18BURO  4-3143 


CAPITOL  Mig.  Co.,  Inc. 
New  Cnaeberlcmd,  Penna. 

Gentlemen: 

Please  send  full  details. 


&  Home  Improvement  Dealer 
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MANUFACTURERS: 

Give  Your  Customers 
Credit  Terms. . . 

Conserve  Your  Cash,  Too. 


Alert  manufacturers  are  meeting  stepped-up  competition  in  the  booming 
home-improvement  market  with  better  selling  terms  to  their  customers.  Right  now  several 
aluminum  fabricators  are  using  the  Commercial  Factors  method  to  handle  more  than 
a  million  dollars  of  volume  a  year.  You  can  capture  a  greater  share  of  your  market  with 
this  tested,  sales-stimulating  plan.  Here’s  how  it  works: 

OFFER  YOUR  DEALERS  MORE  COMPETITIVE  SELLING  TERMS 

To  help  you  land  more  orders,  convert  to  the  Commercial  Factors  method.  Offer  your 
distributor-dealers  30-day,  60-day  or  even  better  terms.  Our  service  allows  you  to  do  this. 

It  provides  cash  (100%  of  your  approved  accounts)  when  you  ship.  Besides,  when  we 
approve  your  order,  we  assume  all  credit  risks. 

You  don’t  have  to  burden  your  operating  capital  with  the  job  of  carrying  your 
customers  30  or  60  days.  We  assume  that  burden.  You  don’t  have  to  become  involved  in 
time-consuming  credit  problems.  Credit  checking  is  our  problem! 

CONCENTRATE  ON  MAKING  AND  SELLING 

Commercial  Factors’  service  lets  you  pour  all  your  time  and  energy  into  your  two  most 
important  jobs — making  and  selling.  It  does  away  with  much  of  the  clerical  operations  of 
credit  bookkeeping  and  collection.  Very  often  the  savings  in  clerical  costs  alone  will 
more  than  offset  the  costs  of  our  factoring  service. 


FACTORING  BENEFITS  BOTH  MANUFACTURER  AND  DEALER 


MANUFACTURtR 

1.  Frees  cash  to  take  discounts  and  buy  advan¬ 
tageously. 

2.  Permits  longer  production  runs  because  of  larger 
orders  thru  better  selling  terms. 

3.  Cuts  handling  costs  because  dealers  can  take 
larger  orders. 


DISTRIBUTOR-DEAUR 

1 .  Enjoys  lower  unit  cost  due  to  quantity  discounts 
and  lower  freight  charges. 

2.  Lets  dealer  stock  a  more  complete  line  for  im¬ 
mediate  delivery. 

3.  Thanks  to  better  terms,  dealer  has  liquid  oper¬ 
ating  cash  rather  than  funds  frozen  in  inventory. 


Wire,  write  or  rail  us  today  at  one  of  rtte  arldresses  below  for  infomtation  on 
how  our  plan  ran  benefit  your  sales  and  redure  your  rieriral  costs. 


IN  NiW  YORK 

MR.  G.  D.  MORAN 
2  Park  Ave. 
New  York  16.  N.  Y. 
Murray  Hill  3-1200 


IN  BOSTON 

MR.  T.  HEASLIP 
106  Massoit  St. 
Waltham  54,  Mass. 
Walthanr.  5-8322 


IN  THE  SOUTH 

MR.  W.  GILLIAM 
3025  Hanson  Drive 
Charlotte,  N.  C. 
Charlotte  5-5452 


Commercial  Factors  Corporation 
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distributors 


dealers..  — 

here  is  an  ^  J 


with  the  first  ALL  NEW 


DESIGNED  TO  SELL  ON  DEMONSTRATipt^^l^;, 

EASY  TO  STOCK...  EASY  TO  SELL  .. 


IkOUSIE 


EASY  TO  INSTALL 

•  No  loose  clips  .  .  .  Locic-Tite 
Clip  (Patented)  part  of 
assembly.  i 


•  Screw  driver  is  all  you  need  j' 

to  assemble  Sconzo  KD  units.^ 

•  Patented  Lock-Tite  Louvre 

Clip  provides  positive  louvre 
seal  and  a  complete  ^ 

WEATHER  RESISTANT  UNIT. 

•  Precision  Balanced  rattle-free 
Louvres. 


EXCLUSIVE  DEALER  AND  DISTRIBUTOR  TERRITORIES  NOW  OPEN 

NEW  FABULOUS  SCONZO  JALOUSIE. 

Pre*sold  to  your  customers  through  national  magazines  and  other  media. 


House  Beautiful,  House  &  Gardens, 
newspaper  advertising  thoughout  the 
country,  colorama  brochures,  counter 
cards,  plus  a  complete  mailing 
program  for  Dealers  and  Distributors. 


NO  TROUBLESOME  SERVICE 
CALLS  AFTER  INSTALLATION 

The  Craftsmanship,  Engineering  and 
reputation  of  the  Sconzo  organization 
are  reflected  In  the  ruggedness, 
beauty  and  life  time  trouble-free 
operation  of  the  Sconzo  Jalousie. 
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THE 


7  1  1 


K.D.  LOUVER  WINDOW 


1—  A  natural  to  assemble  (8  screws) 

2—  Reduces  freight  costs 

3—  Reduces  installation  costs 

4 —  Reduces  storage  area 

5—  Fits  any  masonry  opening 

6—  Fits  any  height— 1^4  increments 

7—  Completely  weatherstripped 

8—  Interchangeable  screen  and  storm 
sash 

9—  4'^  louver  blades 

10—  Extra  heavy  duty  clips 

11—  Lowest  price  in  the  history  of 
jalousies 

ALL  711  mm  WINDOWS  ARE  STAINLESS-STEEL  WEATHERSTRIPPED 

UNCONDITIONALLY  GUARANTEED 

EXCLUSIVE  territories  open  to  LIVE-WIRE 
dealers  and  distributors.  Write  for  full  par¬ 


ticulars  to; — 


The  ONLY  window  with  a 

5 -YEAR 


Unconditional  Guarantee  against  any 
defects  in  workmanship  or  materials. 


AIR-VUE  PRODUCTS  CORP. 

3  64  9  N.  W.  50th  STREET,  MIAMI,  FLORIDA 


STREET, 

DEPT  B'6 

TELEPHONE:  65-4425 


The 


A  number  of  good  territories  are 
still  open  for  FRANCHISES. 
Inquiries  from  well  established 
DISTRIBUTORS  are  invited. 
Be  the  Leader  in  the  Casement 
Stcrm  Window  field. 


HOLDEN 

WINDOW 
Is  In  Production 
MY  DISTRIBUTORS 


Invite  DEALERS  to  Get  Into  This  Lucrative 
Branch  of  the  Storm  Window  Field. 

If  You  Don’t  Know  Who  Distributes  in  Your 
Area  . . .  Write  to  Me.  Sell  the  Window  That 
Has  No  Headaches. 

*  Pot.  Pending 


J.  MINSHALL  HOLDEN 


BROOKHAVEN  ROAD,  WALLINGFORD,  PA. 


CHester  3-5572 
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and  THERN  (|-LITE  Has  it! 

iQluality  window  at  less  than  competitive  P. 


The  one 


last  !  An  all-aluminum,  63  STS  combination  window  that  offers  both  ! 
in  materials,  design  and  manufacture  —  Price  ...  at  all  levels.  ‘ 

Now,  from  the  General  Aluminum  Window  Co.  plant,  comes  great  news  ! 
News  that  means  more  profits  .  .  .  more  sales  .  .  .  from  the  smallest  distributor 

to  the  largest  K-D  operator.  Find  out  —  today  —  how  you  can  cash  in  on  this 
plan  to  give  our  dealers  what  they’ve  always  wanted: 

- - -  a  Quality  window  at  a  Price  that  is  truly  phenomenal  ! 


Quality 


ALUMINUM  PRODUCTS 

3"CII ANNEL  combination 


■  Blind-stop  Installations 
4  U-channel  Expanders 

■  Self-storing  Screen 
on  Inside  Track 


■  All  Extruded  Aluminum 

■  Positive  Locks  — 

No  Friction  Springs 

■  Interlocking  Meeting  Rails 


PICTURE  FRAME  DESIGIS  FOR  EASTERN  SASH 

Territories  Available  for  Dealers. 

1 1  Distributers  and  K.D.  Operators, 
kirno/  //  Write  today  for  details  ! 


Visit 

Us  at  the 
Show } 

Booth 
No.  7 


23  New  York  Ave.,  Newark  5,  N.  J 
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If  you  want  more  sales... 

If  you  have  a  product  for  building 
specialty  and  home  improvement 

Dealers . . . 

Distributors . . . 

Manufacturers . . . 


This  issue  helps  its  readers  decide  their 
lines  for  1954  —  it  gives  you  BONUS 
READERSHIP -BONUS  CIRCULATION 

PHONE -wm -WRITE 
Reserve  Your  Ad  Space  Today! 

BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 

425  Fourth  Avenue,  New  York  16,  N.  Y. 


Murray  Hill  3-6280 


ON  THE  ALhom 


SPECIAL! 


THE  ''ALHOM  SPECIAL"  IS  THE  NEW  AND  SENSATIONAL 
ADDITION  TO  THE  ALHOM  PROGRAM.  — A  WINDOW  DE¬ 


SIGNED  FOR  THE  BUYER'S  MARKET  AND  THE  DEALER'S 
PROFIT!  QUALITY  MAINTAINED! 

THIS  IS  A  "BREAD  AND  BUTTER"  LINE! 


K.D.  PARTS  FOR 


SEE  OUR 
DISPLAY  AT  THE 
NERSICA  SHOW  — 
STATLER  HOTEL, 
NEW  YORK 
MARCH  22-23-24 
BOOTH  7-M 


*  TRADE  MARK 


ALUMINUM  HOME  PRODUCTS,  INC. 
BLOOM  AND  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 
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j 


EXCLUSIVE  , . .  4-tcay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 


#  63  ST>5  Extruded  aluminum  #  Stainless  steel  springs 


•  Self-storing 

•  3  Sliding  Inserts 

•  Alclad  screening 


•  Finger-tip  Control 

#  Weatherstripped  sills 
9  All  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write; 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


Hints  To 
SALESMEN 


!  (From  “Sales  Approach,”  by  Royal  A. 
!  Roberts.) 

SELLING  is  often  said  to  be  made 
up  of  three  factors — Presenta- 
I  tion,  Perspiration  and  Preparation, 
j  In  door-to-door  selling,  the  first  two 
j  often  go  hand-in-hand  but  careful 
I  Preparation  is  omitted.  Cold  Tur- 
I  key  calling,  necessary  though  it 
j  may  be,  is  NO  substitute  for  the 
j  Perspiration  put  into  a  careful 
;  Preparation. 

!  For  years  the  life  insurance  com- 
:  panies  have  known  that  aimless 
and  unplanned  calling  reduces  sales 
i  and  increases  salesmen  turnover. 

I  They  point  out  to  their  men  that 
I  there  are  many  Suspects  who  seem 
I  like  purchasers  but  few  are  real 
Prospects.  Selling  time  is  fritted 
1  away  by  unorganized  calling  but 
bear  in  mind,  that  only  a  relatively 
few  calls  can  be  made  in  a  given 
day  and  evening.  Make  each  one 
pay! 

•  •  • 

Out  of  a  shuffle  of  Suspects,  by 
a  method  of  elimination,  one  should 
arrive  at  a  working  group  of  po- 
^  tentially  profitable  Prospects.  The 
following  five  steps  of  analyzation 
are  helpful  in  determining  Pros¬ 
pects  : 

1.  Has  the  family  a  present  need 
for  home  improvement  which 
is  also  evident  to  them? 

I  2.  Can  you  develop  a  present  or 
future  need  of  which  the  hus¬ 
band  and  wife  may  not  be  ac- 
!  tively  aware,  that  can  enhance 
the  value  of  their  pr<H>erty, 
save  them  money  eventually  or 
add  to  their  pride  of  ownership, 
j  3.  Do  they  have  the  financial 
means  or  an  approved  borrow- 
I  ing  method  with  which  to  un* 

I  dertake  modernization? 

I  4.  Are  they  the  type  of  people  I 
can  sell?  One  should  realize 
frankly,  that  by  the  nature  of 
his  education,  his  environment 
{Continued  on  Page  32) 
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WCww  profit  leader 
in  COLLAPSIBLE,  RETRACTABLE 

Awnings 


Jtecesses  Neatly 
in  closed 
position 


,  Nelson  Features  give  you  more 

fast  stlling 

companion  Herns  to  help  you  sell  in  54 


PRICED  LOW 
AS  $0  M  EA. 


FIXED 

Door  Canopies 
Patio  Covers 
Cor  Ports 
Porch  Drops 

(Rtfrac«akl*| 


HALF-CLOSIO 

POSITION 


the  Nelson  Deluxe 
WITH  SIDES 


O  Low  in  cost  .  .  .  Easily  and  quickly  installed 
O  K-D  package  permits  application  with  pliers  and  screw-driver 
O  Finger-tip  control  of  light  and  visibility 

O  Adaptable  to  casement  or  double-hung  windows 
O  All-aluminum  —  permits  remaining  in  place  all  year  'round 
O  No  expenses  for  putting  up,  taking  down  or  storing 
O  Only  one  cost  —  no  repair  or  replacement  cost 

O  Complete  ventilation  —  temperatures  15°  to  20°  cooler 
9  Recesses  neatly  against  house  when  not  in  use 
Sturdily  constructed  and  expertly  engineered 
9  Flint-like  finish  of  lustrous  baked-on  enamel 
9  Colors  —  solids,  alternates,  or  pin-stripe 
with  white  underneath. 

Patented  and  Patents  Pending 


Mdil  Coupon  for  Full  Details 


1 15  East  Carson j^t.,  Pittsburgh  19,  Pa. 


Please  send  me  complete  informat'sn.  I  am  a 
□  DEALER  □  DISTRIBUTOR 

Name . 

J  Company . 

AWNING  CLOSED  FOR  ^  Address 
DREARY  DAYS 
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Pnfemd  by  homeowners . . . 

Preferred  by  dealers 
BECAME  Season-all— and  ONLY 


Offer  patented  BUILT-IN 


U.S.  Pat.  No.  2578470 


The  only  proved  design  for  completely  weatherproofing 
and  insulating  casement  windows! 


ONLY  SEASON-ALL  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWI 


Once  customers  learn  about  Season-all’s  patented 
built-in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advantages  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season-all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  a// four  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Further¬ 
more,  each  Season-all  Storm  Window  has  a  special 

Dealer  and  Distributor  territories  open  — 
write  today  for  details! 

Season-all  Sales  Corporation 

National  Distributors 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  ”Buy-Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash ! 

Permanent  outside  installation  •  Precision  made  of  highest 
quality  materials  *  Open  and  close  automatically  with  the  prime 
windows  •  Never  need  be  removed — not  even  for  cleaning 
•Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


•PIS'— 


INQUIRIES  INVITED  FROM  SOUND,  A  G  G  R  E  S  S  I  V  E  ,  W  E  L  L  -  R  A  T  E  D 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT' 
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STATE  STORM  WINDOW  CO.,  INC. 

131  Shonnard  St,,  Syracuse,  N.  Y. 


Hints  to  Salesmen 

{Continued  from  Page  28) 

and  his  experience,  he  may  sell 
certain  income,  religious,  na> 
tional  and  employment  groups 
better  than  others.  And  when 
he  fails  to  sell,  does  he  seek  to 
learn  more  about  these  impor¬ 
tant  aspects  of  an  understand¬ 
ing  approach  to  Other  People? 
5.  Will  the  Family  react  favorably 
to  me?  General  education  and 
specific  trade  knowledge  may  be 
assets  in  our  selling.  But  do 
unpleasant  personality  factors 
and  personal  appearance,  from 
the  very  start,  deter  our  efforts 
to  make  a  proper  approach? 

•  •  • 

To  the  unimaginative  salesman, 
these  5  tests  may  seem  like  a  waste 
of  selling  time  for  it  requires  hours 
and  patience  to  analyze  prospects. 
A  mere  door-to-door  inquir  method 
of  selling  and  then  trusting  to  a 
gift  of  gab  to  close  the  sale  are  not 
real  selling  methods  for  men  who 
want  to  earn  money  and  hold  per¬ 
manent  positions. 

It  takes  Perspiration  to  cover 
neighborhoods  carefully  for  it 
means  appraisal  by  you  of  Prop¬ 
erty,  of  People  and  of  Ideas.  These 
are  often  the  work  of  the  evening 
hours  in  which  a  helpful  wife  can 
be  of  great  assistance  in  observa¬ 
tion  and  conveying  ideas  of  the 
home  as  a  woman  sees  them.  From 
this  thinking,  a  plan  of  approach  is 
developed  and  with  the  proper 
strategy  and  tactics,  one  is  enabled 
to  make  more  calls  efficiently  and 
produce  more  sales. 

•  •  • 

For  years.  Attention  has  been 
taught  as  the  first  step  in  organ¬ 
ized  selling.  Actually  some  sales¬ 
men  get  physical  attention  but 
never  a  real  aural  attention  I  am 
always  impressed  by  the  fleeting 
impressions  which  one  makes  on 
the  housewife  even  before  a  word 
has  been  uttered.  The  attitude  of 
like  or  dislike  toward  a  salesman 
{Continued  on  Page  84) 
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^'Tri-Mat-Lok'' 

Window 

TRIPLE  TRACK  WINDOW 
WITH  SCREENED  IN  TOP 
&  BOTTOM  VENTILATION 
AND  TAMPER  PROOF 
SIMULTANEOUS  ALL-SASH 
LOCK. 


THEMSELVES 


^'Concealed  Hinge' 
Door 

FULL  r-1/16''  THICK 
GUARANTEED  TO  WITH¬ 
STAND  600  LBS.  HANG¬ 
ING  WEIGHT  WITHOUT 
SAGGING. 


ENGINEERING  ..  ^  producei  drastically  new  and  exciting  innovations  that 

instantly  win  acceptance. 

DESIGNING .  ,  ,  assures  consumer  demand  for  beauty. 

PRODUCTION  . . . .  ,  guarantees  superb  standardized  quality  for  every  unit. 

PRICING .  gives  you  a  product  that  is  readily  salable  at  legitimate 

profits. 

DELIVERY .  in  the  enlarged  truck  fleet  offers  greater  convenience  at 

nominal  cost  with  damage  eliminated. 


QALL  OR  WRITE  NOW 

Tel:  VA'.  5-2400 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


FEDERAL  SCREEN  &  SASH  CO.  «  2) 

35  E.  Merrick  Rd.,  Valley  Stream,  L.  ,1.,  N.  Y. 

Please  send  the  complete  story  on  FEDCO. 


ADDRESS  . 

CITY  &  STATE . PER. 
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THE 


UVHC 


THE  HEAD 
IS  DRAWN 
TO  A 

TRUE  HALF  CIRCLE 
FROM  ONE 
CONTINUOUS 

EXTRUSION 


Quincy  is  the  first  to  offer  a 
single-light  aluminum  circle 
head  door.  The  head  is  drawn 
to  a  true  half  circle  from  one 
continuous  extrusion.  This  ar¬ 
chitecturally  correct  design  pro¬ 
vides  in  this  new  door  all  the 
qualities — rigid  strength,  classic 
beauty  and  lifetime  durability — 
that  have  made  Quincy  Clean 
Face  doors  the  favorite  of  home- 
owners  ever3rwhere. 


H«t>  M«nwf«cfHring  tm, 

Qwiiicy,  Pciintylvania 

Please  send  me  the  whole  Quincy  Story. 


Nam* 


Company 
Addrou  _ 
City  __ 


Stat* 
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Increase  Your  PROFITS 

...  by  leoming  the  Successful  Methods  of  BUILDING  SPECIALTIES  DEALERS 

who  hove  stood  the  Test  of  Time  I 


FIRST  CLASS 
PmTiitNo.3149 
SK.34.9Pl.tR. 
Dallas,  Ttxos 


BUSINESS  REPLY, CARD 

NO  AGE  STAMP  NECESSARY  IF  /MAILED  IN  THE  UNITED  STATES 


POSTAGE  WILL  BE  PAID  BY 


LOUVER 

WINDOW 


€©RP. 


See  next  page 
for  Complete  Details 


2625  Elm  St. 
DALLAS,  TEXAS 


DISTINCT  ADVANTAGES 

offered  by  Famous  CILIAI^\/ll[iW  Line! 


Custom-Made  Products 


Why  tie  up  your  capital  in  inventory  when 
CLEARVIEW  offers  you  custom-made  products  for  lower 
overhead,  faster,  less  expensive  installations  and  larger 
profits.  CLEARVIEW  dealers  do  not  need  to  place  an  order 
until  they  close  a  sale,  and  custom-made  sizes  eliminate  the 
expensive  carpentry  necessary  to  fill  in  to  stock  size  open¬ 
ings.  CLEARVIEW  products  are  also  available  in  a  large 
number  of  standard  sizes. 


Famous  CLEARVIEW  Name 


Sales  are  easier  when  you  handle  the  CLEARVIEW 
line,  because  years  of  nation-wide  consiuner  advertising  have 
paved  the  way  for  you.  Nothing  sells  as  well  as  satisfied 
customers,  and  thousands  of  CLEARVIEW  installations 
everywhere  will  be  working  for  you.  In  1954,  the  largest, 
hardest  selling  CLEARVIEW  campaign  ever  will  be 
launched.  Each  advertisement  will  have  but  one  objective  — 
to  develop  leads  for  you! 


Dealer  Sales  Aids 


It  takes  more  than  a  sample  to  make  big  money  in 
the  building  specialties  field.  For  a  high  volume  business 
you  need  hard-hitting,  carefully  prepared  sales  aids.  Avail¬ 
able  for  CLEARVIEW  dealers  are:  Salesmaster  portfolios, 
truck  and  window  decals,  informative  dealer  manuals,  job 
signs,  point  of  sale  pieces,  envelope  stuffers  and  hard  selling 
literature. 


Industrial  Advertising 


CLEARVIEW’S  1954  industrial  sales  progran^  is 
designed  to  help  you  get  the  large  industrial  orders  you 
could  not  get  alone.  Special  campaigns  and  promotion  will 
be  directed  to  the  men  who  make  decisions  concerning  the 
remodelling  or  construction  of  gasoline  service  stations,  road¬ 
side  stands,  hospitals,  motels,  etc.,  that  will  be  carried  out 
in  your  community.  These  promotions  will  produce  local 
leads  for  you. 


fXTRUDED  ALUMINUM  FRAME 
GLASS  OR  WOOD 
LOUVER  WINDOWS 

lustproof  aluminum  frame ...  inside  snap-on 
screens . . .  stainless  steel  weather-stripping.  Ideal  for 
use  as  a  porch  endosure  unit  or  prime  window. 


REDWOOD  FRAME  GLASS  OR 
WOOD  LOUVER  WINDOW 

CLEARVIEW  Louver  Windows  are  available  in 
California  Redwood  frames  to  add  a  note  of  luxury 
to  endosed  porches  or  to  moke  distinctive  inte¬ 
rior  panels. 


GLASS  OR  WOOD 
LOUVER  DOORS 

Serves  as  both  storm  and  screen  door.  Available 
in  Caiifonia  Redwood  or  Oregon  fir  .  .  .  Snap-on 
screen  . . .  wood,  dear  or  obscure  glass  louvers. 


ECONOMY  5-IN-1  OUTSIDE  BLIND 

Serves  as  owning,  prowler  guard,  storm  shutter 
ond  provides  ventilation  ond  light  control.  Ail  olumi- 
num . . .  baked  enamel  finish . . .  “Loc-THe"  operator. 


DELUXE  S-IN-I  OUTSIDE  BLIND 

Heavy  extruded  aluminum  frame . . .  inside  remov¬ 
able  screen  interchangeable  with  storm  sash  .  .  . 
quorter-tum  "Loc-THe"  operator. 


SUN  STOP  AWNING 

Provides  roin  and  sun  protection.  Colorful  fiber- 
gloss  or  aluminum  conopies . . .  frame  finished  in 
boked  enomei. 


STORM  STOP  AWNING  SHUTTERS 

Coses  like  a  roll  top  desk  for  window  protection 
. . .  functions  os  an  awning  when  in  open  position. 
Aluminum  channels  finished  in  boked  enamel  .  .  . 
colorful  fiberglass  or  aluminum  canopm. 


STORM  SASH 

Supplements  CLEARVIEW  Louver  Windows,  doors 
and  porch  panels.  Extruded  aluminum  frame... 
special  Koroseoi  glazing  spline ...  with  or  without 
hopper  vents. 


n«  gi«||yMg|I^K|ry  division,  shrory  focility 
ice  of  IliPSrowliwia^iwiny  stands  reody  to  serve 
needs  gf^big  business  ond  small  olike.  You'll  find  it's  good ' 
buti^ioess  to  relgon  Alumex  dependobility  ond  know>how. 

Our  engineers  will  study  your  product,  Mc9tches  or  ideos,  ond 
give  you  their  complete  ond  professionol^  ttcSoipmendotions,  bosed 
on  their  many  yeors  of  work  and  resiiopeh  in  the  extrusion  bbldl* 
Ultimote  succesi  or  foilure  of  your  product,  or  even  your  ‘ 
compony,  nray  octuolly  depend  on  the  type  of  high  quolity 
ixfrusions,  superior  finish,  close  taleronce^  lost  delivery, 

ond  the  colibre  of  engineering  ability/ ithich  stands  reody 
lo  ilg^e  your  every  need  ot  Alumex. 


i'l  160-16  JAMArCA  AVI.,  JAMAICA, N.V. 


6  JAMAICA  AVE.,J/ 
REpubjfc  9*7796 
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is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


yM,  its  and  im/tt 

for  ut«  in  snow  country. 


DISTRIBUTORS:  Writ*  or  wiro  immodioto- 
ly  for  furthor  information. 

DEALERS:  Contact  us  for  location  of  your 
noarost  distributor. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


UGHT 

C-THRU'S  patontod  curvod  louvors  brook 
up  harsh,  outsido  light  which  onlors  your 
room  soft,  glaroloss  and  dMfusod.  No  moro 
droory  rooms  with  this  oxclusivo  footuro. 

VENTILATION 

C-THRU'S  onginoorod  louvors  hoop  tho  sun 
away  from  your  windows,  and  allow 
comiNOto  awning  and  room  vontilotion.  No 
dood  air  pockots  moons  tomporaturos  low- 
orod  os  much  os  17  dogroot. 


C-THRU  ALUMINUM  AWNING  CO 

424  W  IITH  ST.,  LOS  ANGELES  15,  CALIF. 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  PORCH  CANOPY 


C-THRU  WINDOW  AWNING 


C-THRU  PATIO  CANOPY 


C-THRU  INDUSTRIAL  AWNING 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 
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As  a  dealer  or  distributor  you  should  look  into  the 
trentendous  advantages  SHIELDALL  offers  you  in 
1954.  A  proven  nationally  recognized  awning  that 
is  easy  to  understand  and  sell  —  easier  to  assemble 
and  install. 

Here  are  a  few  of  the  new  features: 

128  different  combinations  of  drops  and  projections 
carried  in  stock  for  immediate  deliveries  —  NEW 


LOWER  PRICES  —  Sq.  Footage  System  abolished 
—  a  price  list  for  everything  including  decorative 
hardware. 

Don’t  wait  until  the  season  is  upon  us.  Become  a 
SHIELD ALLER  right  now.  We  are  extremely 
proud  of  the  deal  and  service  we  can  give  you. 
Let  us  show  you  how  you’ll  be  way  ahead  with 
SHIELDALL  in  1954. 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATE  ST.  •  6IIARD.  OHIO 
Phon*  II  S-9721 

Dapt.  G. 

PlaoM  send  ma  cenfidantial  datail*  an  yaur  SHIElOAll  daal. 
O  I  am  a  dealer.  Q  I  am  a  disiributar 


Name  . 

Address  . 

Cily  . State 
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K«\\V4K^ 


The  ^Cadillac''  of  the  Business 


America's 
Finest  Fastest- 


protot  af 
Aluminum 
^killrraft 

”  ivmoiv 

PICTURE 

formal 


Presents  the  tt 


ALL-ALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


ADVERTISING 
MATERIAL 
AVAILABLE: 
Cuts,  Matt, 
Literature! 


e  Fully  extruded. 

•  Single  lite  doors, 
two  lite  doors, 
self  -  storing 
doors. 


•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— for  tolerances. 


•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
oluminum  en¬ 
semble  and 
stainless  steel 
hardware. 


Cress  Section  View  of 
TKIfU  TKACK  flATUUS 

1.  TOP  GLASS 

2.  SCREEN 

3.  BOnOM  GLASS 

Cempfefe 

WlATHtK-STKIfUNG 


NEWLY  IMPROVED 

paramount 

TRIPLE  TRACK 

all-aluminum  combination 

STORM  &  SCREEN 

WINDOWS 

with  built  in  weatherstrip 

•  TRIPLE  TRACK 

Not  Channel 

•  EASY  INSTALLATION 

Service  Free 

•  TWIN  VENTILATION 

Sashes  Raise  or 
Lower  to  Any  Level 

•  CHANGEOVER  NEVER  NECESSARY! 

Make  Self-Storing  Obsolete 

•  POSITIVE  100%  WEATHER  STRIPPING 

•  HEAVY  EXTRUSIONS 

Truly  the  windovr  oi 

ICKER  AN 


What's  More 
The  ONLY 
WINDOW  LINE 
with  the 
FOLLOWING 
FAST-SELLING 
SUPERIOR 
FEATURES 


EXCLUSIVE 


paramount 

ALL-ALUMINUM 

(mehit  smr 


FUU 

LENGTH 

PIANO 

HINGE 

Feature 


i 

if 

Some  other  Outitartding  Selling  features 


1.  Full  Lsnith  PIANO  HINGE. 

Permits  easier  cleanine  frem  the 
outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(it63  ST.  S  Alley  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

Te  effect  a  perfect  seal  between 
Casement  window  and  storm  win¬ 
dow.  Eliminates  Window  Conden¬ 
sation. 

4.  FULLY  EXTRUDED  Weather 

Strippine  isstalled  on  each  Win¬ 


dow  Vent  openint  for  positive 
seal. 

3.  Specially  desipned  rubber  extrusion 
to  seal  and  secure  flass  in  plate, 
for  permanency.  And  permittinp 
simple  replacements  sf  broken 
plass  by  home  owners. 

n.  Desipned  fer  Sinple.  Double  thick 
and  Demiplate  for  Picture  Win. 
dews. 

7.  Cantrelled  venttbtion. 

8.  Draft  Free. 

9.  Reenforced  fer  permanent  ripidity. 

10.  Priced  Ripht. 


arid  dear  line  that  is  3  wayt  better  I 

E-PROOF.  3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NO  CALL-BACKS. 


The  K-D  PLAN  that  brings  you  . . . 

Outstanding  GREATER  PROFITS 
•  Outstanding  LOWER  PRICES 
•  Outstanding  HIGHER  QUALITY 
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SPECIALTIES 

&  HOME  IMPROVEMENT  DEALER 

Fetruarv  1954 


Business  Leaders  Confident/ 
See  Only  Slight  19 S4  Decline 


Most  corporation  executives  expect  own 
business  in  1954  will  at  least  equal  or 
exceed  last  year's  volume. 


Estimating  whether  business 
will  go  up,  down,  or  stay  level 
has  become  the  national  guessing 
game.  Scores  of  economists  and 
experts  are  handing  out  carefully 
qualified  statements  practically  all 
of  which  say  that  a  very  moderate 
decline  is  to  be  expected  for  1954. 
Most  of  these  economists  see  no 
more  than  a  5  to  7  per  cent  drop 
in  industrial  production. 

Financially  Strong 

Heads  of  individual  corpora¬ 
tions  seem,  for  the  most  part,  to 
agree  that  a  modest  decline  in 
business  activity  seems  probable. 
On  the  other  hand  they  are  also 
practically  unanimous  in  saying 
that  their  own  corporations  are 
financially  strong  and  expect  to  do 
at  least  as  much  business  as  last 
year  if  not  more. 


The  building  specialty  industry 
seems  to  be  following  this  trend 
of  thinking  also.  Heads  of  various 
specialty  manufacturing  companies 
when  queried  at  random  all  seem 
to  be  certain  that  things  are  going 
to  be  tough  for  the  other  guy  but 
not  for  themselves.  All  repeat  the 
belief  that  their  companies  are 
strong  but  that  this  is  the  period 
in  which  the  men  are  going  to  be 
separated  from  the  boys.  Many 
of  the  larger  and  a  considerable 
number  of  the  medium  sized  spe¬ 
cialty  manufacturers  are  so  con¬ 
fident  of  their  strength  that  they 
are  going  ahead  with  the  biggest 
advertising  programs  in  the  his¬ 
tory  of  their  companies.  Belief  in 
the  future  of  the  industry  is  also 
evident  from  the  fact  that  the 
number  of  booths  hired  by  spe¬ 
cialty  manufacturers  for  the 
Nersica  show  at  the  Hotel  Statler 


March  22-24  has  reached  an  all- 
time  high. 

Anyone  who  tries  to  look  at  1954 
must  do  so  from  the  pinnacle  of 
1953,  which  was  a  sizzling,  suc¬ 
cessful  year  from  practically  any- 
economic  standpoint. 

Consumer  Debt 

One  of  the  arguments  of  those 
who  are  pessimistic  is  that  the 
country  is  oversold,  that  there  is 
too  much  consumer  debt,  housing 
is  slowing  up,  production  capacity 
is  too  high,  foreign  competition  is 
getting  tough,  the  demand  for  steel 
has  reached  the  top,  automobiles 
are  getting  hard  to  sell,  the  farm¬ 
ers  are  losing  out,  and  there  is 
grov'ing  unemployment. 

These  factors,  many  business¬ 
men  will  say,  are  not  valid  reasons 
for  a  recession.  They  can  be  taken 
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one  by  one  and  discounted.  The 
country  is  not  oversold  because 
there  are  so  many  people  who  want 
and  need  things  of  every  descrip¬ 
tion.  There  are  organizations 
which  find  that  consumer  debt  is 
not  too  high  in  relation  to  the 
national  income. 

Housing  may  be  slowing  up,  but 
slowing  up  to  1,000,000  units  a 
year,  a  very  high  average,  and 
with  a  rapidly  growing  population 
there  will  be  a  continuous  demand 
for  houses  well  into  the  foreseeable 
future. 

As  for  national  production  be¬ 
ing  too  high,  it  is  too  high  only 
if  products  cannot  be  sold.  In  1953 
the  gross  national  produce  reached 
a  peak  of  $.367,000,000,000,  which 
was  5  per  cent  above  1952. 

It  is  the  considered  opinion  of 
a  number  of  leading  economists 
of  the  country,  who  took  part  in 
a  forum  here  recently  and  whose 
opinions  were  summarized  by  the 
National  Industrial  Conference 
Board,  that  a  decline  of  only  5  to 
7  per  cent  in  the  country’s  gross 


national  product  is  in  prospect  for 
1954. 

This  means  that  the  country’s 
economy  will  be  very  little  below 
the  level  of  that  of  1952,  considered 
to  be  an  excellent  year.  It  is  clear 
that  upon  continued  high  consumer 
purchasing  rests  the  progress  of 
the  economy,  and  up  to  now  the 
consumer  has  been  doing  a  very 
satisfactory  job.  The  belief  that 
he  will  continue  to  do  so  is  based 
upon  the  fact  liquid  savings  in 
banks  are  very  high ;  record 
amounts  of  insurance  are  being 
established;  employment  continues 
high ;  there  is  a  sense  of  security 
with  social  security  and  unemploy¬ 
ment  compensation;  and  plans  by 
industry  for  continued  expansion 
are  still  of  a  high  order. 

Expenditures 

And  as  an  illustration  of  con¬ 
fidence  in  America’s  future.  Gen¬ 
eral  Electric  is  going  forward  with 
increased  advertising  expenditures, 
investment  in  new  products,  and 


expansion  of  foreign  activities.  In 
1953  the  company  had  a  25  per 
cent  increase  in  sales,  and  its  offi¬ 
cials  believe  they  can  up  that  fig¬ 
ure  by  another  5  per  cent  in  1954. 

Gwilym  A.  Price,  president  of 
Westinghouse  Electric,  says  that 
“Despite  stiff er  competition  for 
new  business,  sales  billed  for  West¬ 
inghouse  products  are  expected  to 
reach  the  highest  peak  in  the  com¬ 
pany’s  history  in  1954.’’ 

William  White,  president  of  the 
New  York  Central  System,  says 
that  “for  eight  years  the  railroads 
have  made  capital  expenditures  at 
the  rate  of  more  than  $1,000,000,- 
000  a  year.  They  enter  1954  in  the 
best  physical  condition  in  their 
history.  The  railroads  propose  to 
go  forward  in  1954.’’ 

Benjamin  F.  Fairless,  chairman 
of  U.S.  Steel  Corp.,  says  that  his 
company  “is  backing  its  confidence 
in  this  country’s  economic  future 
by  an  investment  of  about  $300,- 
000,000  during  1954  in  new  equip¬ 
ment  and  replacements  of  its  pro¬ 
duction  facilities.’’ 

Eugene  Holman,  president  of 
Standard  Oil  Company  (New 
Jersey),  says  that  1953  was  a 
good  year  for  all  segments  of  the 
oil  industry  and  expressed  con¬ 
fidence  that  the  level  of  business 
would  continue  to  be  favorable  in 
the  year  ahead. 

Stock  Market 

As  for  the  stock  market,  Harry 
D.  Comer  economist  for  Paine, 
Webber,  Jackson  &  Curtis,  and 
one  of  the  most  respected  fore¬ 
casters  in  the  business,  says: 

“There  are  two  keys  to  the  stock 
market.  One  is  dividends.  The 
other  is  the  confidence  factor — the 
rate  at  which  investors  are  willing 
to  capitalize  dividends  and  earn¬ 
ings. 

“It  seems  clear  that  the  outlook 
for  dividends  in  1954  is  excellent. 
Total  cash  payments  in  1953  will 
mark  a  new  all-time  high.  The 
total  for  1954  will  be  helped  by 
elimination  of  excess  profits  taxes, 
(Continued  on  Page  114) 
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Allan  M.  Douglass 


NCSWDI  Decb  Oiiiceis 
and  Dinctois  lor  1954 


A.  J.  Zappone 


WELL  over  a  hundred  industry 
members  attended  the  annual 
meeting  of  the  National  Combina¬ 
tion  Storm  Window  and  Door 
Institute  at  the  Cadillac-Sheraton 
Hotel  in  Detroit,  November  30  and 
December  1.  Reports  given  by  the 
heads  of  various  committees  fea¬ 
tured  the  general  meeting  in  the 
Normandy  Room. 

Encouraging  Growth 

The  Committee  on  Membership 
revealed  an  encouraging  growth 
of  new  regular  and  associate  mem¬ 
bers.  It  was  also  revealed  at  the 
meeting  that  the  association  is 
prepared  to  go  ahead  on  a  national 
publicity  and  advertising  program 
directed  to  consumers  to  promote 
the  sale  of  more  metal  combina¬ 
tion  windows.  Several  public  re¬ 
lations  firms  are  now  under  con¬ 
sideration  to  do  this  work  and  the 
name  of  the  company  chosen  will 
soon  be  announced  to  members. 

Another  important  step  for  the 
advancement  of  the  industry  taken 
at  the  meeting  was  a  decision  to 
establish  minimum  quality  stand¬ 
ards  for  combination  storm  win¬ 


dows  and  doors.  This  will  include 
procedure  for  the  certification  of 
those  windows  and  doors  which 
meet  the  standard.  A  seal  of  ap¬ 
proval  will  be  issued  to  those 
manufacturers  who  are  certified. 
Standards  for  certification  were 
adopted  by  the  association’s  Tech¬ 
nical  Committee  headed  by  Lewis 
J.  Malone  of  the  Eagle  Richer  Co. 

A  report  based  on  figures  re¬ 
ceived  from  17  members  of  the 
association  was  issued  by  the  Sta¬ 
tistical  Committee.  Nelson  A. 
Blair,  Chairman  of  the  Committee 
made  a  very  interesting  report  in 
which  he  estimated  that  the  annual 
business  volume  of  the  industry  at 
the  factory  level  is  approximately 
$70,000,000  based  on  1952  figures. 

In  order  to  facilitate  better 
shipping  conditions  for  the  indus¬ 
try,  a  special  Traffic  Committee 
will  be  established.  Members  of 
the  committee  will  include  suppli¬ 
ers  of  materials  as  well  as  manu¬ 
facturers. 

Featured  speaker  was  Mr.  Keen 
Johnson,  Vice-President  of  Rey¬ 
nolds  Metals  Co.,  a  former  Gov¬ 
ernor  of  Kentucky,  and  former 


Robert  Agulnick 


Assistant  Secretary  of  Labor.  Mr. 
Johnson  spoke  about  “Sales  Pos¬ 
sibilities  for  1954.’’ 

The  annual  banquet  of  the  con¬ 
vention  was  enlivened  by  several 
piano  renditions  by  Mrs.  Allan 
Douglass,  wife  of  the  new  Chair¬ 
man  of  the  Board  of  NCSWDI 
through  1954,  and  some  very 
pleasing  professional  entertain¬ 
ment. 


R.  S.  Saalfield 


A  new  slate  of  officers  and  direc¬ 
tors  for  1954  has  been  chosen. 
Following  the  general  meeting,  the 
new  directors  selected  the  follow¬ 
ing  officers  for  1954: 

Allan  M.  Douglass,  Chairman  of 
the  Board 

A.  J.  Zappone,  President 
{Continued  on  Page  114) 
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NERSICA  To  Hold  Ammal  Convention 
in  New  York,  March  22-24 


rpHE  National  Established  Roof- 
injf,  Siding  and  Insulating 
Contractors  Association  will  hold 
their  12th  Annual  Convention  at 
the  Hotel  Statler  in  New  York 
from  March  22nd  to  March  24th. 

This  Maintenance,  Repair  and 
Home  Improvement  Exposition 
will  consist  of  exhibits  and  of 
forums.  During  the  forums,  im¬ 
portant  topics  will  be  discussed  by 
group  leaders.  Panels  of  contrac¬ 
tors  and  experts  will  take  over  in 
a  question-and-answer  period ;  and 
contractors  will  be  able  to  ask 
questions  from  the  floor. 

Among  these  discussion  groups, 
will  be  one  on  “Office  Manage¬ 
ment,”  a  subject  new  to  the  con¬ 
vention,  and  one  which  will  be 
treated  with  the  cooperation  of  the 
National  Office  Management  Asso¬ 
ciation.  A  survey  will  be  made  of 
.some  representative  Nersica  mem¬ 
bers’  offices,  and  these  will  be 
analyzed  at  the  forum,  with  the 
NOMA  expert  as  leader.  The  facts 
revealed  and  the  improvements 
suggested  will  be  applicable  to 
every  organization,  regardless  of 
size. 


“Overhead  and  Costs” 

Another  topic,  “Overhead  and 
Costs”  will  also  be  treated  under 
the  leadership  of  past  Nersica 
President,  Don  Lingenfelter.  Pan¬ 
el  members  will  be  chosen  from 
contractors  all  over  the  country. 

“Licensing,”  on  state,  city  and 
county  levels,  will  also  be  discussed 
as  a  growing  factor  in  the  opera¬ 
tions  of  the  industry. 

Continuing  the  tradition  of  the 
past  three  years,  the  build-up  roof¬ 
ers  will  have,  in  addition  to  the 
general  panels,  two  sessions  of 


their  own  aimed  at  keeping  them 
up-to-date  on  the  technical  aspects 
of  the  business.  One  morning  will 
be  devoted  to  “Hot  Applications” 
and  another  to  “Cold  Process 
Roofs.” 

For  the  first  time,  in  response 
to  many  oemands,  there  will  be  a 
very  important  forum  on  “Build¬ 
ing  Specialties.”  Headed  by  a 
prominent  figure  in  the  field,  and 
supplementing  the  exhibits  them- 
.selves,  this  will  be  a  general  dis¬ 
cussion  of  such  topics  as  Selling, 


Closing,  Costs,  Applications  and 
Profit.  Top  contractors  and  other 
recognized  authorities  will  com¬ 
prise  the  panel,  which  is  expected 
to  help  do  for  the  building  spe¬ 
cialties  industry  what  similar  dis¬ 
cussion  has  done  for  the  built-up 
roofing  industry.  All  the  merits 
and  opportunities  of  the  various 
building  specialties  will  be  pre¬ 
sented. 

There  will  be  only  one  luncheon 
during  the  three  days,  built 
(Continued  on  Page  94) 


National  Metal  Awning  Assn.  To  Fight 
Proposed  Tmck  Freight  Rate  Increase 


The  national  classifica¬ 
tion  BOARD  of  the  Motor 
Carriers  has  before  it  a  proposal 
which  will  substantially  increase 
the  frieght  charges  on  various 
types  of  aluminum  awnings.  This 
proposal  is  contained  in  the  Boards 
Docket  No.  60,  Subject  79. 

This  proposal  will  affect  freight 
rates  at  all  levels  of  distribution 
since  percentage  rates  adopted  by 


motor  carriers  are  usually  adopted 
by  the  railroads.  Both  the  descrip¬ 
tion  to  be  employed  and  the  ratings 
are  proposed  to  be  changed.  (See 
Chart  below.) 

The  original  disposition  of  the 
proposal  was  scheduled  for  mid- 
December.  The  National  Metal 
Awning  Association  was  able  to  ob¬ 
tain  a  stay  of  disposition  to  enable 
(Continued  on  Page  90) 


_ Type 

Proposed  Ratings 

Present 

Proposed 

Percentage 

Increase 

Cable  Type,  Assembled 

L.T.L. 

100 

300 

300 

T.L. 

75 

300 

300 

Gable  Type,  K.D. 

L.T.L. 

100 

175 

75 

T.L. 

75 

175 

133 

Shed  Type 

L.T.L. 

100 

200 

100 

T.L. 

75 

200 

166 

Other  Than  Aluminum 

L.T.L. 

100 

200 

100 

T.L. 

75 

200 

166 

44 


FEBRUARY  1954  BUILDING  SPECIALTIES 


Photos  courtesy  Ctearz’inv  Louver  Window  Corp. 

Make  More  Profit  By  Adding  Outside 
Blinds  to  You  Window  Line 


From  Data  Submitted  By 
Cleorview  Louver  Window  Corp. 


Although  the  rapid  growth 
in  popularity  of  louvered  win¬ 
dows  has  more  or  less  over¬ 
shadowed  outside  blinds  in  recent 
years,  there  is  still  a  tremendous 
sales  potential  for  this  product.  In 
fact,  many  dealers  handling  both 
louvered  windows  and  outside 


blinds  feel  that  the  sales  potential 
for  louvered  blinds  is,  by  far,  the 
greater  of  the  two. 

The  wide-spread  use  of  louvered 
windows  as  porch  enclosure  units 
has  drastically  decreased  the  sale 
of  outside  blinds  for  this  purpose. 
Yet  there  are  still  many  home 
owners  who  prefer  outside  blinds 
for  this  purpose.  They  like  the 
many  advantages  this  product 
provides. 


Left:  Outside  blinds  odd  functional  beauty 
to  small  homes  .  .  .  provide  protection  from 
rain,  storm  and  sun. 

Below:  Outside  blinds  con  be  easily  and 
quickly  odiusted  to  control  the  amount  of 
light  that  enters  o  room  .  .  .  con  be  ad¬ 
justed  to  facilitate  the  heating  or  cooling 
of  large  homes. 
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Consumer 

demand 

for  outside 

louvered  blinds  as  a  window  cov¬ 
ering  for  residences  is  increasing 
steadily.  The  product  offers  the 
home  owner  many  advantages 
along  this  line.  Among  these  are: 

1.  Sun  and  Glare  Protection 
Outside  blinds  are  the  per¬ 
fect  awning.  They  can  be 
adjusted  to  control  the 
amount  of  solar  heat  and 
light  that  enters  a  room. 


Outside  blinds  provide  the  protection  of  burglar  bars  .  .  .  Many  prefer  outside  blinds  or  porch  enclosure  units  because 

eliminate  the  need  for  Venetian  blinds,  shades  or  draw  drapes.  they  provide  maximum  controlled  ventilation. 
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Photos  courtesy  Clear^'ictv  Louver  H'iudou'  Corp. 


Above:  Outside  blinds  are  popular  in  the 
hotel  business  because  they  provide  privacy 
and  reduce  air-conditioning  costs  by  more 
than  the  cost  ot  the  blinds. 

2.  Controlled  Ventilation 

The  control  of  air  currents  is 
possible  with  outside  blinds. 
Their  use  makes  possible 
adequate  ventilation  of  a 
room  without  drafts. 

2.  Storm  and  Rain  Protection 
Outside  blinds  act  as  a  storm 
shutter  when  tijfhtly  closed. 
In  a  partially  open  position 
they  allow  adequate  ventila¬ 
tion  during  rains. 

4.  Privacy  Control 

The  louvers  of  outside  blinds 
can  be  adjusted  to  give  com¬ 
plete  privacy,  eliminate  the 


necessity  of  shades,  Venetian 
blinds  or  draw  drapes. 

Dealers  who  conscientiously  push 
the  sale  of  outside  blinds  not  only 
find  they  are  good  sellers,  but  they 
also  find  that  a  large  margin  of 
profit  can  be  made  from  each  sale. 
The  high  profit  of  the  product  is 
due  mainly  to  the  speed  and  ease 
of  installation.  Outside  blinds  are 
normally  custom-made  to  exact 
size  requirements  and  may  be 
quickly  installed  with  a  few 
screws. 

The  commercial  and  industrial 
markets  offer  the  dealer  an  un¬ 
limited  opportunity  for  the  sale 
of  outside  louvered  blinds,  both  in 
the  field  of  new  construction  and 
remodelling. 


Air  conditioning  provides  a  tre¬ 
mendous  number  of  prospects  for 
outside  blinds.  Besides  the  advan¬ 
tages,  given  above,  that  are  de¬ 
rived  from  the  use  of  outside 
blinds,  they  also  permit  a  reduc¬ 
tion  in  the  tonnage  of  the  air  con¬ 
ditioning  plants  required  to  ade¬ 
quately  cool  a  building  and  a  lower 
operational  cost.  Recently  the  in¬ 
stallation  of  outside  blinds  on  a 
large  department  store  that  was 
being  air  conditioned  made  possi¬ 
ble  a  $24,000  reduction  in  the  cost 
of  the  air  conditioning  equipment. 
As  the  cost  of  the  outside  blind 
installation  was  only  $17,000,  an 
initial  saving  of  $7,000  was  made 
by  the  department  store.  A  further 
saving,  which  will  result  from  the 
lower  operation  cost  of  the  smaller 
air  conditioning  units,  will  amount 
to  many  times  the  cost  of  the  blind 
installation  in  only  a  few  years 
time. 


Left:  Outside  blinds  are  used  extensively  for 
remodeling  of  commercial  buildings.  They 
cover  unsightly  windows  .  .  .  add  trim  mod¬ 
em  lines. 
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Other  Benefits 

Besides  the  monetary  benefits, 
the  outside  blinds  also  provided 
other  benefits.  They  greatly  im¬ 
proved  the  appearance  of  the 
building  by  covering  unsightly  old- 
style  windows.  Also,  they  elimi¬ 
nated  the  costly  maintenance  prob¬ 
lem  of  the  Venetian  blinds  former¬ 
ly  used  to  control  glare  in  the 
department  store. 

The  control  of  light  and  glare 
presents  a  serious  problem  for 

{Continued  on  Page  118) 
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How  To  Use  Newspaper  Advertising 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associates 
_ New  York _ 

(This  is  the  third  in  a  series  of  articles 
on  the  problems  of  advertising  confront¬ 
ing  the  Home  Improvement  Dealer  and 
Manufacturer.  They  are  being  written 
by  Mr.  Charles  J.  Caudle,  head  of 
Charles  J.  Caudle  Associates,  a  New 
York  public  relations  and  advertising 


4.  They  support  the  local  mer¬ 
chant  by  giving  him  special 
rates. 

Advertising  in  newspapers  in¬ 
volves  building  ads,  writing  words, 
and  arranging  pictures  and  words 
on  paper.  This  article  is  not  in¬ 
tended  to  make  you  a  copywriter, 
nor  an  artist.  It  will  give  you  some 


firm.) 

TN  previous  articles  we  covered 
the  purpose  and  function  of 
advertising  and  some  of  the  vari¬ 
ous  media,  such  as  newspapers, 
radio,  etc.  This  article  is  one  of 


basic  information  and  advice 
which,  along  with  some  common 
sense  and  a  little  assistance  from 
your  local  paper,  will  help  you  get 
your  money’s  worth  out  of  news¬ 
paper  advertising. 


one  new  prospect,  follow-up  one 
you’ve  been  working  on,  or  clinch 
a  sale  you’ve  been  waiting  for. 
Therefore,  each  ad  must  be  a  fairly 
self-contained  selling  effort.  SO — 
REMEMBER  HOW  YOU  SELL 


a  series  in  which  we  will  cover  Your  Ad  Is  Your  Salesman  AND  BUILD  YOUR  ADS  ALONG 


more  fully  the  individual  media.  Advertising  has  been  called  THE  SAME  LINES. 


Newspapers  will  be  one  of  the 
basic  advertising  tools  for  Home 
Improvement  Dealers  for  these 
reasons : 

1.  They  are  local. 

2.  They  achieve  fairly  universal 
coverage. 

3.  Being  a  visual  medium  they 
make  demonstration  and  ex¬ 
planation  easy  and  effective. 


“salesmanship  in  print.”  Your  ad 
must  indeed  do  the  job  that  you 
or  your  salesman  would  do  if  you 
or  he  were  there  talking  to  the 
prospect.  Just  as  with  a  sales  call, 
an  ad  may  be  the  initial  approach, 
a  follow-up,  or  a  sales  clincher. 
BUT  YOU  DON’T  KNOW  WHICH 
IT  WILL  BE  WHEN  YOU  WRITE 
THE  AD.  The  same  ad  may  reach 


An  ad  is  not  as  good  as  direct 
selling  jobs  —  but  ONE  ad  equals 
1,000  or  more  direct  selling  jobs 
at  once!  A  complete  selling  effort 
involves  meeting  a  prospect,  listen¬ 
ing  to  his  problem  (or  calling  at¬ 
tention  to  it),  telling  him  how  to 
solve  it,  explaining  why  that  solu¬ 
tion  will  work,  and  finally  asking 
for  the  order.  Let’s  see  how  an 


DEALER'S  NAME 

PROBLEM  AND  SOLUTION 

PROOF  AND  EXPLANATION 

ASK  FOR  THE  ORDER 
YOUR  NAME 


ad  can — and  should — do  this  job: 

1.  Get  yourself  in  the  ad. 

When  you  meet  someone  you 
first  introduce  yourself,  then  try 
to  make  a  good  impression,  and 
hope  that  that  “someone”  remem¬ 
bers  you  favorably.  Do  the  same 
with  your  ads.  Develop  a  distinc¬ 
tive  personality  and  keep  it.  Make 
all  your  ads  look  like  brothers  and 
sisters  —  and  keep  them  neat  and 
clean  and  well-mannered  like  a 
good  proud  father. 

{Continued  on  Page  116) 
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TN  the  early  days  of  the  storm 
window  business  there  were  a 
considerable  number  of  dealers 
who  regarded  themselves  not  so 
much  as  home  improvement  deal¬ 
ers  as  storm  window  specialists. 
Competition  in  those  days  was 
much  less  severe  than  it  is  today 
and  the  dealer  was  very  frequently 
a  new  man  in  this  business.  He 
therefore  preferred  to  concentrate 
on  one  item,  since  he  felt  that  he 
didn’t  know  too  much  about  even 
that  one  item,  and  he  was  natural¬ 
ly  very  reluctant  to  have  several 
products  about  which  he  knew  lit¬ 
tle.  Other  dealers  went  into  metal 
awning  bu.siness.  Like  the  storm 
window  men,  they  too  were  new  in 
the  business  and  many  of  them  pre¬ 
ferred  to  regard  themselves  as 
awning  specialists,  concentrating 
on  only  one  product  rather  than 
handle  several  home  improvement 
items  when  they  knew  so  little 
about  any  of  them. 

Had  it  not  been  for  the  alumi¬ 
num  shortage,  the  present  tend¬ 
ency  of  dealers  to  carry  a  balanced 
line  of  home  improvement  items 
would  probably  have  come  sooner. 
Now'  that  the  shortage  of  alumi¬ 
num  is  over  and  competition  is 
growing  more  severe,  a  great  many 


dealers  who  might  have  preferred 
to  specialize  in  only  one  item  find 
themselves  faced  with  the  necessity 
of  carrying  a  variety  of  products. 
There  are  ijeveral  reasons  for  this. 
One  is  the  need  to  meet  increasing 
competition  and  the  other  is  the 


Competilion  and  the  Seasonal  Nature 

Cany 


necessity  of  maintaining  an  ade¬ 
quate  volume  of  sales  the  year 


to  keep  their  sales  staff  busy, 
us  take  the  problem  of  year 
round  sales  first. 

Almost  every  item  sold  by  the 
building  specialties  dealer  is  seas¬ 
onal,  or  at  least  dealers  are  con¬ 
vinced  that  they  are. 

The  ideal  product  of  course,  is 
the  one  that  can  be  sold  the  year 
round.  In  practice,  therefore,  they 
find  it  advantageous  as  far  as 
maintaining  an  adequate  year 
round  sales  volume,  to  carry  prod¬ 
ucts  which  have  different  peak 
sales  periods  during  the  year.  Thus 
when  awnings  are  going  out,  storm 
window's  are  coming  in,  etc.  In  ad¬ 
dition  they  may  carry  a  line  of  “in¬ 
door”  specialties  which  they  hope 
they  can  sell  all  during  the  year. 
This  may  be  kitchens,  plastic  wall 
tile,  tub  enclosures,  etc. 

By  carrying  such  a  balanced 
line,  the  dealer  hopes  to  jump  from 
one  period  of  peak  sales  to  another 
and  thus  keep  his  staff  busy  all  dur¬ 
ing  the  year.  This  is  by  no  means 


a  new  idea.  In  fact,  a  survey  con¬ 
ducted  by  the  editors  of  BUILD¬ 
ING  SPECIALTIES  late  in  1949 
showed  that  even  in  those  days 
only  5%  of  dealers  regarded  them¬ 
selves  as  specialists  in  any  one 
product. 

Whether  any  product  is  actually 
seasonal  is  a  difficult  point  to  de¬ 
termine.  Many  economists  and 
sales  experts  insist  that  if  retail 
merchandisers  resisted  the  season¬ 
al  psychology  and  continued  to  sell 
just  as  hard  in  the  off  season 
period  as  they  do  during  the  time 
of  peak  sales  they  could  maintain 
a  more  even  volume  of  sales  the 
year  round.  This  is  a  great  idea  and 
perhaps  it’s  true,  but  many  dealers 
are  inclined  to  be  skeptical  about  it. 
They  will  often  tell  you  that  the 
public  has  rather  fixed  ideas  about 
when  they  want  to  buy  certain 
products.  The  attitude  of  home 
^  owners  towards  metal  awnings 
may  be  used  as  an  example. 

As  one  dealer  points  out,  metal 
awming  salesmen  still  have  to  com¬ 
bat  the  home  owner’s  seasonal 


psychology  which  was  once  logical 
when  applied  to  canvas  awnings 
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of  Specially  Items  Make  Nos!  Dealers 


a  Balanced  Line  of  Products 


but  is  totally  illogical  in  regard  to 
metal  awnings. 

Canvas  awning  sales  had  to  be 
completed  pretty  much  before  the 
first  of  June.  After  that  time  the 
customer  was  apt  to  tell  the  sales- 


/m 


pfien,  “Well,  there’s  no  use  bother- 
^ing  with  awnings  anymore.  Sum¬ 
mer’s  pretty  well  along  and  in  an¬ 
other  couple  of  months,  I’ll  have  to 
take  them  down  anyhow.  So  come 
around  and  see  me  next  year.’’ 

Since  canvas  awnings  are  only 
used  during  the  summer  months 
and  are  taken  down  in  the  fall  and 
stored  for  the  rest  of  the  year  this 
really  is  a  seasonal  product.  On  the 
other  hand,  the  metal  awning,  once 
installed,  is  a  permanent  year- 
round  home  improvement  and  is 
obviously  not  a  seasonal  product, 
yet  any  awning  dealer  will  tell  you 
that  the  public  still  tends  to  follow 
its  old  habits  and  think  of  these 
awnings  as  mere  summer  sun¬ 
shades.  Fortunately  intensive  pro¬ 
motion  by  the  metal  awning  indus¬ 
try  is  slowly  educating  the  public 
to  the  realization  that  the  metal 


awning  actually  is  year  round,  and 
while  they  are  still  seasonal,  one 
can  at  least  say  that  the  season  is 
beginning  to  lengthen  consider¬ 
ably. 

If  we  take  storm  windows  as 
another  example,  we  find  that  this 
product  has  also  definite  seasonal 
trends.  Many  manufacturers  and 
distributors  contend  that  continued 
promotion  and  selling  pressure  all 
during  the  year  will  even  out  the 
seasonal  cycle.  Theoretically,  there 
is  no  reason  why  an  aluminum 
combination  window  should  be 
seasonal,  since  it  has  a  year-round 
function.  It  is  just  as  necessary 
in  the  summer  time  for  the  insect 
protection  provided  by  its  screen 
as  it  is  in  the  winter  for  its  storm 
sash.  In  fact,  its  attraction  to  the 
homeowner  lies  precisely  in  its 
year  round  usefulness  and  versatil¬ 
ity  which  eliminates  the  tiresoiae 
chore  of  changing  screens  to  storm 
sash  and  vice  versa. 


The  fact  remains  however,  that 
there  still  is  a  season  for  combina¬ 
tion  windows  and,  as  is  true  of 
metal  awnings,  the  best  that  can 
be  said  at  the  present  time  is  that 


the  season  is  gradually  becoming 
longer,  so  that  there  is  a  possibility 
in  the  future  of  selling  this  prod¬ 
uct  as  a  year-round  item. 


Thus  the  seasonal  nature  of  the 
dealer’s  main  products  has  com¬ 
pelled  him  to  become  a  Home  Im¬ 
provement  dealer  with  a  varied 
line  of  products  rather  than  just 
an  awning  or  window  man.  The 
other  factor  which  is  influencing 
the  dealer  in  the  direction  of  in¬ 
creasing  the  number  of  products 
he  carries  is  competition.  If  a  com¬ 
petitor  sells  more  products  and 
offers  more  services,  many  dealers 
feel  obliged  to  follow  suit.  Very 
often  they  will  take  on  services 
which  are  not  very  profitable  be¬ 
cause  leads  from  prospects  who 
want  this  service  give  the  salesman 
entry  to  the  home  and  may  result 
in  sales  of  items  which  do  provide 
satisfactory  profits.  They  may 
even  subcontract  such  services  to 
another  contractor  at  no  profit  to 
themselves  in  order  to  get  leads 
for  their  salesmen  rather  than  lose 
{Continued  on  Page  60) 
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Almnatic  Unveils  New  Products  at 
"Pathway  to  Profits"  Preview  Showings 

Neeliiigs  Start  In  New  York  On  Feb.  16 


rpHB]  first  of  two  Riant  “Pathway 
to  Profits”  Premier  Showings 
will  get  under  way  during  the  next 
few  days  in  New  York,  when  the 
Alumatic  Corporation  of  America 
raises  the  curtain  on  its  1954  line, 
at  the  Park  Sheraton  Hotel  start¬ 
ing  at  9  A.M.  on  Tuesday,  Feb.  16, 
This  meeting  will  be  preceded  on 
Feb.  15  by  an  advance  preview  for 
Alumatic’s  present  distributors  and 
dealers. 

All  dealers  who  now  sell  com¬ 
bination  windows  and  allied  prod¬ 
ucts  have  been  invited  to  “Path¬ 
way  to  Profits,”  which  will  also  be 
held  for  midwestern  and  western 
dealers  on  March  9  in  Chicago.  In 
addition  to  the  outstanding  prod¬ 
ucts  to  be  unveiled  for  the  first 
time,  “Pathway  to  Profits”  will 
give  attending  dealers  full  details 
on  an  amazing  new  plan  for  extra 
profits  in  1954!  This  will  include  a 
review  of  the  complete  Alumatic 
line. 

All  dealers  who  are  interested  in 
attending  “Pathway  to  Profits” 
either  in  New  York  on  Feb.  16,  or 
in  Chicago  on  March  9  may  obtain 
reservations  by  writing,  wiring, 
or  telephoning  the  Alumatic  Cor¬ 
poration  of  America  at  2081  S.  56th 
Street,  Milwaukee  14,  Wisconsin, 
There  is  no  admission  charge. 


Improved  Royal  Door 


New  "Competitive"  3  Channel 
Window  Hits  Price  Field 

In  answer  to  trade  demands  for 
a  “competitive,”  low-cost,  self-stor- 
ing  combination  window,  Alumatic 
has  announced  a  new  high-quality 
three  channel  window  designed  to 
sell  beloic  many  of  the  industry’s 
so-called  “budget”  windows. 

Precision  engineered  for  qmlity 
and  mass  produced  for  price,  Alu- 
matic’s  new  window  will  incorpor¬ 
ate  true  self-storage,  and  an  in¬ 
genious  operation  principle.  The 
frame  of  this  window  will  be  as¬ 
sembled  in  one  piece,  Alumatic’s 
new  model  makes  a  handsome  com¬ 
panion  to  the  company’s  estab¬ 
lished  3 -TRACK  “VELGLIDE” 
model . . .  standard  of  the  industry. 
Like  the  other  new  Alumatic  prod¬ 
ucts,  it  will  be  shown  for  the  first 
time  at  “Pathway  to  Profits.” 

*  *  * 

Alumatic  Royal 
Greatly  Improved 

Mr.  Joseph  Zitomer,  President  of 
the  Alumatic  Corporation  of  Amer¬ 
ica,  recently  announced  that  the 
firm’s  highly  successful  ROYAL 
aluminum  combination  door  has 
been  improved  for  1954. 

The  1954  ROYAL  will  be  one 
full  inch  thick,  to  provide  extra 
strength  and  will  feature  an  attrac¬ 
tive  knob-type  latch.  Many  other 
features  have  been  added,  but  Alu¬ 
matic  officials  are  especially  enthu¬ 
siastic  about  a  new  concealed  hinge 
assembly — a  unique  engineering 
development,  which  makes  it  vir¬ 
tually  impossible  to  pull  the  hinges 
out,  or  to  have  a  sagging  door. 

Asked  why  the  ROYAL  door  had 
been  changed  after  such  a  phenom¬ 
enally  successful  first  year  on  the 
market,  Mr.  Zitomer  stated,  “Our 
policy  has,  and  will  always  be,  to 
strive  for  constant  improvement 
of  all  our  products  no  matter  how 


successful  they  may  have  been  in 
the  past,” 

*  *  * 

Amazing  New 

Color-Coordinated  Aluminum 
Awnings  Announced 

Alumatic  Corp,  of  America  has 
just  come  out  with  a  new  and  sur¬ 
prisingly  different  aluminum  awn¬ 
ing.  Officials  of  the  firm  were  close¬ 
mouthed  about  details,  stating  that 
they  preferred  to  let  the  trade  “see 
for  itself”  at  their  preview  show’- 
ings. 

The  Alumatic  awning  line  incor¬ 
porates  many  new  and  outstanding 
features,  not  heretofore  found  in 
any  awning  presently  on  the  mar¬ 
ket,  One  of  these  is  a  “color-coor¬ 
dinating”  feature,  which  allows  the 
homeowner  to  easily  shift  awning 
colors  as  the  color  of  the  home  is 
changed.  A  unique  louver-locking 
feature  makes  simple  changing 
possible,  and  also  insures  such  a 
snug  louver  fit  that  rattling  is  vir¬ 
tually  impossible. 

Mr.  Robert  Agulnick,  Vice-Presi¬ 
dent  of  Alumatic,  stated  that  his 
company  would  be  glad  to  arrange 
demonstrations  in  the  offices  of 
those  dealers  who  find  it  impossi¬ 
ble  to  attend  the  preview. 


Alumatic's  Revolutionary  Awning 
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uii,’ii:iii;,goT7n:Ti.ri^im 


A  FULL  3  CHANNEL  UNIT  FOR 
YOUR  PRICE  CONSCIOUS  CUSTOMERI 


®  ^OfiTsr 


TAKE  THE 


DELUXE  }  CHANNEL 


PATHWAY  TO  PROFITS! 


Slide  behind  the  wheel  and  ride  this  profitable  new  plan  now  .  .  .  with  the 
nation’s  finest,  most  complete  line  of  aluminum  weather  control  products  I 


WIHOOW 


Engineered  for  “QUALITY”  customers  . . . 

Produced  for  “PRICE”  customers  I 

No  combination  window  on  the  market  can 
compete  with  this  beauty  at  the  price! 

THREE  FULL  CHANNELS! 

. . .  FULL  SELF-STORAGEI 

TRIM,  MODERN  STREAMLINED  BEAUTYI 
RUGGED,  STURDY,  FREE  FROM  TROUBLE  I 
POSITIVE  LOCKING  IN  ALL  POSITIONS! 

EXCLUSIVE  “ROLL-EASY” 

UP-AND-DOWN  ACTION! 

EASY  TO  INSTALL  . . . 

ONE  PIECE  FRAME! 


^  new  deluxe  "leader”  • 

«ooe  on  d.e  »  «ep- 

on,  teatSl  and  n  ^«ased  sales  i 

VBlGtlDB  3 

COMBINATION 


•nore 

^  ‘owpon  followlnfl. 


•  EXCLUSIVE  <‘VENTROL”. . . 

Allows  natural  ventilation  to  cool  the  home. 


Yes,  there 
is  something 
Really  nev 
under  the  Sun 


'"■'r  ■  "f  ' 

ivith  •  ioadec 

"'>'9“  “od  exdusiv 


ASIOUNDINe 
RESULTS! 


Modern  horizontal 
lines  designed 
specifically  for 
use  on  homes. 


EVERY 

ALUMATIC 

AWNING 

AND 

CANOPY 

IN  THIS 

UNE 

HAS  A 

GUHER. 


•  EXCLUSIVE  “MAGIC  LIGHT” . .  . 

More  soft,  diffused  light  .  .  .  brighter  rooms! 

•  EXCLUSIVE  INSTALLATION  FEATURES.. 

Can  be  installed  by  anyone  in  minutes! 

•  EXCLUSIVE  LOK-TITE  CONSTRUCTION.. 

Eliminates  rattles — louvers  can’t  blow  off! 

•  EXCLUSIVE  ADJUSTABLE  PITCH  . . . 

To  meet  every  homeowner’s  demand! 

•  EXCLUSIVE  VALANCE  GUTTER  . . . 

To  funnel  rain  to  sides.  Extra  strong. 


DEALERS’ 

demands 


ALUMINUM 


A«/NIN6^.h»  CANOPIES 


PROTECTION 


EXCLUSIVE 

COLOR 

COORDINATION! 


ADVANCED 
CONSTRUCTION 
AND  DESIGN! 


MORE  ^ 
FOR  THE  HOME! 


ature  tor  rearurt;  w... 
ffing  on  the  market  .  . 

:  _  _  there  is  somethinii 
NEW  under  the  sun 


Louvers  can  be  easily  installed,  re¬ 
moved,  or  replaced,  without  tools. 
Color  patterns  readily  changed  by  the 
home  owner.  Special  "Lifenite”  5  stage 
process  for  roller  coated,  baked  on 
colors  that  last  and  last! 


Like  all  Alumatic  products,  new 
Alumatic  awnings  are  ruggedly  con¬ 
structed.  Sturdy  aluminum  louvers 
with  rugged  stainless  steel  and  alu¬ 
minum  bracing.  This  heavy  duty 
construction  means  you  can  install 
Alumatics  on  wider  windows  —  and 
they’ll  never  rattle  or  blow  off! 


•  Designed  for  maximum  protection 
from  sun! 

•  interlocking  design  keeps  out  rain 
and  snow. 

•  Exclusive  curved  louver  design  with 
white  underside  keeps  out  heat, 
admits  light. 

•  Modern  horizontal  lines  enhance 
the  beauty  of  all  homes! 


Choot*  from  6 
rofrothing  docoroler 
ftylod  colors  I— 
koyod  to 
modern  homos. 


ALUMATIC  AWNINGS  an  tnafUbh  for 
immodialo  doBoory  -  -  Ready  to  iash^;  or  m  roavoahat  loaglhsl 


For  more  dfoils  fnd  coupon  on  liAxf  pogG. 


CITY 


ROYAL 


ALUMINUM 

COMBINATION 


DOOR 


ALUMATIC  LEADS  AGAINI  OTHERS  WILL  FOLLOW! 

HEAVIER  .  .  .  STURDIER  .  .  .  STRONGER  THROUGHOUT! 

NOW  .  .  .  Inserts  easily  removed  without  tools!  X 
NOW  .  .  •  Knob-type  latch  for  added  beauty!  \  sthJL 
NOW  .  •  •  Concealed  hinges — locked  in  to  stay  put! 

NOW  .  .  .  Shock-proof  corner  construction!  \  lO^ — / 

AMERICANS  FASTEST  SELLING  DO^ 

...non  even  better  for  '54! 


vueim  3  mcK 

ALUMINUM  COMBINATION 

HVINDOtr 

•  Only  window  with  VELGLIDE  action!  •  Only  window  completely  gadget-free! 

•  Only  window  with  automatic  weatherstripi^g!  •  Only  window  installation  trouble-free! 

rCMd  HMmkMBiiif  y  PLUS  THE  NATION’S  FINEST, 

-  MOST  COMPLHE  LINE  OF 

WEATHER-CONTROL  PRODUCTS. 


OF  AMERICA 


Milwaukee  14,  Wisconsin  •  Paterscn,  New  Jersey  _ _ _ , 

In  Canada:  Alumatic  of  Canada,  Ltd.,  Windsor,  Ontario^^t-  ,,  aU  -  WIRE 

- - -  COUPON 

ALUMATIC  CORPORATION  OF  AMERICA':^  Of  JHW  VWb  w- 

20S1  S.  56lh  Slr*«t  •  Milwauk**  1 4,  Wisconsin 

O  I’m  interested  in  your  line — send  information.  W  w 

□  I’m  interested  in  attending  your  Chicago  preview.  _ _  -  .  ,  .  , 

^AME  T22B  et  eer  ‘*NMliwey  te  Profits" 

Preview  bi  Chkege,  Mercli  9. 

lDDRESS.  '  Yee  cm  oHeiMl;  Bend  for  detoNsI 


NAME 


ADDRESS 


ZONE 


STATE 


Photos  courtesy  Graham  Industries,  Inc. 


From  Data  Submitted  By 
Graham  Industries,  Inc. 


Architectural  trends  often  pro¬ 
duce  sweeping  and  revolu¬ 
tionary  changes  in  products  used 
in  the  construction  of  homes.  The 
present  (and  undoubtedly  perma¬ 
nent)  vogue  .  .  .  somewhat  pro¬ 
miscuously  referred  to  as  the 
“ranch  type”  .  .  .  features  the 
attached  garage,  which  serves  a 
functional,  as  well  as  aesthetic 
purpose.  No  one  can  deny  the  con¬ 
venience  of  entry  and  exit  directly 
to  the  house  from  the  garage. 


Equally  undeniable,  is  the  fact 
that  the  attachment  of  the  garage 
greatly  enhances  the  beauty  by 
producing  a  low,  long,  sprawling 
effect. 

Offhand  this  would  not  appear 
to  present  any  serious  problem  for 
the  builder,  architect  or  homeown¬ 
er.  However,  a  little  investigation 
reveals  a  very  definite  appearance 
problem :  the  garage  door.  The 
builder’s  desire  is  to  camouflage 
this  area  .  .  .  tone  it  down,  in  order 
to  make  it  appear  as  a  part  of, 
rather  than  an  appendage  to,  the 
house  proper.  He  can  accomplish 
this  in  the  construction,  but,  when 


it  comes  to  the  garage  door,  he 
runs  smack-dab  into  a  perplexing 
problem.  At  this  point,  in  all  too 
many  cases,  he  discovers  that  all 
that  is  available  in  the  way  of 
design  is  an  unimpressive  and 
meager  selection  of  stereotyped 
patterns  in  conventional  panel 
doors.  Installation  of  this  type  of 
door  actually  accentuates  the  fact 
that  the  attached  area  is  the 
garage. 

Unlimited  Variety 

Several  years  ago  one  alert  com¬ 
pany  in  Cleveland,  Ohio,  antici¬ 
pated  the  present  architectural 
trend.  They  set  about  to  produce 
what  they  variously  call  “Glamour 
Doors,”  “Custom  Design  Doors,” 
and  “Architecturally  Correct 
Doors.”  These  are  sectional  doors, 
available  in  a  choice  of  extension 
or  torsion  type  hardware,  which 
are  produced  in  flush  construction. 
They  are  available  in  an  unlimited 
variety  of  designs  varying  from 
the  plain,  unadorned  style  to  an 


The  photos  of  garage  doors  on  these  pages 
give  only  a  small  indication  of  the  great 
variety  of  decorative  treatments  possible, 
from  the  most  simple  unadorned  style  to 
the  elaborately  orna'e.  Thu  current  trend 
in  garage  building  and  design  is  to  cam¬ 
ouflage  the  area  in  order  to  make  it  seem 
part  of  the  house  proper.  Garoge  doors, 
treated  in  a  decorative  manner,  are  ideal 
for  the  purpose. 
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Much  of  the  variety 
in  these  garage  door 


designs  is  secured 


through  different 


window  shopes  — 


available  in  rectangu¬ 


lar,  square,  diamond, 
octagonal,  keystone 
or  round.  Applied 
mouldings  are  also 
employed  to  produce 
simple  as  well  as  in¬ 
tricate  designs. 


elaborately  ornate  door.  Many  of 
the  designs  are  accomplished  by 
different  window  shapes,  which  are 
available  in  rectangular,  square, 
diamond,  octagonal,  keystone  or 
round. 

For  the  square  and  rectangular 
windows  they  make  available  spe¬ 
cial  glass  with  ribbon  etching  to 
give  a  “leaded”  effect.  In  addition 
to  the  window  shapes  Graham  also 
offers  little  embellishments,  such 
as  decorative  shutters,  which  are 
placed  beside  the  windows,  as  well 
as  simulated  strap  hinges  to  cap¬ 
ture  an  early  American  flavor. 


Carved  rosettes  are  also  tastefully 
used  for  adornment  purposes.  Ap¬ 
plied  mouldings  are  employed  to 
produce  simple  as  well  as  intricate 
designs. 

Ornamentation  on  some  of  the 
more  elaborate  doors  is  accom¬ 
plished  by  the  application  of 
wrought  iron  designs  and  figures. 
Other  decorative  methods  include 
grooving  of  the  exterior  surface 
as  well  as  the  application  of  batten 
boards.  Recent  innovations  in¬ 
clude  a  basket  weave  model  as  well 
as  a  door  on  which  the  exterior 
surface  is  covered  with  bamboo. 


As  is  obvious  from  the  descrip¬ 
tion  of  the  above  designs,  the 
prime  object  is  to  produce  sec¬ 
tional  overhead  doors  which  look 
as  little  like  garage  doors  as  pos¬ 
sible.  They  constantly  strive  to 
furnish  doors  which  blend  into  the 
architecture  of  the  front  elevation. 
The  success  of  their  plan  is  sim¬ 
ilar  to  Emerson’s  “better  mouse 
trap.”  The  idea  has  caught  on  and 
spread  like  wild  fire  across  the 
country.  Builders  and  dealers 
from  Maine  to  California  have 
welcomed  the  idea  as  the  answer 
to  a  very  real  problem  in  house 
design.  They  readily  admit  that 
the  “Glamour  Doors”  have  given 
them  a  competitive  edge  in  the 
sales  of  their  homes. 

Buying  Choice 

Distributors  of  these  doors  have 
a  choice  of  buying  their  doors 
completely  unadorned,  in  which 
case  they  apply  their  own  decora¬ 
tive  embellishments,  or  they  can 
obtain  the  more  elaborate  designs 
with  all  work  done  at  the  factory. 
Similarly,  some  distributors,  in 
turn,  sell  the  unadorned  doors  to 
builders  and  home  owners  who 
then  do  their  own  application 
work.  In  other  words,  the  manu¬ 
facturer  will  do  as  little  or  as 
much  of  the  decorative  work  as 
the  distributor  requests. 

These  flush  doors  are  available 
in  two  distinct  models.  One  is 
covered  on  both  sides  of  the  frame 
with  exterior  grade  fir  plywood. 
The  other  has  the  plywood  on  the 
outside  of  the  frame  only,  leaving 
(Continued  on  Page  98) 
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A  thorny  problem  seen  from  the  dealer's  and  the  manufacturer's  point-of-view 


Cy  Eisenberg 


ONE  day,  several  weeks  ago,  our 
agency  was  visited  by  two  of 
our  accounts :  one  was  a  prominent 
manufacturer  of  aluminum  win¬ 
dows  and  doors ;  the  other  was  one 
of  the  leading  window  dealers  in 
New  Jersey.  They  were  both  con¬ 
cerned  about  the  future  coarse  to 
take  in  their  advertising  and  sales 
programs.  The  manufacturer,  a 
man  who  had  been  in  business  for 
20  years,  was  worried  about  the 
rapid  enactment  of  “Green  River 
Laws”  throughout  the  country.  The 
window  dealer  was  interested  in 
developing  a  “bait  advertising” 
campaign  .  .  .  the  very  thing  that 
has  caused  the  tremendous  upsurge 
of  “Green  River  Laws!” 

Each  of  these  accounts  put  forth 
solid,  valid  arguments  for  and 
against  “bait  advertising.”  The 
manufacturer  felt  that  misleading 
advertising,  switch  selling,  high 
pressure  methods,  and  all  of  the 
other  evil  practices  being  used  by 
some  members  of  the  window  in¬ 
dustry,  would  eventually  cause  the 
disintegration  of  the  entire  spe¬ 
cialty  sales  field. 


By  CY  EISENBERG,  Acc't.  Exec. 
Sherman  Lawrence 
Advertising  Agency 


The  dealer,  who  was  more  con¬ 
cerned  with  the  present  status  of 
his  business,  insisted  that  the  only 
way  he  could  pull  sufficient  leads 
from  advertising  was  through  the 
use  of  “bait  ads.”  We  knew  that 
the  dealer  was  right.  Our  own 
efforts  in  his  behalf  had  become 
increasingly  ineffective  in  the  face 
of  competitive  “bait  advertising.” 
His  window,  a  top-quality,  3  track 
window,  was  selling  for  -about 
$30.00.  His  competition  was  ad¬ 
vertising  “3-way”  windows  for  as 
low  as  $9.65! 


Unfortunately,  the  consumer 
does  not  become  aware  of  the  pit- 
falls  involved  in  answering  a  bait 
ad  until  the  salesman  arrives !  And 
by  that  time,  it’s  too  late.  He  has 
been  fast-talked  into  signing  a 
contract  before  he  realizes  that  he 
is  going  to  pay  $35.00  a  window 
instead  of  $30.00,  to  someone  who 
advertised  an  appealing  $9.65 
price 

Try  to  realize  the  position  we 
were  in.  On  the  one  hand,  our 
manufacturing  account  was  asking 
us  what  to  do  about  preventing 
the  possible  ultimate  disintegra¬ 
tion  of  an  entire  industry.  On  the 
other-hand,  our  dealer  account  was 
asking  us  to  save  his  business  by 
using' the  very  methods  that  could 
{Continued  on  Page  120) 


f'hoto  courtesy  of  Life-Louji  Aluminum  Awning  Co, 


The  trend  toward  integration  of  ornamental  iron  and  metal  awnings  is  clearly  shown  in 
the  above  photo.  The  large  patio  cover  is  supported  by  three  sturdy  ornamental  iron 
corner  columns.  The  columns  and  railings  perform  both  a  decorative  and  functional  job 
and  add  to  the  overall  beauty  of  the  awning  installation. 
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For  Mmrm  Baiin 


State  the  Facts! 


sptcific;  its'l  lift  Im  ful  tr  ksf. 


By  BILL  EDWARDS 


The  other  day  a  boy  came  to 
the  door  of  my  home.  He  had 
a  box  of  candy  in  his  hand. 

“Do  you  want  to  buy  some  very 
nice  candy,”  he  asked.  I  told  him 
no  and  sent  him  on  his  way. 

Not  an  hour  later  another  boy 
showed  up,  holding  an  identical 
box  of  candy. 

“I’d  like  to  sell  you  this  pound 
box  of  candy  for  $1.35.  It’s  to 
raise  money  for  our  church.  It 
has  forty-three  big  pieces  in  the 
box  and  a  lot  of  them  are  chewy 
and  plenty  of  them  have  nuts.” 

I  bought  the  candy  from  this 
second  boy  who  didn’t  seem  to 
have  any  trouble  following  the 
first  and  I  went  back  to  my  chair 
thinking  that  so  many  sales  are 
lost  because  the  salesman  doesn’t 
state  facts  that  can  help  him  make 
the  sale. 

Vague  generalization  like  “very 
nice,”  “well  made,”  “last  a  long 
time,”  “save  you  money”  don’t 
belong  in  a  sales  story.  And  they 
don’t  have  to  be  there. 

How  much  stronger  selling  it  is 
when  the  salesman  doesn’t  just  say 
that  his  product  is  well  made  but 
instead  proves  it  with  a  sample 
or  testing  reports  or  testimonials 


from  users.  How’  much  stronger 
it  is,  too,  when  the  testimonials 
have  real  persons’  names  signed 
to  them  —  and  addresses  also  to 
indicate  further  that  there  is  no 
vagueness  in  the  proof. 

Our  prospects  can  be  easily  con¬ 
vinced  that  ive  think  our  product 
is  a  good  buy.  But  the  order  won’t 
come  until  they  think  so.  It's  up 
to  us  to  convince  them  and  we 
can’t  do  that  with  vague,  indefinite 
statements  that  don’t  get  to  the 
point. 

People  buy,  not  because  of  what 
we  say,  but  because  of  what  they 
understand  and  believe  of  what 
we  say.  That  means  that  we  must 
help  them  believe  by  giving  them 
facts.  We  must  learn  those  facts 
so  well  that  they  just  spout  out 


of  our  mouths  when  the  time 
comes  to  use  them.  And  we  must 
learn  so  many  that  we’ll  sound 
like  we  can  keep  them  coming  for 
hours  to  back  up  our  claims.  W^e 
don’t  go  up  to  a  prospect  and  say, 
“Do  you  want  to  buy  what  I’m 
selling  because  I’m  so  sold  on  it?” 
But  unless  we  are  specific  in  our 
sales  story,  that’s  about  what  our 
sales  story  amounts  to. 

But  there’s  more  to  not  being 
vague  than  just  being  specific. 
What  we  say  must  also  be  under¬ 
stood. 

Our  sales  targets  are  often 
moving  targets  in  that  prospects’ 
minds  are  by  no  means  always 
alert  to  what  we  are  saying.  We 
have  to  hold  —  as  well  as  get  — 
their  attention.  During  our  inter¬ 
views  we  can  ask  ourselves  wheth¬ 
er  our  prospect  is  listening  or  just 
appearing  to  listen.  We  can  also, 
in  effect,  ask  him  by  inquiring 
whether  we  have  “made  that  last 
point  clear.”  Or  we  can  say  that 
because  we  are  so  sold  on  our 
product  we  may  have  rushed  over 
a  point  that  he  would  like  cleared 
up. 

Holding  Attention 

We  know  to  what  lengths  tele¬ 
vision  and  radio  commercials  go 
to  make  sure  they  are  holding  our 
attention.  Salesmen  don’t  have  to 
ring  bells  or  sing  their  sales  story 
but  it  does  behoove  us  to  bring 
our  prospects  to  attention  when 
they  show  signs  of  being  “at  rest.” 

{Continued  on  Page  104) 
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SELLING  A  FULL  L 

PIANO  HINGE 


BERE’S 
WHAT  AN 
AIR  MASTER 
FRANCHISE 
MEANS 

TO  YOU ! 


GETTING 

IMMEDIATE 


See  us  at  the  Nersica  Show  Statler  Hotel, 
New  York,  March  22,  23.  24.  BOOTH  14M 
opposite  registration  desk.  Ask  about  our  new 
Triple  Track  KD  deal.  The  most  sensational  in 
the  country. 


SELLING 

A  full]  1/16"  THICK 

DOOR 


YOU  WONT 
BELIEVE  IT... 

when  you  hear 
Air  Master's 
low  price  I 

Write  today! 

for  full  information  con¬ 
cerning  Air  Master's  profit 
making  plans  for  you. 


Getting  the  fastest  selling,  finest  quality 
door  ever  to  hit  the  market! 


ir  Mast^ 


18th  and  LEHIGH  AVENUE.  PHILADELPHIA  32,  PA. 


Monufncturors  of  Aluminiim  CombinotlM  Storm  Windows  o  Dmts 
Scroont  •  Cosomont  Windows  •  Sliding  Roneh  Typo  Windows 


I 

I 

I 

I 

I 

I 

I 


AIR  MASTER.  Ittk  and  Lehigh  Aves..  Philadelphia,  Pa. 

Gontlomon: 

I  am  intorostod  in  n 

Q  Distributorship  D  Ooalorship 

Namo . 

Addrosf . 
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writ*,  phon*  or  wire 

S.D.  DAVIS,  INC 

1220-28  Cherry  St. 
Philadelphia  7,  Pa. 


now  open  in 

Midwestern 

states 


D 


A 


TCAOE 


c 


TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 

SATIN  FINISH  •  SERVICE-FREE  •  EASY-TO-SELL  •  PRICED  FOR  PROFITS 


NOW  IT  CAN  BE  SEEN! 

THE  ALL  NEW  m 

"CERTIFIED" 

ALinHEVUllI 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throui;hout— Including  Expindert — 

•  A  Terrific  Demonstntor  for  your  Salesmen  — 

•  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

P/ttCED  MGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


Co‘ 


101\5  West  Diamond  Street 
Philadelphia  22,  Peii^sylvanla 
Telephone  FRemont  7  2500 


Balanced  Line 

I  {Continued  from  Page  49) 

I  sales  possibilities  to  a  competitor 
I  who  offers  more  services  and/or 
more  products. 

As  competition  sharpens,  the 
job  of  the  salesman  becomes  more 
difficult.  The  average  salesman 
makes  perhaps  slightly  more  than 
one  sale  a  w’eek.  There  are,  of 
course,  some  who  do  very  much 
better  than  that  but  they  are  not 
in  the  majority.  The  dealer  with 
a  limited  line  must  face  the  possi¬ 
bility  that  his  salesman’s  one  op¬ 
portunity  of  the  week  may  be 
frustrated  because  the  one  item 
that  he  has  to  offer  may  not  be 
i  what  the  customer  wants.  It  is 
I  true  that  people  never  “want”  to 
buy,  they  have  to  be  persuaded  to 
,  buy,  and  that  is  the  job  of  a  good 
salesman.  But  there  is  a  limit  to 
how  far  this  can  be  pushed  and  the 
customer  who  is  a  real  prospect  for 
metal  awnings  can  more  easily  be 
sold  this  item  by  the  salesman  who 
has  it  to  offer  than  some  other 
product  which  must  be  forced  on 
the  prospect  because  the  salesman 
doesn’t  have  what  the  customer 
j  really  wants. 

Complete  Service 

In  sum,  sharp  competition  and 
the  seasonal  character  of  many 
home  improvement  products  are 
making  dealers  take  on  a  balanced 
line  of  specialty  products.  Instead 
I  of  being  just  a  window,  awning, 

;  or  kitchen,  etc.,  dealer,  he  is  be- 
;  coming  a  Home  Improvement 
Dealer  able  to  render  a  complete 
■  home  modernization  service  to  the 
I  home  owner. 

The  trend  toward  diversification 
i  of  product  lines  is  even  extending 
toward  the  manufacturing  field. 
There  already  are  several  manu¬ 
facturers  who  make  combination 
windows  AND  metal  awnings  for 
the  same  reason  th^t  dealers  sell 
both  these  items  ralher  than  one 
only.  Thus  what  is  now  a  positive 
'trend  on  the  dealer  level  may  be 
spreading  throughout  the  industry 
at  all  levels. 
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Sales  Radiation  Plan  BnUds  Up  Prospects 
For  This  New  Jersey  Dealer 


By  ALBERT  S.  KESHEN 
Special  Correspondent 
Building  Specialties 


Having  your  customers  dig 
up  prospects  by  introducing 
salesmen  to  their  friends  and 
relatives  is  the  easiest  way  of 
making  progress  in  the  storm 
window  business  since  it  elimi¬ 
nates  cold-turkey  calling  and  paves 
the  way  for  the  personal  approach. 
That  is  the  procedure  used  by  Pres 
Norcross,  head  of  the  Bridgeton 
office  of  Weather-Seal  of  New  Jer¬ 
sey,  Inc.,  who  is  enthusiastic  over 
the  success  he  is  having  with  this 
way  of  doing  business. 

Mr.  Norcross  calls  his  plan 
“radiation”  because  it  radiates 
sales  activity  with  a  chain  reac¬ 
tion  effect  as  it  spreads  through¬ 
out  the  area,  much  the  same  way 
as  the  chain  letter  system  which 
was  so  popular  years  ago.  The 
chief  value  of  this  procesure  is  its 
psychological  effect  of  giving  the 
salesman  the  recommendation  of 
an  already  satisfied  user. 

“Here’s  the  way  it  works,”  ex¬ 
plains  Mr.  Norcross.  “Every  time 
we  close  a  deal  we  ask  the  cus¬ 
tomer  to  supply  us  with  the  names 
of  their  10  closest  friends  or  kins¬ 
folk,  which  we  taken  down  right 
in  the  house.  Then  we  narrow  the 
list  to  what  they  consider  the  three 
choicest  prospects.  The  customer 
is  asked  to  go  right  to  the  phone 
to  make  an  appointment  which,  of 
course,  we  follow  immediately.  It 
is  advisable  to  have  them  make 


the  appointments  right  for  you 
while  you  are  in  the  house  and 
they  are  in  the  mood.  Another  pre¬ 
caution  is  to  make  certain  that 
both  husband  and  wife  are  at  hand 
when  the  visit  is  to  be  made.” 

As  an  inducement  toward  the 
folks  making  such  arrangements, 
the  office  has  a  standing  offer  of  a 
$10  check  for  any  business  which 
follows  such  recommendations.  As 
a  general  rule,  however,  Mr.  Nor¬ 
cross  finds  that  this  cash  consid¬ 
eration  is  only  a  minor  factor  in 
getting  such  help.  The  main  rea¬ 
son  is  the  personality  of  the  sales¬ 
man  himself  and  the  interest  gen¬ 
erated  through  the  qualities  of  the 
product  itself. 

Timed  Right 

Another  psychological  time  for 
obtaining  such  personal  recom¬ 
mendations  occurs  when  the  sales¬ 
man  is  at  the  house  supervising 
the  installation,  which  is  manda¬ 
tory  company  policy.  At  that  time 
he  not  only  obtains  another  list 
of  personal  prospects,  but  scours 
around  the  neighborhood  calling 
attention  to  the  installation  just 
made  and  suggesting  another  suit¬ 
able  one  for  the  neighbor.  A  third 
occasion  comes  about  two  weeks 
later  when  another  call  is  made 
by  the  salesman  to  check  up  on  the 
installation. 

“In  these  visits,”  points  out  Mr. 
Norcross,  “I  don’t  recommend 
leaving  folders  or  any  literature 
or  information  which  is  likely  to 
confuse  the  prospect.  Let  them 


Above:  Pres  Norcross,  head  of  the  Bridge- 
ton  office  of  Weather-Seal  of  New  Jersey, 
Inc. 


wait  in  anticipation  of  your  call, 
instead  of  possibly  building  up  a 
line  of  objections  as  to  why  they 
don’t  want  your  window  after 
they’ve  read  about  it  in  advance.” 

Company  salesmen  are  espe¬ 
cially  guided  in  this  type  of  psycho¬ 
logical  selling,  preferably  through 
pre-arranged  visits  through  per¬ 
sonal  endorsement.  As  a  company 
spokesman  put  it:  “I  feel  that  I 
should  be  able  to  sell  anyone  who 
permits  me  to  enter  his  home.  If 
he  is  interested  enough  to  hear  my 
story,  I  believe  he  is  interested 
enough  to  buy,  provided  I  handle 
him  correctly.  I  blame  my  failure 
on  myself,  not  my  prospects.” 

To  spur  salesmen  on  toward 
best  efforts,  the  Bridgeton  office 
constantly  offers  extra  induce¬ 
ments  to  its  seven-man  staff.  For 
example,  any  man  who  turns  in  at 
least  $1,000  worth  of  business  in  a 
day,  is  given,  a  steak  dinner  for 
husband  and  Vife  with  Norcross 
as  the  host. 

(Continued  on  Page  90) 
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New  Planning  Device  Enables 


One  of  the  newest  and  most 
unusual  planning  devices  recently 
made  available  to  dealers  and  their 
salesmen  is  known  as  the  “Kitchen 
Personalizer.”  This  is  a  compact 
kit  that  enables  a  trained  sales¬ 
man  to  plan  and  illustrate  in  de¬ 
tail  a  complete  new  or  remodeled 
kitchen  in  minutes. 

Unlike  many  existing  planning 
units  which  utilize  blocks  or  diecut 
cardboard  pieces  to  show  the 
housewife  just  how  sink,  range, 
refrigerators  and  cabinets  will 
look  in  her  remodeled  kitchen,  this 
device  achieves  this  important 
“look-see”  with  a  minimum  of^thin 
plastic  movable  strips  that  are 
washable,  flexible  and  accurately 
scaled. 

The  kit  is  composed  of  ten  con¬ 
veniently  arranged  sections.  The 
salesman  can  thus  move  systemati- 
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Above:  Entire  kitchen  planning  outfit  is  a 
stondord-size,  fitted  zipper  briefcase.  It  can 
be  carried  under  one  arm,  is  lightweight, 
snappy  in  appearance. 


From  Data  Submitted  By 
American  Kitchens 


Most  kitchen  manufacturers 
have  recognized  the  value  of 
supplying  the  dealer-salesman  with 
easy-to-use  visual  aids  or  planning 
devices  that  enable  him  to  set  up 
scale-size  model  kitchens  for  his 
prospects  to  see.  Seeing  is  impor¬ 
tant  saleswise,  for  when  the  house¬ 
wife  and  her  husband  have  an 
actual  visual  representation  of 
their  proposed  remodeled  kitchen 
before  them,  the  desire  to  own  and 
to  buy  is  increased  enormously. 


Plastic  Strips 


Right:  View  of  case  open  to  show  inside  of 
front  cover.  Here  a  certificate  identifies 
the  salesman  as  a  "Registered  Kitchen 
Specialist." 


Below:  After  a  floor  plan  is  drafted,  the 
salesman  illustrates  how  the  prospect's  new 
kitchen  will  look  by  slipping  plastic  strips 
into  the  measured,  recessed  slide  channels. 
Strips  are  washable,  flexib'e,  accurately 
scaled. 


Salesmen  to  Assemble  Model  Kitchens  in  Minutes 

From  draitiiig  floor  plans  to  figuring  FHA  paymenlSt  this  compact  kit  helps  salesmen  sell 


cally  through  the  progressive  steps 
of  custom  kitchen  planning,  from 
charting  the  homemaker’s  present 
kitchen  to  figuring  FHA  monthly 
payments  on  her  proposed  kitchen 
by  simply  turning  a  leaf. 

Efficiency 

The  kit  itself  is  a  standard-size, 
fitted  zipper  briefcase,  sufficiently 
lightweight  to  be  carried  with  ease 
under  one  arm.  It  is  attractive  in 
appearance  and  can  be  operated 
with  100  efficiency  on  the  sales¬ 
man’s  lap. 

Inside  the  front  cover  a  certifi¬ 
cate  identifies  the  salesman  a 
“Registered  Kitchen  Specialist.” 
Pockets  contain  color  sales  fold¬ 
ers,  steel  tape  measure,  planning 
template  and  pencil.  The  unique 
slide  rule  subtraction  table  with 
marked  pull  tabs  enables  him  to 
quickly  chart  space  available  for 

Below:  Pockets  contain  soles  folders,  steel 
tope  measure,  planning  template  and  pen¬ 
cil.  A  slide  rule  subtraction  table  with 
marked  pull  tabs  permits  easy  charting  of 
space  available  for  cabinets  after  allowing 
for  appliances. 


I‘hotos  courtesy  .-Imcrican  Kitchens  Div.,  AKCO  Mfg.  Corp. 


Above:  One  pocket  contains  sets  of  before-  Above:  A  counter-top  visualizer  permits 
and-after  photographs  of  actual  kitchen.  prospect  to  appraise  a  variety  of  colors. 


cabinets  after  allowing  for  appli¬ 
ances. 

After  drafting  a  floor  plan,  the 
salesman  can  illustrate  exactly 
how  the  new  kitchen  will  look  by 
slipping  the  plastic  strips  into  the 
measured,  recessed  slide  channels. 
Even  island  and  peninsula  ar¬ 
rangements  can  be  visualized  as 
the  housewife’s  complete  kitchen 
is  planned.  A  color-top  visualizer 
with  six  vinyl  samples  shown 
through  a  small  scale  cut-out 
counter-top  permits  the  prospect 
to  appraise  a  variety  of  color 
schemes. 

Cost  estimating  is  reduced  to 
a  fev/  seconds  task  on  the  “list  of 
products”  page  that  can  be  erased 
and  used  again.  The  final  budget 


Right:  A  final  budget  table  show  how  eosy 
FHA  terms  can  be  arranged. 


table  shows  how  easy  the  terms 
can  be  arranged.  As  a  final  sales 
clincher  another  pocket  contains 
sets  of  before-and-after  photo¬ 
graphs  of  other  actual  kitchens. 
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Sconzo  &  Sons  Open  New 
Jcdousie  Plant  On  L  I. 

Sconzo  &  Sons  Desij^n  and  Fab¬ 
ricating  Specialists  of  Aluminum 
Home  Products  have  opened  a 
brand  new  Aluminum  Jalousie 
Manufacturing  Plant  in  Bayport, 
Long  Island.  The  plant,  one  of 
the  largest  in  the  area,  has  been 
especially  set-up  and  equipped  to 
fabricate  the  newly  designed 
Sconzo  Jalousie  with  the  patented 
Lock-Tite  Louver  Clip  on  a  mass 
production  basis.  Thomas  Sconzo, 
designer  of  the  new  Jalousie,  de¬ 
clared:  “the  innovations  incorpo¬ 
rated  into  the  Sconzo  Jalousie 
design  will  make  it  easy  to  sell 
with  one  demonstration  and  a 
breeze  to  install.” 

The  mass  production  technique 
used  in  the  manufacture  of  these 
products  is  quite  unique  as  it  per¬ 
mits  Sconzo  &  Sons  to  produce  a 
custom  Jalousie  at  a  standard¬ 
sized  price. 

Mr.  Anthony  Sconzo,  Jr.,  who 
along  with  Thomas  Sconzo  head 
up  the  Dealer  and  Distributor  pro¬ 


gram,  said  the  company  has  one 
of  the  most  complete  Distributor 
and  Dealer  sales  promotion  pro¬ 
grams  ever  launched.  “Our  sales 
programs  are  designed  to  help  the 
Dealer  get  leads  and  to  pre-sell  the 
potential  northern  market  on  the 
value  and  beauty  of  the  Sconzo 
Jalousie.  Our  Consumer  advertis¬ 
ing  program  includes  such  Na¬ 
tional  Magazines  as  House  Beauti¬ 
ful  and  House  and  Gardens,  also 
Radio,  TV  and  other  national 
media  and,  of  course,  a  complete 
series  of  mats,  novelties  and  other 
local  advertising  material  which 
will  help  the  Sconzo  Franchise 
Dealer  do  a  profitable  selling  job 
in  his  area.” 

The  Sconzo  Dealer  and  Distrib¬ 
utor  Franchise  is  granted  on  an 
exclusive  basis.  Many  territories 
are  open  and  Dealers  interested 
may  contact  Sconzo  &  Sons  in 
Bayport,  L.  I.,  directly.  A  Bro¬ 
chure  describing  the  patented  fea¬ 
tures  of  the  Sconzo  Jalousie  is 
available  and  may  be  had  upon 
request. 


Below:  Sconzo  &  Sons  new  Aluminum 
Jalousie  monufocturing  plont  in  Bayport, 
L.  I.  Front  is  used  os  a  showroom  for  jalou¬ 
sies  and  Excelum  Aluminum  Storm  Win¬ 
dows.  Other  branch  offices  and  plonts  are 
in  Centereach,  N.  Y.  and  Patchogue,  L.  I. 
Left:  Thomos  Sconzo,  famed  designer  of 
Aluminum  Home  products,  showing  some 
of  the  patented  features  of  the  new  Sconzo 
Jalousie.  Looking  on  ore  Anthony  Sconzo, 
Jr.,  in  charge  of  soles,  and  Anthony  Sconzo, 
Sr.,  vice-president  in  charge  of  production. 


Louisville  Distributor  Visits 
Childers'  Plant 

A  recent  visitor  to  the  Childers 
Manufacturing  Company’s  plant 
in  Houston,  Texas,  was  Mr.  B.  F. 
Amos,  owner  of  Ferrell-Gruber 
Co.,  Louisville,  Kentucky,  distribu¬ 
tors  for  Childers  All-Aluminum 
Awnings. 


Shown  here  is  Pete  Longacre,  Childers'  re¬ 
gional  sales  manager  pointing  out  details 
of  a  scale  model  of  the  Childers  Ajax  Re¬ 
tractable  Awning  to  B.  F.  Amos,  owner  of 
Ferrell-Gruber  Co.,  Childers  Louisville  dis¬ 
tributor. 


Combining  business  with  pleas¬ 
ure,  Mr.  Amos  accompanied  by 
Mrs.  Amos  enjoyed  a  duck  hunting 
trip  in  the  Corpus  Christi  area 
while  visiting  relatives  there,  then 
returned  to  Houston  to  learn  about 
the  new  Childers  Ajax  Retract¬ 
able  Awning.  “Shooting  ducks 
was  fun,”  .said  Mr.  Amos,  “but  I 
think  it  will  be  like  shooting  fish 
in  a  barrel  when  I  introduce  the 
Childers  Ajax  Retractable  Awn¬ 
ing  in  Louisville.” 
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Curvalum  Door  Manufacturing  Company's 
Hewlett,  N.  Y. 

Curvalum  Opens  New 
Branch  in  Brooklyn,  N.  Y. 

Mr.  Walter  Nagrod,  President 
of  the  Curvalum  Door  Manufac¬ 
turing  Company  of  15  Prospect 
St.,  Hewlett,  N.  Y.,  announces  the 
opening  of  a  new  branch  store  in 
Brooklyn. 

Mr.  Nick  Zella,  who  has  been 
appointed  General  Manager  of  this 
branch,  resports  that  the  new  loca¬ 
tion,  at  5005  Kings  Highway,  will 
assure  Brooklyn  dealers  immediate 
delivery  on  all  standard  size  round- 
top  and  .square  doors.  The  branch 
has  been  opened  to  handle  in¬ 
creased  sales. 

Mr.  Zella  was  previously  con¬ 
nected  with  the  F.  C.  Russell  Com¬ 
pany  and  is  well  known  in  the 
storm  window  business  for  his 
activities  as  a  salesman  and  a 
Branch  Manager. 

Curvalum  is  also  a  distributor 
for  Silver  Doors  and  Jalousies. 

*  *  * 

D.  M.  Hassold  Named  Gen. 
Mgr.  of  Adams  Engineering 

Otto  M.  Hassold,  formerly  with 
the  Pro-Tect-U  Jalousie  Window 
Company,  has  been  appointed  gen¬ 
eral  manager  of  the  Adams  Engi¬ 
neering  Co.,  Inc.,  manufacturers 
of  ABC  Jalousie.  His  office  will 
be  located  at  630  Huyler  Street, 
South  Hacken.sack,  New  Jersey, 
where  the  Adams  Engineering 
Company  has  just  completed  a 
new  manufacturing  plant  which  is 
approximately  25,000  square  feet 
in  size.  This  plant  will  manufac¬ 
ture  for  the  northeastern  district. 


new  branch  store  at  15  Prospect  Street, 


O.  M.  Hassold  John  Wiles 


Michael  Bach  P.  W.  Fluhr 


Mr.  Hassold  has  been  selling 
jalousies  in  the  northern  area  for 
the  past  31 2  to  4  years.  He  is  con¬ 
sidered  one  of  the  pioneers  in  the 
jalousie  field  in  the  northern  terri¬ 
tory. 

Mr.  Hassold  has  appointed  Mr. 
John  Wiles,  Mr.  Michael  Bach  and 
Mr.  Philip  W.  Fluhr  as  sales  rep¬ 
resentatives,  who  will  cover  the 
states  of  New  Jersey,  New  York, 
Pennsylvania,  Maryland,  Virginia, 
West  Virginia,  Wa.shington,  D.  C., 
Delaware,  Connecticut,  Maine, 
Massachusetts,  New  Hampshire, 
Indiana,  Illinois,  Kentucky,  Mich¬ 
igan,  Wisconsin  and  Vermont. 
These  men  have  had  the  experience 
of  selling  jalousies  for  the  past 


two  years  and  will  be  able  to  give 
their  valuable  assistance  to  the 
ABC  Jalousie  dealers. 

At  this  time,  Mr.  Hassold  would 
like  to  announce  that  the  Adams 
Engineering  Company  is  manufac¬ 
turing  a  K-D  unit  which  is  now 
ready  for  delivery. 

♦  *  * 

Sunmaster  Launches  Huge 
Promotion  Program 

As  part  of  its  extensive  program 
for  promoting  its  awnings.  Sun- 
master  Aluminum  Awning  Co.  of 
Haskell,  N.  J.  recently  released  a 
series  of  messages  at  three-day  in¬ 
tervals  to  awning  distributors  and 
dealers  throughout  the  country. 
The  messages,  on  simulated  West¬ 
ern  Union  Telegraph  forms,  were 
signed  by  Arnold  A.  Wasserman, 
sales  manager  of  Sunma.ster. 

One  “telegram”  urges  dealers  to 
see  the  Sunmaster  awning  at  the 
House  &  Garden  Color  Show  in  the 
Chicago  Merchandise  Mart.  An¬ 
other  message  tells  the  reader  that 
Sunmaster  colors  have  been  ap¬ 
proved  by  House  &  Garden  and  is 
being  displayed  at  the  NAHB  Con¬ 
vention  in  the  Hotel  Sherman,  Chi¬ 
cago. 

The  third  message  states  that 
Sunmaster  has  been  selected  by 
Carol  Dehn  for  her  CBS  television 
show,  “Wheel  of  Fortune.”  Mr. 
Wasserman  adds  that  this  is  the 
first  aluminum  awning  ever  shown 


on  a  major  television  network, and 
calls  attention  to  the  Sunmaster 
advertisement  in  the  January’  issue 
of  Building  Specialties. 

{Continued  on  Page  66) 
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B.  S.  Reporter... 


(Continued  from  Page  65) 


Nash  Mfg.  Company's  new  branch  plant  on  Route  No.  1  opposite  Newark  Airport,  ElizO' 


beth,  N.  J. 

Nash  Buys  New  Plant  To 
Serve  North  Jersey  Area 

The  Nash  Mfg.  Company  with 
headquarters  in  Long  Branch, 
New  Jersey,  manufacturers  of 
aluminum  combination  windows, 
doors  and  other  aluminum  prod¬ 
ucts,  has  purchased  a  branch  plant 
to  better  serve  the  Northern  New 
Jersey  area.  Extensive  alterations 
have  just  been  completed.  This 
plant  has  16,000  square  feet  and 
a  large  parking  area.  It  is  fully 
equipped  with  all  modern  facilities 
to  handle  all  of  the  Nash  Alumi¬ 
num  Products,  and  is  situation  on 
Route  #1  opposite  Newark  Air¬ 
port,  Elizabeth,  New  Jersey.  This 
location  is  easily  accessible  from 
all  the  main  highways  in  Northern 
Jersey.  Mr.  Henry  Hershoff  is  in 
charge  of  this  plant. 


The  Nash  Manufacturing  Com¬ 
pany  also  maintains  full  equipped 
branch  plants  at  Baltimore  and 
Boston  and  its  products  are  dis¬ 
tributed  in  many  metropolitan 
areas  by  established  and  reputable 
manufacturing  distributors. 

Nash  Manufacturing  Company 
is  located  at  17  South  Seventh 
Street,  Long  Branch,  New  Jersey. 

*  *  * 

Shower  Door  Co.  of  America 
Plant  Near  Completion 

Nearing  completion  in  Atlanta's 
Northside  industrial  section  is  the 
new  plant  and  home  offices  of 
Shower  Door  Company  of  Amer¬ 
ica.  Founded  in  1946,  the  firm  is 
the  world’s  largest  exclusive  man¬ 
ufacturer  of  shower  enclosures. 


Their  “Permalume”  line  of  shower 
doors,  tub  enclosures,  and  daylight 
shower  stalls  is  distributed  and 
sold  nationally.  A  separate  Export 
Division  is  maintained. 

Located  at  1301  Chattahoochee 
Avenue,  N.  W.,  the  sprawling, 
one-story  building  is  being  erected 
on  a  site  280  feet  by  550  feet,  with 
room  for  future  expansion.  Im¬ 
proved  loading  docks  and  a  rail¬ 
road  siding  will  expedite  the  ship¬ 
ping  of  the  firm’s  shower  enclos¬ 
ures  to  their  far-flung  destinations. 

The  new  plant  is  completely 
air-cooled,  with  latest  and  most 
modern  construction  methods  em¬ 
ployed  throughout.  A  fully  equipped 
Research  laboratory  will  be  start¬ 
ed  by  graduate  engineers,  who 
will  maintain  a  continuing  pro¬ 
gram  of  product  research  and  ex¬ 
perimentation. 

Present  plans  call  for  a  formal 
opening  of  the  new  facilities  early 
in  1954. 

*  *  If 

Winstrom  Names  Rowland 
Philadelphia  Soles  Rep. 

Winstrom  Manufacturing  Corp., 
manufacturers  of  the  Winstrom 


J.  E.  Rowland 


Shown  is  rtie  vast  n«w  plant  of  Atlanta's  Shower  Door  Company  of  America,  as  exterior 
construction  neared  cempletion.  In  foreground  are  (I.  to  r.)  Advertising  Director  Bill 
Richardson,  Chief  Engineer  Herman  Simms. 


Triple  Shield  Combination  Win¬ 
dows,  takes  pleasure  in  announc¬ 
ing  the  appointment  of  J.  E.  (Ted) 
Rowland,  2105  Gillingham  Street, 
Philadelphia,  Pa.,  as  sales  repre¬ 
sentative  in  the  Philadelphia  terri¬ 
tory.  Mr.  Rowland  was  President 
of  Elliott  Lewis  Corporation, 
during  the  period  of  time  that 
that  company  handled  Rusco  and 
served  on  'the  Board  of  Directors 
of  F.  C.  Russell  Co.,  Manufactur¬ 
ers  of  Rusco  for  four  years. 

(Continued  on  Page  68) 
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R  JALOUSIES  are  de- 
♦  o  '’"V  oPf'’'"9 

wood  or  mosonrY-  Our 
ore  o«  wood  or  olumi- 

ccording  to  requirements 
:h  installation,  indoors  or 
rhfticr  of  clear,  obscure 


•  on  your  many  years  of  successful 
JALOUSIE  soles  in  a  very  competitive 
area. 


•  on  your  careful  selection  of  our  complete 
line  of  quality  products  os  being  the 
exoct  answer  for  your  FUTURE  SUCCESS 
in  the  JALOUSIE  business. 


•  on  accepting  the  “personalized"  service 
of  THE  KELLEHER  COMPANY  to  handle 
your  needs  promptly  and  efficiently. 


We  ore  pleased  to  hove  you  join  our  large 
family  of  successful  jalousie  distributors. 


THE 

REST 

ALOUSIE 


designed  for 
tho  RIGORS  of 
THIS  CLIMATE 

"MAJOR"  l»  WIed-TIgM 
oed  We0ffc«r-Secerel 


„  'or 

i  etc..  DESIGNED  by  us.  based  on 
this  climate!  Stainless  spring  steel 
assured!  New  Major  Jalousies  are  now 
r.  Tighter  than  many! 

>me  or  office  and  PROVE  IT! 

»  PtoriI  Bespoise  to  iHwtos  oi  Prices 
froR  liStWieis,  Ardiileeb,  Ceijrictors 
•  ProRpI  listolldioi  treR  SI  Loiis  Stock 

major  sales  CO. 

zm  iia  MHO  MW..  MAfUWOOO 

flieea  HI. 

e  er  i—ie.  m  ■.!*  •• 

Mark  and  Spadlieatieas  fc>  Caw  W 


Wrjte,  wjre  or  phone 
today  for  detojis  on 
thjs  specjfll  distribu¬ 
tor  arrangement. 
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B.  S.  Reporter... 


{Continued  from  Page  66) 


General  Bronze  Entertains 
Stetson  Window  Co.  In  N.  Y. 

As  a  result  of  a  tremendous  ac¬ 
complishment  in  extracting  a  tough 
quota  of  combination  window  sales, 
the  entire  Stetson  organization  of 
seventy  salesmen  were  recipients 
of  a  free  trip  from  Boston  to  New 
York  for  a  gala  celebration.  The 
Stetson  Aerial  Caravan  left  Boston 
in  two  airplanes  before  8  AM  on 
Friday,  December  18th  and  arrived 
at  LaGuardia  Airport  around  9:30 
AM  where  they  were  greeted  by 
the  writer  and  INS  news  photogra¬ 
phers.  Two  chartered  buses  were 
made  available  through  the  cour¬ 
tesy  of  General  Bronze  Corpora¬ 
tion  and  all  men  w'ere  brought  to 
the  General  Bronze  plant  at  Gar¬ 
den  City,  N.  Y.  There  they  en¬ 
joyed  a  second  breakfast  and  were 
assigned  in  small  groups  to  guides 
who  took  them  on  a  complete  tour 
of  the  General  Bronze  plant  and 
executive  offices.  It  was  close  to 
1 :00  o’clock  when  the  Caravan 
moved  to  the  Garden  City  Hotel 
where  the  men  were  treated  to 
cocktails  and  luncheon  and  enjoyed 
entertainment  provided  by  some 
of  their  ow’n  talented  musicians 
and  vocalists.  The  men  were  ad¬ 
dressed,  briefly,  after  luncheon  by 
Mr.  Aaron  Saphier,  President  of 


General  Bronze  Corporation  and 
Mr.  T.  C.  Carter,  Vice-President  in 
Charge  of  the  ALWINTITE  Divi¬ 
sion  (copy  of  this  luncheon  photo 
is  enclosed) .  From  the  Garden  City 
Hotel,  the  men  were  transported  to 
the  Hotel  Lexington  where,  after 
picking  up  their  room  assignments, 
they  engaged  in  a  cocktail  party 
with  all  the  trimmings.  The  big 
event  of  the  evening  followed  with 
all  seventy  men,  plus  several  ex¬ 
ecutives  of  Stetson  Window'  Com¬ 
pany  and  General  Bronze  Corpora¬ 
tion,  enjoyed  steak  dinners  and  an 
elaborate  floor  show  at  the  Latin 
Quarter.  On  Saturday,  December 
19th,  those  men  who  were  still  on 
their  feet,  had  the  privilege  of 
roaming  New'  York  for  a  general 
sightseeing  tour. 

•  *  ♦ 

Lou  MUone  Heads  NC:SWDI 
Technical  Committee 

Louis  J.  Milone,  director  of 
Research  &  Engineering,  Eagle- 
Pitcher  Co.,  was  elected  Chairman 
of  the  Technical  Committee  for 
the  National  Combination  Storm 
Window  and  Door  Institute.  Mr. 
Milone  is  a  pioneer  in  the  industry. 
A  former  vice-president  of  Orange 
Screen  Co.,  he  holds  many  basic 
patents  for  his  inventions  related 
to  the  industry.  In  the  screen 


business,  his  experience  dates 
back  to  1926.  In  1937  he  was 
actively  engaged  in  the  develop¬ 
ment  of  the  present  type  combina¬ 
tion  units. 

The  Committee  on  Technical 
Phases  is  presently  formulating 
plans  for  setting  up  standards  for 
the  industry  with  the  ultimate 
goal  of  being  a  Seal  of  Approval 
for  Quality.  The  purpose  of  the 
Quality  Seal  of  Approval  is  to 


Louis  J.  Milone 


raise  the  industrial  standards  at 
the  manufacturing  level.  Member 
companies  would  be  granted  a  seal, 
indicative  of  high  quality  and  high 
ethics. 

Other  members  of  the  Techni¬ 
cal  Committee  are  as  follows: 

A.  S.  Zappone,  Keystone  Alloys 
Co.,  Inc. 

John  Boyd,  STOACO. 

J.  Zitomer,  Alumatic  Corp. 

R.  W.  Hadley,  F.  C.  Russell 
Corp. 

W.  E.  Peterson,  The  Weather- 
Proof  Co. 

M.  R.  McLary,  Ingersoll  Prod¬ 
ucts  Div.,  Borg  Warner  Corp. 

J.  W.  Trostle,  ALCOA. 

W.  R.  DeWar,  Harvey  Alumi¬ 
num  Co. 

*  «  * 

Josco  Adds 
Extrusion  Press 

Warmth,  dignity  and  500  well- 
wishers  were  in  great  evidence  at 
the  opening  of  the  5th  Jasco  Alum¬ 
inum  building  on  Nassau  Terminal 
Road  in  New  Hyde  Park. 

A.  Holley  Patterson,  County 
Executive,  cut  the  tape  at  the 
{Continued  on  Page  86) 


68 


FEBRUARY  1954  BUILDING  SPECIALTIES 


3-TRACK 


KOOLSHADE 

COMBINATION 

WINDOW 

the  only  uindotv  offering 
year  'round  weather  protection 

OROOUCT  OF 


BORG-WARNER 


Where  else  can  you  find  a  comomation  window  that  has  a 

sun-shading  feature  built  right  irP  With  KOOLSHADE  Sunscreen, 
Ingersoll  —  Borg-Warner  gives  you  a  window  that  not  only  offers 
cold  and  insect  protection,  but  also  sun  protection  »or  cooler  rooms. 
KOOLSHADE  is  a  sales  feature  that  makes  ail  other  storm  windows 
and  aVnings  obsolete.  ^  !  .1 

KOOLSHADE  SUNSCREEN  is  made  bt  oxidizepj^tonze  wire.  It  t^s  17 
louvres  to  the  inch.  Looks  like  a  miniature  Venetian  oiiod.  Is  placed  on 
the  outside  \of  the  windovsi  to  stop  sans  neat  -ays  befor^  Whey  ^nti^r  the 
■•oom.  KOOLSHADE  is  the  most  efticient  shqplln^  devicel^jtcnown  .  .  .  istops 
90°o  of  sun  heat  keeps  rooms  up  to  15'’  toole'’ 


O 


Each  inMrt  ridvs  on  Schloglo 
mohair.  It'»  a  "Firit"  in  the 
storm  window  industry  . . .  o  de¬ 
luxe  feature  at  no  premium  in 
price.  Provides  efficient  weather- 
seal  and  easy  operation.  It's  the 
same  mohair  used  by  the  auto¬ 
mobile  industry  for  50  years  in 
windows  of  fine  cars  . . .  used  by 
the  quality  makers  of  primary 
windows  for  15  years... and  used 
as  the  most  efficient  weather¬ 
stripping  for  25  years.  Automat¬ 
ically  resists  crushing,  freezing, 
moisture  and  wear.  Quality 
proven  by  1,000,000  cycles  of 
opening  and  closing  windows  — 
Hunt  Laboratories,  Chicogo. 


The  upper  gloss  insert  extrusions 
are  designed  to  accommodate 
KOOISHADE  by  snapping  it  into 
place. 


KOOLSHADE  KEEPS  ROOMS  UP  TO  COOLER  -  PREVENTS  FADING 


KOOLSHADE 
COMUNA7ION  DOOR 

You  find  no  screws,  nuts, 
bolts  or  hinges  on  the  out¬ 
side  of  this  door.  It’s  hand¬ 
some,  yet  rugged.  A  full 
indi  thick,  weighs  32  lbs., 
yet  is  priced  in  the  same 
bradtet  as  ordinary  alumi¬ 
num  doors.  It  features 
KOOLSHADE  Sunscreen  to 
keep  that  hoc  summer  sun 
from  getting  into  the  living 
room  or  kitchen,  yet  allows 
plenty  of  ventilation  and 
insect  protection.  This  door 
sdb  on  si^t ...  is  an  ideal 
"leader”  item  . . .  and  )ear- 
'round  sales  booster. 


KOOLSHADE  CASEMENT  STORM  WINDOW 

Attached  outside  for  efficient  condensation  control. 
Extruded  aluminum,  frune,  with  drop-in  glass  and 
plastic  qxmge  weather  sdd.  Hinged  to  casemrat  frame. 
KOOLSHADE  merely  snaps  in  place  to  protect  sun- 
exposed  windows. 


the  only  window  insulation 
line  that  gives  you  !£ 
different  products  to  sell 


Almost  EVERY  house  is  a  prospect  for 
KOOLSHADE  QWIK-ON  Sunscreen 

KOOLSHADE  Qwik-On  is  a  tension  screen  with  an 
aluminum  bar  at  the  top  and  bottom.  Handy  hard¬ 
ware  produces  the  right  tension  for  KOOLSHADE  . . . 
available  for  both  double-hung  and  picture  windows. 
Every  house  with  one  or  more  sun-exposed  windows 
is  a  prospect.  The  cost  is  low,  too.  About  Vi  to  V2 
the  cost  of  permanent  awnings,  and  about  the  same 
as  an  average  quality  cloth  awning. 

PICTURE  WINDOWS 

Give  yourself  another  income  source.  Sell  Qwik- 
On  for  picture  windows.  This  is  a  totally  un¬ 
tapped  "summer  business"  market.  KOOLSHADE 
is  the  answer  for  the  people  who  refuse  to  use 
an  awning,  because  it  blocks  the  view  and  alters 
the  outside  appearance  of  the  house.  KOOLSHADE 
stops  the  hot  sun  . . .  allows  full  visibility  . . .  and 
prevents  costly  fading.  Customers  say  they  don’t 
even  know  it’s  there  after  the  first  week,  but 
what  a  difference  in  comfort! 

CASEMENT  WINDOWS 

It’s  expensive  to  fit  casement  windows  with  awn¬ 
ings  (custom  awnings  are  usually  required). 
KOOLSHADE  Qwik-On  is  easily  applied  to  case¬ 
ment  windows  by  making  "key-holes”  in  the 
lower  bar  and  attaching  with  self-tapping  screws. 
KOOLSHADE  adds  to  the  appearance  of  the 
house,  keeps  rooms  up  to  15°  cooler,  and  prevents 
fading ...  all  at  a  very  low  cost. 

PORCHES  AND  WOOD  SCREEN  FRAMES 

There  are  three  ways  a  porch  can  be  fitted  with 
KOOLSHADE  Sunscreen:  1.  By  enclosing  the 
porch  with  KOOLSHADE  Combination  Windows 
and  Doors;  2.  Ey  fitting  Qwik-On  between  the 
posts;  and,  3.  By  fitting  KOOLSHADE  to  existing 
wood  frames.  Now  you  can  offer  a  year-’round 
porch  enclosure,  or  a  cool,  screened-in  porch. 


ino  ' 


Year-’rouhd  sales  with  KoolShade 
windows,  doors  and  Sunscreens 
for  year-’round  profits 


KOOLSHADE  Combination  Windows  and  Doors  sell  in  winter  to 
keep  cold  out  and  save  on  fuel  bills  — they  sell  in  summer  to  keep  out 
insects  and  heat.  KOOLSHADE  keeps  rooms  as  much  as  15°  cooler. 

In  addition,  they  provide  fade,  glare,  insect 
and  draft  protection.  Keep  in  mind  that 
KCXDLSHADE  alone  gives  these  advantages 
...  at  no  premium  in  price.  Now  add  fine 
engineering,  the  well  established  names'  of 

Ingersoll  and  Borg -Warner,  management 
assistance  and  promotional  aid.  Put  these 
things  together  and  you  have  a  sound  basis 
for  a  successful  year-’round  business  with 
substantial  year-’round  profits. 

PLUS  MANAGEMENT  ASSISTANCE 

Right  from  the  start  in  setting  up  your  busi¬ 
ness,  Ingersoll  offers  the  best  management 
assistance  in  the  industry.  Factory  representa¬ 
tives  and  sales  executives  of  the  Ingersoll 

Products  Division  of  Borg- Warner  combine 
to  give  you  help  in  all  phases  of  a  K(X)L- 
SHADE  window  and  door  distributorship  or 
dealership. 

PLUS  CONTINUOUS  PROMOTION 

For  your  use  in  developing  hard-hitting  sales 
and  advertising,  KOOLSHADE  offers  a  con¬ 
tinuous  promotional  program.  These  cover 

advertising,  give-aways,  sales  incentive  and 
training  programs.  They  get  results  —  save 
you  time  and  money. 

''THE  FIRST  STEP  IN  AIR  CONDITIONING” 

It  is  common  knowledge  that  the  demand  for 
air  conditioning  is  sweeping  the  country. 
KOOLSHADE  dealers  who  go  along  with  it 
are  cashing  in.  Why  ?  Because  KOOLSHADE 

lightens  the  load  on  air-conditioning  equip¬ 
ment  and  because  approximately  20%  is  saved 
in  operating  costs.  That’s  why  KCXDLSHADE 
is  called  the  first  step  in  air  conditioning. 

AND  YOU  HAVE  NO  COMPETITION 

KOOLSHADE  Sunscreen  is  the  famous  mini¬ 
ature  louvered  screen  made  of  woven  bronze 
with  the  slats  tilted  to  deflect  the  sun’s  heat 
rays.  It  is  an  exclusive  with  KOOLSHADE 
Combination  Windows  and  Doors.  It  puts 

you  above  competition.  And  here  is  some¬ 
thing  else  —  3-Track  KCX)LSHADE  Combi¬ 
nation  Window  glass  inserts  ride  on  millions 
of  mohair  bearings  just  like  the  windows  in 
your  car. 

Here  are  products  designed  to  provide  homeowners  with  year-'round  weather  protection  on  their 
windows  and  doors,  and  by  so  doing  provide  you  with  a  profitable  year-'round  business.  Write  to¬ 
day  for  more  information. 

KINTED  IN  U.S.A.  J.S059 

'  \ 


Ingersoll  Products  Division,  Dept.  Fbsm 
Borg-Worner  Corporation 
310  S.  Michigan  Blvd.  •  Chicago  4,  lllii 


Wod  Pile  Weatherstripping 

Now  Being  Used  on  Combination  Windows 


By  KENNETH  C  SCHLEGEL 
General  Sales  Manager 
Schlegel  Mfg.  Co. 


WOOL  pile  continues  to  be  the 
most  important  window 
weatherstripping  material  for 
what  is  probably  the  largest  metal 
window  industry  in  the  world,  the 
automobile  industry.  Wider  and 
wider  applications  of  the  durabil¬ 
ity,  sealing  effectiveness,  and  other 
special  qualities  of  wool  pile  have 
extented  its  use  to  five  major  in- 


Cross  section  of  metal  window  channel  with 
wool  pile  on  inside. 


dustries.  Its  potential  role  in  the 
metal  prime  and  storm  window  in¬ 
dustries  is  just  beginning  to  be  as¬ 
sessed  by  these  industries.  Major 
manufacturers  of  quality  products 
in  the  aluminum  prime  and  com¬ 
bination  storm  window  fields  have 
already  begun  to  make  use  of  wool 
pile  weatherstripping. 

The  wool  pile  in  automobiles  is 
the  fuzzy  material  in  which  the 
automobile  windows  slide.  Another 
example  of  wool  pile  construction 
is  carpeting.  Virtually  all  auto¬ 
mobiles  incorporate  wool  pile  win¬ 


dow  weatherstripping.  The  auto 
designers  have  made  metal  auto 
windows  for  years  and  have  chosen 
wool  pile  after  the  rejection  of 
many  others.  It  withstands  the 
extreme  weather  conditions  auto 
windows  are  subjected  to.  Testing 
labs  have  run  a  window  up  and 
down  a  million  times  with  the  wool 
pile  wet  and  loaded  with  pumice  to 
assay  its  durability.  No  appreciable 
wear  was  found. 

The  success  of  wool  pile  as 
weatherstripping  is  due  to  the 
wool  itself.  The  pile  material 
which  is  held  vertically  and  per¬ 
pendicularly  to  the  backing  cloth 
(as  the  point  of  a  thumb  tack 
is  perpendicular  to  its  head) 
was  originally  selected  after  many 
tests.  Nylons,  rayons,  cottons,  and 
many  other  possible  materials  in 
various  combinations  were  tested. 

Wool  proved  to  be  the  best  over¬ 
all  material  to  give  the  desired 
resiliency,  durability,  and  elasticity. 

It  was  not  the  cheapest  material 
tested.  The  selection  of  wool  pile 

Single  steel  window  channel  with  full  wool 
pile  lining. 


for  the  weatherstripping  material 
was  made  because  it  gave  the  best 
overall  test  results.  This  has 
proved  true  in  practical  applica¬ 
tion.  Never  have  the  manufactur¬ 
ers  had  any  complaints  on  the  abil- 


Double  steel  window  channel  with  full  wool 
pile  lining. 

ity  of  wool  pile  to  do  its  designed 
job.  Some  have  said  it  was  too 
expensive.  The  manufacturers  re¬ 
ply  that  the  best  is  most  econom¬ 
ical  in  the  long  run. 

The  physical  properties  of  the 
wool  in  the  wool  pile  account  for 
the  smooth,  quiet,  easy  operation 
of  automobile  and  other  windows. 
The  wool  pile  prevents  window 
sticking,  binding,  freezing,  rat¬ 
tling  and  reduces  friction.  The 
action  of  the  wool  pile  is  so  free 
that  it  has  been  likened  to  the 
action  of  roller  bearings.  The  glass 
just  seems  to  glide  over  the  pile. 

Because  its  thousands  of  fibers 
are  interlocked  and  packed  so 
tightly  together,  the  resulting  re¬ 
silient  cushion  is  naturally  water 
repellent.  The  water  rolls  off  and 
stays  on  the  weather-side  of  the 
window.  The  pile  does  not  swell 
in  hot  weather,  nor  does  it  dry  out 
(Continued  on  Page  94) 
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SCHLEGEL  CERTIHED 
WOOL  PILE  LINING 

Is  the  perfect  weatherstrip 

IN  BORG-WARNER’S  KOOLSHADE 

TMADCMAmC 

Combination  Windows 


Schl«gel  and  Borg<Warn«r  angineer* 
hov*  d*v«lop«d  a  nnw  mathod  of 
installation  which  makos  the  woathor- 
strip  an  integral  part  of  the  window  I 

It’s  a  "first”  in  the  combination  storm 
window  industry  ...  a  deluxe  feature  at 
no  premium  in  price.  The  same  weather¬ 
stripping  material  that  keeps  the  windows 
in  millions  of  vehicles  weather  tight  and 
friction  free  is  now  used  in  the  Koolshade 
window.  Schlegel  pile  lining  has  been 
proven  by  the  automotive  industry  for 
more  than  25  years  .  .  .  used  in  over 
59,000,000  automobiles. 

When  properly  designed  for  a  partic¬ 
ular  application,  Schlegel  wool  pile  lining 
will  resist  an  incredible  amount  of  wear. 


It  has  been  tested  by  the  leading  testing 
laboratories.  On  one  test  of  a  double  hung 
window,  the  window  was  subjected  to 
1,000,000  cycles  of  opening  and  closing. 
Examination  showed  virtually  no  visible 
signs  of  wear,  air  infiltration  remained 
well  below  the  established  minimum,  and 
the  window  continued  to  operate  freely. 

Twenty-five  years  of  weatherstripping 
experience  proves  the  stability  of  Schlegel 
pile  lining  under  all  types  of  weather  con¬ 
ditions.  Today,  it  is  used  in  many  indur* 
tries  as  the  preferred  weather-strip. 

Schlegel  offers  the  window  industry  A 
complete  engineering  service  against 
weather.  To  learn  "How  Schlegel  Can 
Help  You  Build  a  Better  Window”, 
write  to  Dept.  B: 


Schlegel 

MANUFACTURIMO  V.^  COMFANV 
IwdwtlriMl  TmIiIm  Sm<«  1SC3 
tOCHCSTIR  7.  N.  r.  •  OAKVIIK,  ONTARIO 
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Ssli-Splining  Method 
Holds  Screen  Firmly 

Now  is  the  best  time  to  buy 
screens  for  casement  windows, 
according  to  B  &  G  Manufacturing 
Company,  makers  of  the  nationally 
known  “Storm  Wizard”  products. 
Special  prices  permit  economical 
purchases  in  the  early  Spring, 
while  supplies  are  adequate,  and 
dealers  can  fill  orders  without 
delay. 


The  “Storm  Wizard”  roto  case¬ 
ment  screen  is  made  of  finest 
aluminum  wire  screen  cloth,  with 
swivel  clip  hardware.  The  frame 
is  highest  quality  architectural 
aluminum,  completely  extruded.  It 
is  resistant  to  rust,  rot,  stain, 
warping,  and  weather,  and  keeps 
its  beautiful  silver-satin  finish  for 
a  lifetime. 

An  unusual  feature  of  the 
“Storm  Wizard”  screen  is  the  self- 
splining  method  by  which  the 
screen  is  held  in  a  patented  grip, 
instead  of  the  usual  splining  at¬ 
tachment.  The  screen  edge  is 
locked  securely  into  the  “Storm 
Wizard”  frame.  As  no  adhesive  is 
used,  the  self-splining  screen  is 
held  permanently  in  place,  and  is 
stretched  tighter  across  the  area, 
maintaining  its  shape  without  sag¬ 
ging  or  gaps,  througiii  the  years. 

Other  “Storm  Wizard”  products 
manufactured  by  B  &  G  are  all¬ 
aluminum  two  or  three  lite  storm 
doors,  self-storing  storm  windows, 


“triple  track”  storm  windows,  and 
“magic  hinge”  casements.  B  &  G 
Mfg.  Co.,  Dept.  BS,  Pittsburgh, 
Pa. 

*  *  * 

Spacious  Truck  Body 
For  Installation  Crews 

A  new  truck  body  has  been 
designed  to  assure  installation 
and  repair  crews  full  days  of  pro¬ 
ductive  work.  Its  spacious  interior 
carries  enough  material  and  parts, 
safely  and  orderly,  to  eliminate 
costly  return  trips  to  the  plant 
between  jobs. 

This  has  been  the  experience  of 
the  Rusco  Company  of  Bethelhem, 
Pa.,  installers  of  aluminum  storm 
windows  and  doors,  with  their 
new  10  ft.  Merchandiser  body 
built  by  Boyertown  Auto  Body 
Works. 

Rusco  has  added  aluminum 
racks  to  the  interior  of  this  unit 
to  carry,  ready  to  install,  50  win¬ 
dows  and  10  doors,  enough  to  out¬ 
fit  4  average  homes  in  one  day. 
This  arrangement  has  also  elim¬ 
inated  damage  to  the  products 
during  delivery. 


An  outstanding  feature  of 
Boyertown  construction  is  the  fact 
that  shelving  and  racks  can  be 
secured  to  the  sides  of  the  bod> 
as  well  as  the  ceiling  and  floor  for 
additional  strength  and  stability. 

The  full  square  interior  of  the 
Boyertown  body  enables  workmen 


to  stand  erect  while  loading  and 
unloading.  The  unit  is  built  of 
light-weight,  heavy  duty  hi-tensile 
steel,  industry’s  newest  metal  for 
truck  bodies. 

*  *  * 

Two  Sizes  Available 
In  New  Garage  Door 

The  “Keystone”,  a  new  overhead 
sectional  garage  door,  has  just 
been  introduced  by  the  Calder 
Manufacturing  Company  to  meet 
the  demand  for  a  high  quality  door 
at  a  low  price. 


The  company  has  eliminated 
certain  costly  features  that  do  not 
affect  the  life  or  operation  of  a 
garage  door.  Keystone  doors  are 
made  in  only  the  two  most  popular 
sizes,  permitting  the  use  of  eco¬ 
nomical  wood  cuts  and  quality 
assembly  line  production. 

These  production  economies  en¬ 
able  Calder  to  use  high  grade 
materials  and  retain  the  basic  fea¬ 
tures  of  a  durable,  fine-looking 
door,  yet  sell  the  Keystone  econom¬ 
ically.  Calder  Mfg.  Co.,  Dept.  BS, 
Lancaster,  Pa. 

*  *  * 

Aluminum  Unit 
By  Sunmar 

An  improved  aluminum  storm 
window  and  screen  unit  is  an¬ 
nounced  by  Sunmar  Windows,  Inc. 
The  screen  now  has  a  full  handle, 
while  the  storm  window  can  be 
K.D.  if  desired,  with  a  screw 
driver  the  only  tool  required.  The 
units  will  be  popularly  priced. 

Distributors  and  dealers  are 
now  being  set  up  to  prepare  for 
national  distribution.  Sunmar  Win¬ 
dows,  Inc.,  Dept.  BS,  319  Main 
St.,  Hempstead,  N.  Y. 

(Continued  on  Page  78) 
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Store  front  of  Del  Mar  Storm  Window  Co. 
The  brick  building  next  to  it  is  the  post 
office,  source  of  many  a  lead. 


Emil  Price  (left),  demon  installer  and  sales¬ 
man,  and  J.  F.  Novis  with  a  company  de¬ 
livery  truck. 


Miss  "Jo"  Sweeney  and  J.  F.  Novis  in  their 
pleasant  showroom  at  1815  Lancaster  Av., 
Wilmington.  The  plants  are  the  feminine 
touch,  the  window  and  door  strictly  utili¬ 
tarian. 


Miss  "Jo"  Sweeney  hemmed  in  by  her  work. 


&  Home  Improvement  Dealer 


Delaware  Dealer  Gets  Business  By 
Having  "Customers  Work  for  Him" 


By  O.  J.  MARK 
Special  Correspondent 
Building  Specialties 


them  working  for  you” 
is  one  principle  that  has 
kept  the  Del-Mar  Storm  Window 
Co.,  Wilmington,  Delaware,  above 
water  in  a  highly  competitive  mar¬ 
ket  that  has  more  than  its  share 
of  headaches. 

“Them”  means  not  only  satisfied 
customers  but  prospects  who  are 
not  yet  customers.  Since  there  are 
usually  two  prospects  to  be  con¬ 
vinced  in  a  combination  storm 
window  or  door  sales,  husband  and 
wife,  it  helps  to  have  one  firmly 
on  your  side  before  you  move  in 
for  the  closing.  That  is  why  J.  F. 
Novis,  president  of  Del-Mar,  is 
glad  to  have  Miss  Josephine 
Sweeney  on  his  team  of  salesmen. 

“Jo”  Sweeney’s  sales  methods 
are  simple  and  obvious — and  they 
work.  She  makes  friends  with  the 
women  prospects  in  their  homes. 
She  has  the  advantage  over  a  male 
salesman  because  she  can  visit 
with  the  housewife  during  the 
lonely  household  chores.  “I’m 
much  better  than  a  soap  opera  on 
the  radio,  because  I’m  something 
alive  to  talk  to.  I  don’t  talk  storm 
windows.  I  talk  cooking,  cleaning, 
school  problems.  The  lady  knows 
what  I’m  selling,  but  I  don«’t  take 
my  model  window  out  of  the  car 
unless  she  asks  seriously  about 
price.” 

Despite  the  general  conversa¬ 


tion  that  goes  on  in  such  a  call. 
Miss  Sweeney  feels  she  gets  more 
of  her  message  across  than  a  male 
salesman  because  a  housewife  is 
likely  to  be  anxious  to  get  on  with 
her  work,  and  may  not  be  able  to 
concentrate  on  a  straight-line, 
start-to-finish  demonstration. 

“I  can  usually  tell  from  my  con¬ 
versation  with  the  woman  whether 
it  would  be  a  good  idea  to  have  Mr 
Novis  in  to  manage  the  closing 
with  the  husband,”  she  said.  The 
conversation  with  the  wife  has 
several  advantages:  first,  it  paves 
the  way  for  the  meeting  with  the 
husband,  because  a  friendly,  rather 
than  a  neutral  person  will  make 
sure  that  her  spouse  keeps  the 
appointment ;  second,  it  permits 
the  concentration  during  the  eve¬ 
ning  appointment  on  the  main  tar¬ 
get,  the  husband,  since  the  wife  is 
already  convinced.  Often  the  wife 
and  Miss  Sweeney  go  off  into 
another  room  and  discuss  the 
house  furnishings. 

Special  “Treatment” 

Jo  Sweeney  often  runs  into  an 
anti-feminist  woman  who  needs 
special  treatment.  The  sign  of  such 
a  situation  usually  is  a  remark 
like  “Oh,  I  don’t  know  anything  at 
all  about  such  things.  I  leave  all 
that  to  my  husband”  —  vfith  the 
added  implication,  “What  in  the 
world  is  a  woman  doing  meddling 
in  men’s  affairs  like  selling  storm 
doors,  instead  of  cosmetics !”  Then 
(Continued  on  Page  108) 
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New  Scdety  Lock  Stop  For 
Andrea  3*Channel  Window 

Mr.  Herb  Levy,  Vice-President 
of  Andrea  Manufacturing  Corp., 
announces  the  new  concealed  auto¬ 
matic  safety  lock-stop  on  its  al¬ 
ready  famous  Andrea  3-channel 
window  with  exclusive  ball-bear¬ 
ing  action.  The  lock-stop  allows 
inserts  to  stop  in  any  desired  posi¬ 
tion  and  is  now  standard  on  all 
Andrea  3-channel  windows. 

Andrea  3-channel  window  is 
made  of  100%  extruded  aluminum 
with  a  gracefully  curved  frame 
and  has  these  outstanding  fea¬ 
tures:  welded  frame  for  strength 
and  beauty,  ball-bearing  action  lets 
each  insert  glide  in  its  own  chan¬ 
nel,  stainless  steel  hardware,  self¬ 
storing,  all-aluminum  screen,  and 
designed  for  easy  installation  on 
overlap,  eastern,  western  and 
blindstop  openings. 


Other  famous  Andrea  all-extrud¬ 
ed  aluminum  windows  are  the 
Tri-Way  and  the  Tri-Way  with  the 
curved  frame  and  Ranch  Slider. 

Andrea  maintains  a  record  of 
service-free  installations  through¬ 
out  the  nation.  All  their  windows 
are  available  assembled  or  through 
their  unique  Prefabricated  KD 
Plan.  Herb  Levy,  Andrea  Manu¬ 
facturing  Corp.,  Dept.  BS,  183 
Horton  Ave.,  Lynbrook,  L.  L,  N.  Y. 
*  *  * 

Midget  Louver  Has 
New  Addition 

A  six-inch  louver,  designed  for 
use  in  homes,  factories,  schools, 
etc.,  is  now  being  marketed  by  The 
Midget  Louver  Co. 


The  new  louver  is  the  seventh 
addition  to  the  Midget  Louver  line, 
which  now  offers  all  sizes  from 
1"  through  6",  with  or  without 
deflector.  All  are  made  exclusively 
and  completely  of  rust  proof  alum¬ 
inum.  All  are  screened  to  keep 
insects  out. 


No  matter  what  their  size,  all 
Midget  Louvers  serve  the  same 
purpose :  to  enable  a  house  or 
any  other  walled  enclosure  to 
“breathe”.  This  eliminates  mois¬ 
ture  and  condensation  —  the  pri¬ 
mary  cause  of  paint  blisters,  in¬ 
effective  insulation  decaying  wood 
and  general  exterior  rotting. 

All  louvers  are  also  installed  in 
the  same  easy  way.  A  hole  is 
drilled  in  the  surface  in  which  the 
louver  is  to  be  installed.  (It  can 
be  a  roof  overhang,  an  eave,  a 
gable,  a  sidewall  .  .  .  anywhere 
there  are  danger  spots).  The 
louver  is  then  pushed  into  place. 
It  will  stay  in  place  permanently, 
with  no  attention  or  upkeeep. 

Midget  Louvers,  Dept.  BS,  Box 
P,  Norwalk,  Connecticut. 

*  *  * 

Primary  Aluminum  Window 
Now  Made  By  Rusco 

The  F.  C.  Russell  Company, 
manufacturer  of  the  famous  Rusco 
Galvanized  Steel  Prime  Window, 
has  just  announced  the  addition 
to  their  outstanding  window-con¬ 
ditioning  line  of  a  new  modern 
Thermoseal  aluminum  Prime  Win¬ 
dow  for  new  construction. 


The  Thermoseal  extruded  alumi¬ 
num  Prime  Window  is  a  complete 
pre-assembled  package  unit  which 
may  be  installed  in  a  matter  of 
minutes !  Built-in  weatherstripping 
eliminates  wearing  metal-to-metal 
contact  and  makes  for  trouble-free 
window  operation  throughout 
many  years.  Available  with  insul¬ 
ating  sash,  the  Thermoseal  Prime 
Window  gives  year  ’round  protec¬ 
tion  with  nothing  to  change  or 
store. 

The  screen  panel  is  made  of  the 
new  wonder  material,  Rusco’s 
Fiberglas,  which  will  not  rust,  rot, 
corrode,  burn  and  never  needs 
painting.  The  screens  may  be  left 
in  all  year  'round  to  filter  dust  out 
of  the  air  whenever  you  ventilate. 
Screen  and  sliding  glass  panels 
are  removable  from  the  inside  for 
easy  cleaning! 


The  Thermoseal  aluminum  Prime 
Window  is  made  in  a  wide  range 
of  sizes  and  a  variety  of  styles  .  .  . 
vertical  slide,  horizontal  slide,  and 
the  ever-popular  picture  window 
type.  They  may  be  combined  in 
twin  or  any  multiple  combination, 
from  picture  window  with  ventil¬ 
ating  flankers  to  “window  wall” 
effects  to  achieve  any  special  wall 
treatment.  They  may  be  installed 
with  wood  or  metal  casings  or 
metal  fins  and  are  suitable  for  any 
kind  of  construction. 

F.  C.  Russell  Co.,  Dept.  BS,  1100 
Chester  Ave.,  Cleveland,  Ohio. 

(Continued  on  Page  128) 
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2  TRACK 

and 

3  TRACK 


NASH  JALOUSIE  WINDOWS 
AND  DOORS 

Silent,  Insulated,  Frictionless 
Finfer-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tifbt  closure. 


See  Us  at 

NERSICA 

Convention  and  Exposition 

BOOTH  45  and  46 

HOTEL  STATLER,  NEW  YORK 
MARCH  22,  23,  24,  1954 

Also  sec  us  at 

VENETIAN  BLIND  ASSOCIATION  SHOW 

BOOTH  #1 
MARCH  1-4,  1954 
SHERMAN  HOTEL.  CHICAGO,  ILL. 

Sm  h0w  RASH  CMi  Ibomm  ymKfnthsi 


K.D, 

Discover  the  NASH  K.D.  Plan  which  will 
quickly  convince  you  of  a  Now  and 
Modern  Profit  technique  for  the 
window  industry. 


nNAi 

MANUFACTURING  CO. 

EXECUTIVE  OFFICES: 

17  So.  Seventh  Street 
Long  Branch,  N.  J. 

Long  Branch  6-6200 

FACTORY  BRANCH  OFFICES: 

U.  S.  Route  1,  Newark-Elizabeth  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 

Baltimore,  Md.  Eloulevard  2222 

551  Talbot  Avenue 

Dorchester,  Mass.  Av,«nue  2-3600 

li'LsItmiNUM  LTD. 

904  Bruce  St.,  Oshawa,  Ontario 
Oshawa  3-2219 


.  Through  competont  enginoortng, 
know-how  in  dotign, 
exocHng  production  tfondordt, 
service  and  dependobility. 
Nosh's  skilled  craftsmen  ore 
constontly  striving  to  bring  you 
the  ultimote  in  precision 
quolity  built  products. 
These  foctors  moke  for 
EASIER  SALES 
NO  SERVICE  CALL-BACKS 
products  thot  give  o  housetime  of 
COMFORT. 


DOOR  GRILLES 


DOOR  SWEEPS 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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TRIPLE^ 
TRACK 
ALL  ALUMINUM 
COMBINATION 


Presents  <r  K  Q  Plm 

Iftafs  More 

■£ToijS«5».j  pnfitjiiie 

FOR  YOU! 


I 


. . .  WHY? 

-  because  it's  the 

SET-UP  YOU’VE 
BEEN  LOOKING  FOR! 

The  JUNIPER  TRIPLE  TRACK 

all  aluminum  combination 

STORM  &  SCREEN  WINDOW 
ftATURES: 

•  63ST-5  extruded  aluminum. 

•  U-Shcpe  telsKoping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  ony  prime  frame 

simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-staring  inserts.  •  All  aluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  any  position  .  .  .  and 
STAY! 

•  Gadget-Free,  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  coll  backs. 

★  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 


ALUMINUM  PRODUCTS,  INC. 

General  Office:  716  Glenmore  Ave.,  Brooklyn,  N. 
factory;  322-324  Elton  St.,  Brooklyn  B,  N.  Y. 
TELEPHONE:  TAytor  7-3319 


Aluminum  Output 

{Continued  from  Page  8) 

000,000  in  new  aluminum  produc¬ 
ing  capacity  and  auxiliary  facil¬ 
ities. 

Since  the  start  of  the  Korean 
war  in  mid-1950  the  industry 
raised  its  capacity  from  1,454,- 
250,000  pounds  annually  to  2,686,- 
000,000  pounds.  About  85  per  cent 
of  the  expansion  projected  during 
the  national  emergency  was  com¬ 
pleted  by  the  end  of  1953.  A  year 
earlier,  the  percentage  of  comple¬ 
tion  was  56  per  cent.  When  the 
program  is  completed  some  time 
this  year,  the  United  States  alum¬ 
inum  capacity  will  be  about  3,100,- 
000,000  pounds  a  year. 

oc- 

New  Homes 

{Continued  from  Page  8) 

Cash  outlay  for  residential  con¬ 
struction  in  1954  is  expected  to 
drop  to  $11,225,000,000  from  this 
year’s  $11,715,000,000.  But  the  re¬ 
pair  and  modernization  item  in¬ 
cluded  in  these  totals  is  expected 
to  rise  from  this  year’s  $1,104,000,- 
000  to  $1,300,000,000  in  1954. 

F.  W.  Dodge  Corp.,  construction 
news  and  marketing  specialists, 
gave  these  estimates  for  37  eastern 
states : 

Residential  —  a  10  per  cent  drop 
both  in  dollar  volume  and  floor 
space. 

Non-residential  —  a  2  per  cent 
decline  in  dollar  volume. 

Public  Works 

Public  works  and  utilities  —  a 
rise  of  7  per  cent  in  dollar  volume. 

The  Dodge  experts  look  for  a 
physical  increase  of  12  per  cent 
in  commercial  building  but  a  13 
per  cent  drop  in  manufacturing 
structures;  a  12  per  cent  boost  in 
social  and  recreational  floor  space 
but  an  8  per  cent  drop  in  religious 
buildings. 

{Continued  on  Page  82) 
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ADVERTISEMENT 


It’s  More  Profits  in  ’54 
for  Dealers  of 
Heshco  Jalousies 


by  GEORGE  W.  ALBRITTON 
Vice  President 
Albritton  Engineering  Cozp. 


we  YOU  want  to  make  1954  a  really 
"■  money-making  year  get  in  on 
the  tremendous  market  for  Alenco 
Jalousies!  Every  home  with  a  porch 
is  a  prospect.  New  homes  have 
added  sales  appeal  with  Alenco 
Jalousie  windows  in  bathroom., 
kitchen  and  den  or  porch.  Become 
an  Alenco  Dealer  of  the  Alenco 
Jalousies,  backed  up  by  the  Alenco 
Sales  Plan  —  the  combination  that 
brings  profits  to  you! 

The  ALENCO  Jalousie  is  a  quality 
window  competitive  in  price  and 
unconditionally  guaranteed  as  to 
materials  and  workmanship,  with 
the  important  features  listed  below 
for  you  as  a  Dealer.  They  require 
no  maintenance  for  a  lifetime  of 
trouble  free  service.  Our  produc¬ 
tion  schedule  allows  shipment 
within  24  hours  after  your  order  is 


received  on  any  of  the  36  stock 
sizes. 

Compare  your  cost,  suggested  list 
price.  Jalousie  quality  and  selling 
features  and  you’ll  agree  ’54  can  be 
your  money-making  year  with 
Alenco  Jalousies. 

Proof  of  profits!  Your  profit  on  the 
9  windows  alone  in  the  picture 
above  would  be  $160.56!  Plus  the 
additional  profit  on  the  materials, 
installation  and  related  items  you 
sell  the  home  owner. 


CHECK  THESE  ALENCO 
JALOUSIE  FEATURES: 

•  Sturdy  extruded  aluminum 
frame 

*  Easily  and  quickly  adjusted 
in  width 

•  Easily  assembled  with  only  8 
screws 

*  Storm-proof  construction 

•  Installed  by  conventional 
methods 

*  Easily  removable  screen 

•  Trouble-free  operation 

*  Available  in  36  stock  sizes 

Make  your  plans  today  to  be  an 
Alenco  Dealer! 

Get  in  on  the  tremendous  Spring 
and  Summer  Market.  ALENCO 
Jalousies  are  money-makers! 
Advertisement 


MAIL  THE  COUPON  TODAY 


Dept.  B3.  9  i 

CORPORATION  | 

2501  Wroxton  Road,  Houston  5,  Texas.  | 

Please  tend  me  more  information  on  the  Alenco  proven  dealer  * 
soles  plan.  I  understand  that  this  information  will  be  sent  to  me  without  | 


cost  or  obligation.  | 

NAME'  .  f 

FIRM  NAME  . .  .  | 

Address  I 


CITY  STATE 


<S  Home  Improvement  Dealer 
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all  these  Awnings  and  more 
from  a  standard  stock  of  .  . . 


only  10  Basic 

parts 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 

simple  to  assemble  as  a  child's  toy! 


Take  3  simple  measurements:  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  ports  you  will  need.  Reach  into 
your  stock  of  standard  pockoged  ports — 
then  assemble  the  Awning  quickly  and 
easily  on  Incotion  or  in  the  shop.  No  spe¬ 
cial  tools  required.  The  ports  ore  pre¬ 
cision  manufactured  and  engineered. 


immediate  delivery  means 

immediate  Profits!  4^'  \ 

Only  SHADE  King  ventilated  oluminum  awnings  con 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  special 
mochinery  or  tools  to  buy — strength  ond  beauty.  Why 
speculate  when  you  con  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 

strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


ARISTOCRAT  OF  AWNINGS 


BUTLER  STAMPING  CO.,  Butler,  Pa 


New  Homes 

{Continued  from  Page  80) 

They  predict  a  40  per  cent  drop 
in  dollar  volume  for  public  hous- 
;  ing  and  a  7  per  cent  rise  in  public 
utilities. 

F.  W.  Dodge  officials  foresee  a 
population  of  175,000,000  by  1960 
:  and,  barring  a  war  or  catastrophe, 
future  annual  construction  vol¬ 
umes  higher  than  this  year’s. 

The  darkest  cloud  over  home 
,  building  in  1953  was  the  mortgage 
money  shortage  which  reached 
I  crisis  proportions  in  areas. 

'  The  Bankers  Trust  Co.  of  New 
York,  however,  noted  that  new 
mortgage  funds  had  dropped  from 
$10,500,000,000  in  1950  to  $8,000- 
000,000  in  1953  while  construction 
spending  rose  from  $28,400,000,000 
:  in  1950  to  this  year’s  total  of  $34,- 
i  720,000,000. 

j  Demand  and  Supply 

So  the  gap  between  demand  and 
supply  in  mortgage  funds  remains 
j  a  problem. 

Meanwhile,  building  prices  re¬ 
mained  fairly  steady  despite  the 
pressure  of  rising  costs  of  labor 
and  land  development.  The  price 
I  tags  on  new  homes  stayed  about 
^  the  same  while  used  home  prices 
went  down.  There  was  plenty  of 
optimism  for  ’54. 

Said  Emanuel  M.  Spiegel,  presi¬ 
dent  of  the  National  Association 
I  of  Home  Builders:  “Given  the 
'  right  kind  of  financing,  fitted  to 
!  the  needs  of  the  mass  housing 
market  that  has  developed  since 
World  War  II,  there  can  be  no 
doubt  that  at  least  a  million  new' 
homes  will  find  ready  buyers  in 
1954.” 

The  NAHB’s  executive  secre¬ 
tary,  John  M.  Dickerman,  pointed 
out  that  only  three  million  of  the 
16  million  World  War  II  veterans 
have  bought  homes  under  the  GI 
bill  of  rights. 

T.  B.  King,  VA  loan  guarantee 
chief,  said,  “after  several  lean 
years  I  think  veterans  seeking  to 
buy  homes  are  going  to  find  GI 
loans  easier  to  obtain.” 
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Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  are 
furnished  except  glass  and  screen  wire. 

If  inf’eresfed  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 


2134  N.  Harlem  Ave.,  Chicago  35,  III. 


Tuxedi  9-3252 


—  Phones 


Gladstone  3-80S0 


SECUR  SEAI 


Engineered  by  SECUftlTT  of 
Detroit,  a  name  famous  for 
^  over  30  years  in  quality 

home  Insulating  producta. 

fECUR  SEAL  DELUXE  •  •  • 

e  Can  be  ordered  K.  D.  or  Lineal 

#  Is  a  blind  stop  installation 

#  Has  4-way  expansion 

e  Requires  minimum  equipment  investment 

SICUtITY'S  PAUICATION  ULAN  INASUS  YOU 
TO  CONTROL  DlUVIRY  OP  I 

1.  Secur  Seal  Double  Huns  units 

2.  Basement  Combinations 

3.  Outside  hinged  or  Inside  Casemenu 

4.  Sliding  Windows  and  Screens 


EXCLUSIVE  TERRITORIES 


CUSTOM  ROLL 
FORMING 


DO  YOU  HAVE 

THIS  SAMPLE 
OF  SECURITY'S 


ANSWER  TO  COMPETITION! 


Here  is  Security's  latest  developed  rolled  section  for  the  Storm  Window 
Fabricator  and  Dealer.  Write  today  on  your  company  letterhead  and 
request  your  sample. 


FIELD  MEH  ARE  AVAILABLE  FOR  CONSULTATION. 


COMPANIES 

DETROIT  3,  MICHIGAN 


385  MIDLAND  AVE. 
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FORD 


METAL  MOULDINGS 

AND 

ALUMINUM  EXTRUSIONS 

•  CHANNEL  •  ROD 

•  ANGLES  •  BAR 

•  TRIM 

IMMEDIATE  DELIVERY  FROM  STOCK 

•  EXTRUSIONS  FOR  SCREEN  &  STORM  WINDOWS 

ONE  WEEK  DELIVERY 

WRITE  FOR  NEW  COMPLETE  CATALOGUE 

1.  We  extrude  all  our  aluminum  and  Roll  all  our  stainless 
steel  mouldings. 

2.  Also  stainless  steel  sinktop  mouldings,  sinkrims,  sink 
clamps,  counter  edge  bends. 

FORD  METAL  MOULDING  CO. 

New  York  Office  &  Warehouse:  27-01  Bridge  Plaza  North, 

Long  Island  City,  N.  Y. 

Texas  Office  &  Warehouse:  Childress,  Texas 
Factory  &  Stock:  Louisburg,  N.  C. 

Sales  Offices:  Philadelphia  and  Boston 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTSI 

BUILDING  SPECIALTIES  l  gy  subscribina  you  assure  yourseli 

425  Fourth  Axeaue.  New  York  18.  N.  Y.  |  keeping  up-tO<late  on  the  foUow- 

methods.  instaUa- 

,  -  O'  T*«r.  ^  techniques,  management  details, 

□  ui  me  lor  this  amount  I  particular  specialties,  get- 

□  Eacloeml  U  a  check  or  money  order.  ,  ^  holding  good  solosmon. 

My  Name  .  j  advertising,  now  products,  and  many 

Company  .  I  othmrs.  Don't  miss  a  copy.  Send  the 

Addreu  . .  I  coupon  todoyl  Only  $3  a  year. 

_  I 


I  Hints  to  Salesmen 

{Continued  from  Page  32) 

1  starts  at  the  curbstone — the  ap- 
I  pearance  of  the  automobile  and  its 
'  parking  and  one’s  approach  to- 
I  ward  the  door  frequently  are 
!  noted  by  the  unseen  eyes  of  pros- 
I  pect  an  dneighbors.  And  even  the 
:  pressure  on  the  bell  or  knocker 
I  and  one’s  position  on  the  steps 
'  must  be  considered.  Upon  opening 
the  door,  a  flood  of  impressions  are 
created  by  your  personal  appear¬ 
ance.  What’s  your  eflFect  on 
others? 

I  A  careful  pre-approach  study 
starts  with  oneself.  Let  us  analyze 
!  a  few  obvious  things  that  are  fre- 
i  quently  askew.  The  face,  and  spe- 
I  cifically  the  eyes  and  their  expres- 
sion,  should  be  watched.  It  is  essen- 
I  tial  to  develop  a  relaxed  and  kindly 
expression  for  tenseness  of  facial 
muscles  and  penetrating,  anxious 
eyes  don’t  promote  initial  confi¬ 
dence  nor  do  smirking  grins  of 
artificiality,  either. 


A  neat  hat,  a  good  haircut,  a 
clean  shave,  clean  teeth,  sweet 
breath  and  a  clean  face  are  points 
of  favorable,  immediate  notice. 
Likewise  the  average  housewife 
notices  clean  fingernails,  non-yellow 
stained  fingers,  a  neat,  conserva¬ 
tive,  well-pressed  suit  and  shined 
shoes.  In  particular,  the  tie  should 
be  conservative  but  not  funereal. 
One  should  give  the  impression  of 
being  properly  groomed;  no  more, 
for  selling  should  be  done  at  the 
level  of  the  face  without  distract¬ 
ing  elements. 


Then  one  commences  to  speak! 
A  new  set  of  psychological  impres¬ 
sions  are  started.  A  quiet,  low, 
well-modulated  voice  should  be  cul¬ 
tivated  for  strident  tones  of 
anxiety  betray  an  undue  haste  to 
pass  the  door  and  enter  the  home 
for  the  next  steps  in  selling.  There 
are  many  ways  to  introduce  one- 
{Continued  on  Page  88) 
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“WE  WANTED  THE  FINEST  ALUMINUM  AWNING 
-THAT’S  WHY  WE  CHOSE  ALUMAROLL” 


Some  ten  years  ago,  Bert  Schrank 
and  Joe  Sherwood  formed  Weather- 
guard  Corporation.  Using  a  good  prod¬ 
uct  as  their  base,  adding  competent 
sales  techniques,  adequate  follow-thru, 
superb  service  and  happy  personnel, 

Weatherguard,  within  four  years,  be¬ 
came  Alsco’s  largest  distributor  and 
one  of  the  nation’s  largest  firms  in  the 
Aluminum  Combination  Window  business. 

Three  years  ago  they  became  aware  that  Aluminum  Awn¬ 
ings  were  an  increasingly  important  factor  in  the  Home  Im¬ 
provement  Field.  After  six  months  of  product  research  and 


analysis,  they  approached  Orchard  Broth¬ 
ers  to  discuss  an  Alumarol!  Franchise. 

In  their  words,  "We  chose  Aluma- 
roll  because  it  is  far  ahead  of  all  com¬ 
petition.  Because  it  is  the  only  alumi¬ 
num  home  awning  that  rolls  up  and 
rolls  down!  Because  it  is  the  only  alu¬ 
minum  awning  that  is  just  as  beautiful 
looking  in  as  looking  out!  Because  our 
engineering  staff  pronounced  it  mechanically  right!” 

And  how  do  they  feel  now.^  Here's  what  Bert  Schrank 
said  recently,  "After  three  years  with  Alumaroll,  we  know 
we  made  a  very  wise  choice!” 


Mr.  Shmrwood  Mr.  Schrank 


SCHRANI^  SHERWOOD 

Weath»rgu^l^  Corporation 


ON  AAACY 
SINCE  193S 


ORCHARD 

RROS.,INC. 

73  Meadow  Road 
Rutherford,  N.  J. 


Orchard  Brothers.  Inc. 

Meadow  Rood 

Rutherford,  New  Jersey  t 

We'd  like  to  loom  more  about  on  Aluminum  Awning 
that's  good  enough  for  Weatherguard. 

Name . . . . . . . . . 

Address — . . . . . . . . . . . . 

City . . .  _  —  Ph>...o _ _ _ _ 


DOOR  CANOPIES 


COVERS 


&  Home  Improvement  Dealer 
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r 


Ycor  Round 


PROTECTION 


Mcons  Year  Round 

PROFITS 


B.  S.  Reporter... 


STRENGTH  — 

100%  extruded  63  ST5  aluminum  can't  warp, 
chip,  er  crack.  Mitered  corners,  reinforced 
for  longer,  dependoble  service. 


BEAUTY  — 

Tri-Slide  channels,  recessed  for  glamorous, 
picture-frome  beouty. 


CONVENIENCE  ^ 

Controlled  ventilation  summer  and  winter. 
Window  or  screen  inserts  remove  easily  for 
cleaning  from  inside  the  house  by  pivot  action, 

WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 

^ermaseal  Hanufacturing  Corp. 


(Continued 

entrance  of  the  Extrusion  Press 
building  and  opened  to  public  view 
and  its  many  customers  and 
friends  a  35,000  square  foot  brick 
building  designed  and  dedicated  to 
the  modern  manufacture  and  eco¬ 
nomical  distribution  of  Jasco  prod¬ 
ucts.  Mr.  Patterson  e.xtended  the 
greetings  of  the  County  and  wel¬ 
comed  Jasco  to  the  select  list  of 
Long  Island’s  Industrial  Giants. 

On  behalf  of  the  Skodnek  broth¬ 
ers  who  serve  as  Board  of  Direc¬ 
tors  of  their  organization,  Arthur 
Skodnek,  President  of  Jasco  Alum¬ 
inum  Prods,  indicated  that  he  felt 
that  the  Extrusion  Press  would 
offer  its  employees  and  other  resi¬ 
dents  of  Long  Island  year-round 
and  stable  employment  opportu¬ 
nities.  Likewise  the  economies  ef¬ 
fected  through  its  operation  would 
be  reflected  in  greatly  reduced 
prices  to  its  dealers  and  consumers 
and  put  the  fine  Jasco  quality 
within  reach  of  all  purchasers  of 
combination  windows  and  doors. 

To  him  the  Extrusion  Press  was 
a  necessary  and  vital  link  in  the 
manufacture  of  the  quality  alum¬ 
inum  windows  and  doors  presently 
being  created  and  assembled  in 
four  Jasco  buildings  gracing 


from  Page  68) 

Jericho  Turnpike  and  Nassau 
Terminal  Road  in  New  Hyde 
Park;  in  a  total  of  140,000  square 
feet  of  efficient  manufacturing 
area. 

Scott  and  Jack  Skodnek,  Vice- 
President  and  Secretary-Treasurer 
of  Jasco  believe  that  the  Extrusion 
Press  will  save  Jasco’s  Long  Island 
distributors  more  than  $250,000 
annually  and  for  its  nation  wide 
accounts  it  will  bring  them  Quality 
Controlled  Production  and  Speed¬ 
ier  Deliveries  —  not  affected  by 
the  usual  raw  material  delays  and 
shortages. 

This  start-to-finish  manufacture 
of  Jasco  aluminum  products  is  a 
guarantee  of  absolute  quality  and 
the  maintenance  of  the  Jasco  in¬ 
tegrity  in  its  future  dealings  with 
its  dealers  and  the  purchasers  of 
Jasco  products. 

«  *  * 

N.  Y.  Venetian  Blind  Assn. 
Holds  Meeting 

The  New  York  Chapter  of  the 
Venetian  Blind  Association  held 
its  first  Town  Hall  meeting  in 
anticipation  of  subsequent  bi¬ 
monthly  Town  Hall  sessions  for 
(Continued  on  Page  92) 


Bound  Brook 


New  Jersey 


EUiot  6-2652 


Shown  above:  Jasco  Aluminum  Products  new  extrusion  press  in  the  company's  5th  plant 
on  Nassau  Terminal  Road,  New  Hyde  Park,  L.  I. 
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Writes  Everywhere 


told  togothor  for  complot*  homo 
installation  (when  budget  counts 
most)  at  a  surprisingly  competi¬ 
tive  price.  Like  all  STO-A-CO 
products,  the  "Companion"  pro¬ 
vides  trouble-free  service  that 
eliminates  costly  caU-backt  .  .  . 
precision-assembled  extruded 
aluminum  at  its  best  in  perform¬ 
ance,  prestige,  profits. 


"Serving  The  Homes  of  America  With  Better  Livinf^ 


Gentlemen: 

Please  send  the  complete  story  on  STO-A-CO 
Dealership  □  Distributorship  □ 

Name . 

Address  . 

City  &  State . Zone . 


&  Home  Improvement  Decder 


YOUR  PROFIT  NAR6IN  AND  NARKH 

IS  W  -  I  -  D  -  E 

WHEN  YOU  SELL 

CURVALUM 

ALUMINUM  COMBINATION 

CIRCLE  HEAD  DOORS 

Millions  of  homes  throughout  the  country  have  curved  top, 
gothic  or  cathedral  type  door  entrances.  The  owners  of 
these  homes  want  and  need  aluminum  combination  Circle 
Head  Doors— BUT  DONT  KNOW  WHERE  TO  BUY 
THEM!  You  can  capture  a  generous  share  of  this  huge, 
neglected  market  with  CURVALUM  Circle  Head  Doors — 
and  turn  a  handsome  profit  for  yourself. 


A  second  door  tappHod 
(WITHOUT  CHAROE) 
if  your  first  moosuroNionfs 
prove  inaccurufe. 


,..w  ..... _  ^  NO  MEASUREMENT  RISK! 

EASY  TO  MEASURE — Only  3  basic  mea¬ 
surements  needed. 

EASY  TO  INSTALL-/nsr<i//er5  prefer 
them. 

LIFETIME  BUILT — Custom  made,  one  piece  construction  of  the  finest 
extruded  aluminum. 

NO  INVENTORY  REQUIREO — Prompt  shipment  within  10  days. 

CUSTOMER  SATISFACTION — Each  door  guaranteed. 

Deoler  Aids  ovoiloble  upon  roquesf 

GET  ALL  THE  FACTS  ABOUT  THIS  PROFIT  MAKING  DOOR  TODAY! 


I^urvalum  Door 


MFG.  CO. 

15  Prospect  St.,  Hewlett,  L.  I.,  N.  Y. 


Sim 

for  all  types. ..all  sizes 
glass  louvres... 


►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to.  your  specifications 


REDUCE  YOUR  INVENTORY 
OUR  lARGi  ;NVf^/roR/fS  assuri  rou 

mm  smm: 


ANY  QUANTITY  ..ANYWHERE 

Lff  us  sho'^  you  we  can  meet  your  needs  precisely  arid  promptly  ‘ 

•  Call  or  w  te  for  nformatiorj  and  prices 

ONE  OF  AMERICA'S  LARGEST  GLASS  LOUVRE  sbpPLIERS 
1-  ^ 

antvriean  mirror  iroriis 

GLASS  LOUVRf  DiVISiOr. 

Eit  1918  •  Dfv  of  Barnet  Mirror  Corp  •  88  Lincoln  Avenue,  New  York  City  54  •  CYpress  2-8100 


Hints  to  Salesmen 

(Continued  from  Page  84) 

self.  I  prefer  not  to  tell  a  salesman 
there  is  one  correct  way.  It  is  better 
to  drill  him  on  several  proper, 
friendly  and  sincere  approaches 
and  if  he  has  analyzed  the  cus¬ 
tomer,  as  she  has  analyzed  him,  an 
instinctive  one  will  come  forth. 

(Continued  on  Page  117) 


On  the  House 

(Continued  from  Page  12) 

against  fraudulent  advertising  on 
radio,  television,  and  publications 
which  cross  state  lines.  In  another 
part  of  his  letter  Mr.  Marino  asks 
why  dishonest  storm  window  ad¬ 
vertisers  are  allowed  to  continue 
advertising  on  radio  and  televi¬ 
sion.  Generally  the  reason  is  that 
legitimate  dealers  do  not  call  the 
attention  of  the  Commission  to 
these  advertisers.  In  most  cases 
the  FTC  will  take  action  against 
phony  advertisers  if  sufficient 
facts  can  be  presented  to  it  in  the 
form  of  a  letter. 

*  *  * 

The  best  method  of  getting  im¬ 
mediate  action  is  for  legitimate 
local  dealers  to  band  together 
and  approach  the  television  or 
radio  station  or  newspaper  either 
through  a  local  dealer’s  association 
or  through  a  temporary  emergency 
committee.  Most  radio  and  tele¬ 
vision  stations  as  well  as  news¬ 
papers  will  not  ignore  a  plea  by 
local  merchants  and  dealers  who 
are  themselves  potential  if  not 
actual  advertisers.  Unfortunately, 
too  many  dealers  are  content  to 
weep  instead  of  taking  action. 

It  may  sound  trite  to  repeat  the 
old  maxim  that  there  is  strength 
in  union  but  it  is  just  as  true  now 
as  it  was  the  very  first  time  it  was 
uttered.  One  legitimate  dealer  may 
not  accomplish  much  by  himself 
but  acting  together  as  a  commit¬ 
tee  they  2an  create  a  very  force¬ 
ful  impression  on  the  advertising 
manager  of  any  newspaper  or 
television  station. 
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SELL  ^OR|^  ’54 


BRAND-WAGON 


We’ve  developed  a  brand  new  switch  in  the  Siding 
Pitch  that  will  triple  your  leads  for  salesmen  —  open 
more  doors  for  canvassers — and  double  the  deals  you’ll 
close.  Get  the  whole  story  from  your  J&B  man!  Or  use 
the  coupon  below  to  get  on  the  Inselbric  Brand  Wagon! 


I  St<^/ng  ^ 


INSilBWC 

lern  Coontnf  C'od 

Ihigh 

inseisyde 


3.0  INSEIONV 

, mutating 

ihsevvkooo 

eo\or»  ond  <»«'9  - 


JONES  a  tROWN,  INC.  BS-2 

439  Sixth  Av*. 

9itttb*Mrgh  19,  Po. 

Sure,  i'll  climb  on  the  Intelbric  Brand  Wagon  if  it  will  help  me  tell 
more  in  '54.  Ruth  me  the  detoilt. 


AOdrett. 


Jobber  Q 


&  Home  Improvement  Dealer 


Contact 

CALEX 


for  prompt  delivery 
of  GHJALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


NMAA 

(Continued  from  Page  44) 
it  to  take  the  necessary  action  in 
opposition  to  the  proposed  in¬ 
creases. 

In  a  statement  mailed  to  all 
members  of  the  NMAA  and  to 
many  non-members  in  the  awning 
industry,  Stanley  W.  Hoffman,  ex¬ 
ecutive  secretary  of  the  associa¬ 
tion,  said  that  NMAA  Board  of  Di¬ 
rectors  had  approved  the  retention 
of  Ralph  C.  Wilgus,  transportation 


consultant,  for  the  purpose  of  ex¬ 
amining  the  problem  and  prepar¬ 
ing  the  industry’s  case  before  the 
Classification  Board. 

In  order  to  gather  information 
and  facts  needed  for  its  fight 
against  the  proposed  freight  rate 
increase,  NMAA  has  sent  awning 
manufacturers  and  others  who  ship 
metal  awnings  a  questionnaire. 
While  it  may  not  be  possible  to  re¬ 
tain  the  present  rates  on  certain 
types  of  awnings,  the  association’s 


expert,  R.  C.  Wilgus,  believes  that 
ratings  less  than  those  proposed 
are  proper  and  can  be  secured. 
Since  failure  to  win  this  case  may 
cost  the  industry  thousands  of  dol¬ 
lars,  the  association  is  urging  all 
members  of  the  industry  to  answer 
the  questionnaire  promptly.  All  in¬ 
formation  as  to  individual  figures 
will  be  kept  confidential. 


Sales  Radiation 

(Continued  from  Page  61) 

In  accordance  with  other  units 
of  this  widespread  organization, 
this  office  also  participates  in  the 
“rings-the-bell”  contest  held  in  the 
slow  months  of  December  and 
January  when  merchandise  prizes 
are  awarded  based  on  dollar  vol¬ 
ume  produced.  This  merchandise 
consists  of  valuable  household 
gifts  such  as  freezers,  ranges,  tele¬ 
vision  sets,  etc. 

All  complaints  are  turned  over 
to  the  salesman  as  well  as  the 
service  department.  If  the  man 
proves  himself  a  real  salesman  he 
can  convert  such  complaints  into 
further  business  or  recommenda¬ 
tions  by  showing  his  interest  in 
the  customer’s  problem,  the  com¬ 
pany  contends. 

Before  taking  on  new  men  they 
are  screened  carefully.  But  once 
they  are  on  the  staff  they  are  given 
all  the  help  they  can  get.  “My  job 
is  to  think  for  the  men,  not  drive 
them,  but  lead  them,’’  emphasizes 
Mr.  Norcross.  “If  they  do  a  good 
job  we  pat  them  on  the  back  at 
open  sales  meetings,  but  if  it’s  the 
other  way  around,  such  talking 
down  is  held  behind  closed  doors.’’ 

Although  established  as  recent¬ 
ly  as  April,  1953,  the  Bridgeton 
office  has  made  fast  progress  by 
employing  such  progressive  poli¬ 
cies.  There  are  two  installation 
men  with  truck  operating  from 
the  office  which  is  in  charge  of  a 
woman  assistant.  Mr.  Norcross 
has  been  in  the  storm  window  bus¬ 
iness  for  13  years,  twice  as  a 
dealer. 
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Color  Styling  A-B-C  Beauty  Panels 


/ALUMINUM/ 


BEFORE 


U.S.  PAT  XOS.  2.602,199  &  2,607,451 


Awnings  -  Blinds  -  Canopies 


&  Home  Improvement  Dealer 


“Unique” — “Distinctive” — “Exclusive” — are  the  words  conser¬ 
vative  New  England  Homeowners  use  to  describe  Duro  Awn¬ 
ings,  Blinds  and  Canopies. 

Color  Styling  is  the  “Sizzle”  that  sells  complete  installations 
of  Duro  Awnings  with  matching  Colonial  or  Monogrammed 
Blinds  and  “drains  to  sides”  Door  Hoods. 


PACKAGE  DEALERS  —  HERE’S  HOW  TO  START  NOW! 

Write  Today,  for  a  DURO  PRESENTATION  KIT. 
Send  $5.00  ONLY  —  TOTAL  DEALER  INVESTMENT. 


Write  for  Complete  Details  —  DURO  -  BOX  316  -  GARDINER,  MAINE 

□  LICENSE  TO  MANUFACTURE  □  K.D.  DISTRIBUTOR  FRANCHISE  □  PACKAGE  DEALERSHIP 


iTfiri 


A 


AFTER 


S^idcriminating,  dealers  Select  2buro  at,  S,  C, 
*  beautu  panels— Jtere^S  U)kg 


S.  Reporter 


(Continued  from  Page  86) 


YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
Pr*ci*ioB  Extruders  ol  Rods,  Tubes,  Stripe, 
Special  Shapes  ior  builders  hardware,  chem¬ 
ical  i&dustiies,  electronics,  fumiture,  toys. 
Send  tHfnirxet  for  entineerinf  recomme.jdniinns. 

YATES  Company 
S*ia  Cemetery  Rond  Erie,  Pa. 


1954.  Father  Knickerbocker,  the 
personification  of  Town  Hall  meet- 
i  ings,  opened  this  meeting  on  De¬ 
cember  3rd  at  the  Hotel  New 
Yorker  Grand  Ballroom  with  sev¬ 
eral  stories  of  the  history  of  Town 
meetings  which  started  in  New 
England  with  the  Pilgrims. 

The  New  York  Venetian  Blind 
Association  Chapter  No.  6  feels 
that  it  can  better  serve  the  indus¬ 
try  with  open  forums  on  the  prob¬ 
lems  confronting  the  industry,  and 
at  these  meetings  by  featuring 
guest  speakers  who  are  experts  in 
the  fields  of  manufacturing,  ac¬ 
counting  and  merchandising  can 
make  a  substantial  contribution  to 
the  success  of  the  Venetian  Blind 
industry. 

Herb  Brooks  of  the  Triad  Agen¬ 
cy  spoke  on  the  development  of 
the  Advertising  Agency  and  its 
function  with  the  client  in  market¬ 
ing  and  merchandising.  Harry 
Goldberg,  Sales  Manager  of  East¬ 
ern  Venetian  Blind  Company, 
Baltimore,  Md.,  spoke  on  the  tre¬ 
mendous  market  possibilities  of 
Venetian  blinds.  The  Venetian  blind 
is  the  most  practical  and  decora¬ 
tive  window  covering  available  to 
the  American  public.  With  only 
26%  of  all  windows  in  America 
presently  covered  with  Venetian 
blinds  and  eight  windows  per  cap¬ 
ita  as  a  market  potential  plus  the 
tremendous  population  growth 
and  the  advance  being  made  in 
incomes,  the  volume  possibilities 
of  Venetian  blinds  are  staggering. 

Arnold  Wasserman,  General 
Sales  Manager  of  Arrow  Metal 
Products  Corp.,  Haskell,  N.  J., 
held  an  open  forum  on  merchandis¬ 
ing  discussing  the  various  phases 
of  advertising  point  of  sale  mer¬ 
chandising  and  the  constant  lack 
of  follow  through  merchandising 
wise  of  the  average  manufacturer 
in  exploiting  the  tremendous  mar- 


Arnold  Watterman,  general  soles  manager 
of  Arrow  Metal  Products  Corp.,  shown 
speaking  at  the  Venetian  Blind  Assoc,  meet* 
ing. 

ket.  There  was  a  team  presenta¬ 
tion  by  the  Dale  Carnegie  Insti¬ 
tute,  of  22  W.  55th  St.,  composed 
of  Bob  Dunne,  Frank  Schenck,  and 
John  Semple.  A  memory  contest 
was  run  for  which  two  prizes  were 
awarded  by  the  Dale  Carnegie 
Institute.  The  winners  were  Ben 
Golzman,  The  C-Mor  Company, 
Bronx,  N.  Y.,  and  Arnold  Wasser¬ 
man,  Arrow  Metal  Products  Corp., 
Haskell,  N.  J. 

The  meeting  was  a  huge  success 
with  over  fifty  manufacturers  and 
suppliers  present  who  all  claimed 
they  were  looking  forward  to  the 
next  session. 


W.  B.  Eckenhoif  Appointed 
By  Viking 

Sales  Manager  Frank  Gibbons 
of  the  Viking  Air  Conditioning 
Division  of  The  National  Radiator 
Company  announces  the  appoint¬ 
ment  of  W.  Benjamin  Eckenhoff  to 
the  Viking  Sales  Staff.  He  will 
represent  the  Cleveland  manufac¬ 
turer  of  blowers,  fans,  humidifiers, 
and  dehumidifiers  in  eastern  Penn¬ 
sylvania,  Southern  New  Jersey, 
Delaware,  Maryland  and  Washing¬ 
ton,  D.  C. 

(Continued  on  Page  121) 
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BAM"  FOLD 

Doors  and  Room  Dividers 

I  SENSATIONAL  SPACE  SAVERS 
to  retail  as  low  as  30^  sq.  ft. 

I  The  modern  trend  is  folding  doors. 
UNITRON  BAM-FOLD  is  your  answer  to  the 
moss  demand  because  most  folding  doors 
now  on  the  market  are  priced  too  high  — 
beyond  the  reach  of  the  average  income 
class.  Designed  for  low  budget  construc¬ 
tion  with  full  profit  to  dealer  and  distribu¬ 
tor.  You  can  beat  the  stiffest  competition. 
No  strings,  tapes  or  unsightly  mechanisnr... 
UNITRON  is  made  with  patented  clip, 
matched  color  for  uniform  appearance  on 
both  sides.  Simple  to  install,  easy  to  main¬ 
tain.  Complete  with  nylon  carriers,  track 
and  hardware.  Attention  Accordion  Door 
Distributors  —  several  good  territories  still 
_  available.  Inquiries  invited. 

Write  for  descriptive  catalog  of  complete  line  of 
draperies,  curtains,  shades,  folding  floor  screons. 


1000  NORTH  ORANGE  DRIVE,  LOS  ANGELES  38,  CALIFORNIA  .  Hollywood  9-1468 
HOUSTON,  TEXAS  PORTLAND,  OREGON 


FREE 

flowing 

CAULKING 

...  in  any  temperature 


TEMPERATURE  CONTROLLED 


CAULKI  NG 


The  Greatest  idea  in  Caulking  since  the  intro 
duction  of  Storm  Windows. 


STA'SEAL  can  be  applied  in  every  season  of  the 
year  because  it  is  TEMPERATURE  CONTROLLED. 


May  we  send  you  a  liberal  sample  without  charge? 


THE  MIDWEST  MANUFACTURING  CO 

3748  EAST  9Ui  STREET  •  CLEVELAND  5  OHIO 


Wool  Pile 

(Continued  from  Page  73) 
or  crack  in  a  low  humidity  atmos¬ 
phere. 

The  manufacturer's  test  lab¬ 
oratories  found,  and  independent 
testings  have  agreed,  that  wool 
pile  is  one  of  the  most  highly 
efficient  forms  of  weatherstripping 
for  sliding  sash.  Testing  facilities 
of  the  metal  window  manufactur¬ 
ers  themselves  are  finding  this  to 
be  true  and  at  present  more  and 
more  are  incorporating  this  ma¬ 
terial. 

Just  as  different  alloys  are  need¬ 
ed  in  various  metal  window  con¬ 
structions,  so  is  pile  height  and 
density  varied  for  different  appli¬ 
cations.  Wool  pile  weatherstrip¬ 
ping  should  always  be  specially 
designed  for  a  particular  applica¬ 
tion.  Pile  heights  range  from  .090 
to  .500  inches,  and  width  and 
density  also  need  individual  tailor¬ 
ing.  Pile  height  and  backing 
dimensions  can  be  held  to  .005  inch 
tolerances.  To  date,  these  weather 
proofing  engineers  have  served 
and  are  serving  the  automotive, 
window,  aircraft,  construction, 
railroad  equipment,  and  boat  build¬ 
ing  industries. 


NERSICA 

(Continued  from  Page  44) 
around  a  feature  of  great  human 
interest.  The  speaker  will  be  an 
old  friend  of  Nersica. 

Approximately  7000  contractors 
I  are  expected  to  attend  this  year’s 
;  Exposition,  which  will  consist  of 
123  booths.  This  will  be  even 
greater  than  last  year’s  high  of 
5000. 

A  complete  list  of  all  exhibitors 
and  their  booth  numbers,  together 
with  a  diagram  of  the  entire  floor 
plan  of  the  convention  at  the  Stat- 
I  ler  will  appear  in  the  March  issue 
of  Building  Specialties.  In  addi¬ 
tion,  Building  Specialties  will  pub¬ 
lish  the  entire  program  of  events 
that  will  take  place  during  the  3 
days,  together  with  the  names  of 
all  the  speakers. 
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HOTHIHG  “LIMITED"  ABOUT  PROFITS!  WITH 


Each  Skla 


strips  th# 


One  inch  expansion  on  each  side. 


THEY  EXPAND  TO  FIT  EVERY 
REQUIREMENT 


Exclusive  features  mean  a  superior  product 
A  superior  product  means  more  sales 
And  more  sales  mean  greater  profits  for  you!j| 


QUALITY  ENGINEERED  for  a  lifetime  of  service 
with  63  ST>5  extruded  aluminum.  Easily  installed 
by  conventional  methods  and  infinite  range  of 
sizes  available  by  means  of  the  exclusive  feature 
Ex-Pand-O  (no  cutting)  eliminates  mistakes  in 
measuring. 

Mullions,  when  needed,  are  l/IOth  the  cost  of 
others  and  are  simple  to  install. 


Exclusive  stainless  steel 
wedges  to  hold  glass  without 


Save  10%  on  spedal  sizes  because  Silver  Jalousies  have  a 
expansion  and  are  available  at  2''  intervals  completely 
eliminating  the  extra  cost  for  odd  sizes.  Interlocking  operator 
bar  weather  strips  the  sides  and  permits  free  closing  of 
louvres.  The  problem  of  rattling  louvres  has  been  solved  by 
a  special  wedge  in  the  dip  construction  that  gives  100% 
more  holding  surface.  All  these  SILVER  LINE  features  aod 
up  to  a  50%  saving  on  installation  costs  for  you. 

Sff  US  AT  THE  NER5ICA  SHOW 
^OOTH  117  *Pat«nt  Ptndine 


Territories  open  for  distributors 

UNION  MACHINE  COMPANY 

708  COLFAX  AYEKUE 
KENILWORTH.  NEW  JERSEY 
UNionvill*  2-9020 


•St  Home  Improvement  Dealer 


A  REAL  'CHAMP' 

—  in  sales! 

—  in  performance! 

—  in  satisfaction! 


The  BendiX'Champion 

TRIPLE-CHANNEL 


WINDOW 

UP  TO  28/28  GLASS  SIZE 

$1275 

Completely  Assembled 

NOT  KD 

ONE-PliCS  WELDED  FRAME 
3-CHANNEL  WINDOW 
BALL-BEARING  ACTION 
GADGET-FREE 

ALL  EXTRUDED  ALUMINUM  63575 


INSERTS  ADJUSTABLE 
TO  ANY  HEIGHT 
FROM  TOP  OR  BOTTOM 
FOR  EASY  VENTILATION 


ALL  INSERTS  INTERCHANGEABLE 


Bendix  Alummum  Products.  Co.* 

212  WEST  3RD  STREET 
MT.  VERNON,  N.  Y. 

Tel.:  MT.  Vernon  4-5708 

*Mfn.  of  Hm  Bandix .Master 


StorMaster  Sales  Winners 
To  Be  Announced  March  15 


STORMASTER  dealers  in  the 
New  York  area  are  wholeheart¬ 
edly  engaged  in  a  “Stormaster 
Star  Salesman  Campaign,  enthus¬ 
iastically  described  by  Harry 
Cherches  and  Irving  Schneider, 
top  men  at  the  newly  enlarged 
plant,  at  3660  Dyre  Avenue,  the 
Bronx. 

The  campaign  began  with  a 
w'hirlwind  tour  of  explanation  and 
indoctrination  by  promotion  men 
Mike  Eisen  and  Jerome  Goldstein 
before  the  new  year.  On  Jan.  10 
the  starting  cannon  boomed,  and 
the  climax  and  wind-up  will  take 
place  at  a  dinner  on  March  15,  at 
which  prize  winners  will  be  an¬ 
nounced  and  surprises  will  be 
sprung  on  the  assembled  Stor- 
Master  corps. 

Literature  and  selling  aids  go 
out  every  week  to  keep  adding  fuel 
to  the  high-powered  selling  ma¬ 
chine,  and  the  highly  organized 
operation  features  a  big-reward 
point  system  for  both  .salesmen 
and  dealers. 

A  salesman  marks  up  a  tally  of 
100  points  for  every  window  sold. 


150  points  for  every  door.  The 
points  are  redeemable  for  valuable 
premiums  in  a  catalogue  prepared 
by  the  Kappel-McDonald  Co.  of 
Ohio,  which  has  set  up  the  out¬ 
lines  of  the  scheme,  the  literature 
folders,  and  the  time-schedule. 
The  premiums  range  from  a 
toaster  to  a  deep-freeze  or  a  fur 
coat.  An  alternate  premium  for 
high  scorers  is  a  ticket  for  a  plane 
trip  to  Bermuda  and  seven  days, 
all  expenses  paid.  A  score  of 
80,000  points  wins  the  trip  for 
two. 

In  addition  to  normal  profits, 
dealers  have  a  special  interest  in 
their  salesmen’s  success,  since  the 
dealer  is  awarded  a  score  of  25% 
of  the  total  aggregate  of  points 
garnered  by  his  salesmen.  Thus 
the  incentive  to  pile  up  volume 
applies  to  both  salesmen  and  deal¬ 
ers, 

Cherches  reported  that  both 
dealers  and  salesmen  expressed 
overwhelming  enthusiasm  for  the 
plan  during  the  briefing  period, 

{Coyitirmed  on  Page  98) 


Left:  Irving  5chneider  and  Harry  Cherches, 
the  brass  at  StorMaster  of  New  York,  goin9> 
over  their  star-salesman  contest  program. 

Below,  left:  The  plant  of  5torMaster  at 
3660  Dyre  Avenue,  the  Bronx. 

Below:  The  assembly  of  5torMaster  windows 
in  the  Bronx  plant.  Notice  newly-instolled 
compressed  air  pipes  for  tools. 
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YOUNGSTOWN  INDUSTRIES 

(Puli'  of  Americas  largest  manufacturers  of  aluminum  building  products. 

has 


Pol.  Offk* 


FEATURE  FOR  FEATURE 


Youngstown  Industries,  leader  in  alunrtinum  building  products 
and  research,  has  introduced  a  new  rolled-on  baked  enamel 
aluminum  siding  to  the  building  industry.  Youngstown  Industries  new 
mill  and  finishing  equipment  is  the  newest  and  finest  ever  designed. 
"Shieldall,"  the  new  aluminum  siding  promises  new  possibilities  and 
profits  to  the  siding  field.  "Shieldall"  aluminum  siding  is  another  of 
the  many  products  developed  by  Youngstown  Industries  to  better 
satisfy  your  building  requirements. 


PHONE  7U4u 


SfoctHi^4to*4m  Shc. 


706  SOUTH  STATE  ST.  -  GIRARD,  OHIO  .  TEL.  LI  5-9721 


SHIELDALL  IS  THE  FINEST 
ALUMINUM  SIDING! 


YOUNGSTOWN  INDUSTRIESJNC. 

706  South  State  St.  •  Girard,  Ohio 
ATT-.  SHIELDALL  ALUMINUM  SIDING  DIV. 
Please  send  me  complete  information  on  Shield- 
all  Rolled-On  Baked  Enamel  Aluminum  Siding. 

□  Dealership  □  Distributorship 

Name _ 

Address _ 

City _ State _ 


■i/ 


&  Home  Improvement  Dealer 


TRIPIE-ACTION 

Su^Uniox  STORM  SA^ 

5m^  part  fits  M 

★  EASILY 

★  ECONOMICALLY#^ 

★  SIMPLY 

Channels,  inserts,  handles,  corner  plates  are  engi« 
neered  for  utmost  simplicity,  w  a  small 
VULCAN  furnishes  saws,  jigs,  piMch  dies  and  full 
instructions.  Furthermore  our  ci^pany  reprasawfa- 
tive  will  personally  help  you  «|#  up  an  efficMM^  shop. 
Full  cut  sheets  and  diagramll  aliminate  any  possible 
error. 

ALL  AMOUNTS  TO  TOOFIT 

*  Thit  is  th«  prim*  MMon  why  feeitfrcds  of  fabricatMS 
«r*  turning  to  StIFlIMIOR  •sdi^tly. 

a  Th*  SUPERIOR  Siwm  Seth 
is  pr*f*rr*d  by  |Metp*cts 
on  first  p»en>t*tion  and 
'0-  hundreds  of  satisfied  users 
^  strongest  reeom- 

^^endation. 

- ///_,;  \\  *  Nominal  shops  endorse 

■  // f/~t  TP’  SUPERIOR  principally  be- 

\\  cause  of  low  cost  of  «MiK 
\\  //  / ,  \\  terial,  small  inveefery  Mid 

\\  /  //  \\  eliminf^ew  of  asyMuhr* 


•  OONT  PASS  UP  THIS 
CHANCE  TO  THOR¬ 
OUGHLY  DISCUSS  PO- 
TENTIAL  PROFITS  WITH 
ONE  OF  OUR  COMPANY 
REPRESENTATIVES. 


ADOS  UP  TO  MAKE  VUiCO 
A  NATINUU.  : 


A  loedor  in  tho  industry 
since  1945. 


VULCAN  MITAL  PRODUCTS 

7801  m  OHi  Auenvor  Sentli 
Birmingliani,  Atnienin  PImm  4^4W 


To:  VULCAN  WNTAL  PRODUCTS 

2501  -  ath  Avenne,  5. 
•IRMINOHAM,  ALABAMA 


Please  send  me  catalogue  and  farther  djdails  rela¬ 
tive  to  SUPERIOR  STORM  SASH.  hMog^^n. 


Name 


Address. 


StorMaster  Winners 

(Continued  from  Page  96) 

when  StorMaster’s  field  men  vis¬ 
ited  every  dealer’s  place  of  busi¬ 
ness  and  got  the  men  on  their 
marks. 

The  Bronx  assembly  plant  has 
been  expanded  to  three  times  its 
original  size  in  ten  months,  and 
now  has  about  18,000  operating 
space,  with  about  70  operating 
employees  assembling  the  prod¬ 
ucts.  Extrusions  come  from  the 
main  StorMaster  plant  in  Girard, 
Ohio,  and  glass  and  screening  is 
purchased  locally.  Jalousies  are 
handled  in  the  Mineola  distribu¬ 
tor’s  plant. 

A  recent  innovation  was  the 
switch  to  compressed  air  as  the 
power  for  screws  and  hammers. 
A  central  compressor  has  been 
installed. 

"Glamor"  Doors 

(Continued  from  Page  56) 

the  frame  work  of  the  door  ex¬ 
posed  in  the  back.  This  latter  is 
an  economy  model  and  is  produced 
at  a  cost  comparable  to  ordinary 
panel  type  doors.  Being  the  econ¬ 
omy  model  does  not,  however,  limit 
this  door  in  the  choice  of  designs 
available.  This  is  particularly  at¬ 
tractive  to  builders  who  use  a 
standard  plan,  and  construct 
houses  one  after  another  on  a 
street. 

Many  times  they  are  at  a  loss 
to  obtain  variations  in  the  front 
elevations,  and  the  use  of  the  econ¬ 
omy  model  flush  door  enables  them 
to  obtain  these  variations  without 
additional  cost.  It  must  be  remem¬ 
bered  that  the  attached  garage 
consumes  up  to  twenty-five  per 
cent  of  the  front  elevation  of  a 
home,  and,  by  changing  the  de¬ 
signs  of  the  doors  a  builder  can 
create  the  illusion  of  each  house 
being  different.  An  obvious  com¬ 
petitive  advantage  when  selling  to 
contractors. 
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the  AUlWIHUM 
and  the  COATING 


/  />  \-  x 


are 


OK 


Color  is  FUSED 
to  Aluminum 
-CANT  Come  Off! 


wifh 


••cH**  of 
P»n>»aw>l 


CHOICE  OF  16  COLORS 
ON  THIS  SIDE 


Arrow's  New  Color-Fused 
Aluminum  Awning  Stork 

Applied  under  tons  and  tons  of  pressure,  ARROW’S  new  PORCENAMEL 
finish  is  actually  fused  to  the  metal — forming  an  inseparable  bond  between 
the  beautiful  protective  triple-coating  and  the  awning  stock. 

Radically  unlike  ordinary  processes  which  merely  place  a  film  of 
paint  over  the  metal,  pressure-coated  PORCENAMEL  positively  cannot 
chip,  crack,  peel,  bubble  or  craze! 

Thousands  of  pressure-coated  PORCENAMEL  awnings  are  in 
existence  today.  Many  test  units  have  been  in  use  since  1945 — under  the 
severest  weather  conditions. 

PORCENAMEL  color-fused  aluminum  costs  no  more  than  ordinary 
materials.  It  makes  sense  to  the  consumer  and  protects  your  investment 
in  the  finished  awning. 

Get  the  whole  story  on  ARROW  coils,  both  solid  colors  and  Twintone 
with  ARROW’S  PORCENAMEL  finish  today!  Details,  prices,  samples, 
engineering  and  merchandising  consultation  without  obligation.  Just 
drop  us  a  line. 


yoort  of  occo/orofod  tcwoMSc  fo«ft  an  yoar  gaara^ 


nRROUl 


METAL  PRODUCTS  CORPORATION 


6t  Home  Improvement  Dealer 
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FOR  BETTER  SHAPES 

in  your 


EXTRUSIONS 


Over  1000 Shapes 

To  Choose  From 

To  give  you  fast,  effi¬ 
cient  service,  our  new 
plant  is  completely 
equipped  —  Compound¬ 
ing  to  Finished  Extru¬ 
sions,  including  our  own 
Die  Shop  and  Engineer¬ 
ing  Facilities. 

We  carry  a  complete  line 
of  Kessler  -  Engineered 
Door  Sweeps.  Write 
today  for  Quantity  Dis¬ 
counts. 


SPiCIALISTS  IN  BLAST'S  IXTRUSIONS 
FOR  THE  STORM  WiVlOOW  INDUSTRY 


Room  Air  Conditioiiing  Mfrs. 
See  More  Business  In  1954 


Sales  of  room  air  conditioners, 
which  have  doubled  every  year 
since  1947,  should  continue  that 
trend  in  1954,  according  to  esti¬ 
mates  of  most  manufacturers. 

The  industry  is  one  of  few  that 
is  banking  on  bigger  sales  next 
!  year  regardless  of  what  happens  to 
!  the  rest  of  the  economy, 
i  Manufacturers  think  air  condi- 
:  tioning  will  follow  the  same  pat- 
I  tern  as  refrigerators,  which  man¬ 
aged  to  increase  sales  right 
through  the  depression.  A  reces¬ 
sion,  they  point  out,  could  conceiv- 
j  ably  even  help  sales  of  commercial 
!  air  cooling  systems  since  business 
would  become  more  competitive 
and  stores  would  be  forced  to  air- 
condition  to  keep  customers. 

Sales  of  room  units  this  year  will 
sl'ghtly  exceed  1,000,000,  surpas¬ 
sing  pre-sea.son  estimates  of  700,- 
000  units.  The  1953  total  is  nearly 
triple  the  365,451  units  shipped  last 
!  year.  Yet  less  than  1  per  cent  of 
homes  wired  for  electricity  now 
I  have  equipment  for  summer  cool- 
•  ing. 

“It  is  apparent,”  says  George  S. 
Jones,  managing  director  of  the 
Air  Conditioning  and  Refrigera¬ 
tion  Institute,  “that  this  part  of 
j  our  industry  has  passed  that  point 
I  on  the  typical  American  industry 
curve  where  increases  have  been 
'  fairly  slow  and  have  just  entered 
the  steep  part  of  the  growth  curve, 

:  which  we  can  expect  to  continue 
^  for  several  years,” 

His  opinion  is  shared  by  the  in¬ 
creasing  number  of  companies  en- 
i  tering  the  field.  Last  year  there 
:  were  fewer  than  20  making  and 
distributing  air  conditioners.  To- 
!  day  there  are  68  and  Stewart  E. 

Lauer,  president  of  the  York  Corp., 
i  expects  the  figure  to  swell  to  90  in 
1954. 

Latest  to  enter  the  field  after  an 
11-year  absence  is  Wsstinghouse. 
It  thinks  industry  sales  will  jump 
from  a  retail  volume  of  $190  mil¬ 


lion  this  year  to  $220  million  in 
1954. 

Lewyt  has  just  formed  the  Ty- 
wel  (Lewyt  spelled  backwards) 
Manufacturing  Corp.  and  plans  to 
turn  out  100,000  window  units  next 
year  for  other  manufacturers.  It 
will  not  itself  enter  the  market 
with  its  own  brand  name.  The 
Deepfreeze  Appliance  Division  of 
Motor  Products  Corp.  is  another 
just  entering  the  field.  Perfection 
Stove  Co.  and  Amana  Refrigera¬ 
tion,  Inc.,  are  additional  newcom¬ 
ers. 

Big  Pu.sh 

The  Worthington  Corp.,  while 
not  new  in  the  field,  is  starting  its 
first  big  push  for  residential  units. 
It  has  opened  a  $3,500,000  plant  in 
Alabama  solely  for  manufacture  of 
air  conditioning  equipment.  Resi¬ 
dential  units  now  account  for  less 
than  one-third  of  the  company’s 
volume  in  air  conditioning,  but  it 
expects  this  volume  to  jump  60  per 
cent  next  year,  and  by  1955,  to  ap¬ 
proximate  volume  on  big  commer¬ 
cial  and  industrial  installations, 

Worthington’s  executive  vice 
president,  E.  J.  Schwanhausser, 
says  that  within  a  few  years  air 
conditioning  may  account  for  a 
larger  volume  than  any  other  divi¬ 
sion  of  the  113-year-old  company. 

Carrier  has  also  broken  ground 
for  a  new  $5  million  plant  in  the 
South  mainly  for  production  of 
smaller  units  for  homes  and  offi¬ 
ces;  Remington  Corp,  this  year  ex¬ 
panded  facilities  to  increase  pro¬ 
duction  of  room  units  by  50  per  cent. 
The  Frigidaire  Division  of  General 
Motors,  also  going  all-out,  plans  to 
double  1953’s  production. 

The  optimism  is  universal.  Em¬ 
erson  Radio  &  I  honograph  recently 
purchased  the  Quiet  Heet  Mfg.  Co. 
The  Mitchell  Mfg.  Co.  predicts  a 
market  for  1,500,000  units  next 
{Continued  on  Page  102) 
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Prefab  Aluminum  Windows  of  America,  Inc. 

P.  O.  Box  #126,  V/oodside  77,  N.  Y. 

Gentlemen: 

I  am  interested  in  your  WeatSertrol  window.  Please  send  me  full 
details.  I  understand  I  am  under  no  obligation. 

NAME . 

FIRM  NAME . 

ADDRESS . . 

CITY . 


STATE 


The  Paleoled.  ^tatl<e>Uock 

Self-Adjusting  Expander  Section 


/or  the  bottom  of  M  tdiuninum 
and  all  u'ood  combination 
doors. 

•  Nothing  mcchonicol  to  go  out  of 
order.  The  harder  it  Mows  the 
tighter  it  fits. 

•  Typo  A  b  odoptoble  to  all  alumi¬ 
num  doors  of  Ji"  dimension,  using 
an  internal  or  telescoping  type  ex¬ 
pander. 

•  Typo  B  it  adaptable  to  all  other 
doors  of  aluminum,  regardless  of 
dimensions,  tfwt  hove  no  expander 
and  use  a  rain  cop  on  the  bottom. 
It  it  also  applicable  to  all  wood 
comMnation  doors. 


Typ«B 


U.  8.  Pat.  N«.  2.II2.I 


Type  A 


The  aelf-adjuating  seal  Is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  Insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  Itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  ^'4"  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 

Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  SU  Richmond  Hill  19,  Queens,  N.  Y. 


at  last . . . 

Top  Quality  at  a  Price! 

GEM-ALUM 

triple  track  window 

Offers  Exclusive 

K.  D.  PROGRAM 

AT  A 

LOW  INVESTMENT 

GENERAL  ALUMINUM  PRODUCTS  CORP. 

3949  S.  FEDERAL  ST.  CHICAGO  9,  ILLINOIS 


—  Phone  —  Name 

KENWOOD  street 
8-5533 


I  Air  Conditioning 

I  {Continued  from  Page  100) 

j  year.  Servel  figures  the  increase  to 
be  75  per  cent. 

With  production  zooming  up¬ 
ward  and  new  firms  swarming  into 
the  field,  heavier  attention  is  being 
focused  on  merchandising.  Prac¬ 
tically  all  manufacturers  are  now 
offering  room  coolers  with  acces- 
I  sory  space  heaters  and  plugging 
,  year-round  air  conditioning.  One 
'  trend  is  toward  units  made  of 
i  lighter  materials.  United  States 
!  Air  Conditioning  Corp.  introduced 
j  the  first  one  to  be  constructed  of 
i  Fiberglas. 

I  Because  of  the  critical  water 
I  shortage  in  some  sections  of  the 
I  country,  the  trend  is  away  from 
i  water-cooled  and  to  air-cooled 
j  units.  Chrysler  Corp.’s  Airtemp 
I  Division  reports  that  its  air-cooled 
j  models  brought  out  last  May  now 
j  exceed  sales  of  water-cooled  models 
I  by  54  per  cent.  In  1954  it  will  pro- 
i  duce  four  air-cooled  units  for  each 
that  is  water-cooled. 

The  Perfection  Stove  Co.  is  fea¬ 
turing  permanent  weather  cabinets 
that  can  be  installed,  for  instance, 
in  every  room  of  a  hotel  so  that  a 
portable  unit  can  be  brought  into 
I  rooms  and  easily  slipped  into  the 
cabinet  in  bureau-drawer  fashion. 

Union  Asbestos  &  Rubber  Co. 
also  has  a  mobile  unit  which  plugs 
into  any  outlet  with  no  need  for 
additional  wiring  or  heavy-duty 
fuses. 

Advertising  Budgets 

I  All  companies  are  setting  bigger 
j  advertising  budgets  for  next  year. 

!  Deepfreeze  will  push  its  new  line 
with  a  $100,000  consumer  contest, 
a  billboard  campaign  in  100  key 
market  areas  and  all  along  main 
highways  in  every  State  at  an 
I  average  interval  of  40  miles,  and 
i  via  magazine  advertising  and  net¬ 
work  radio.  In  addition,  it  will  in¬ 
crease  its  dollar  share  for  dealer 
co-operative  advertising. 

Fedders  Quigan  has  boosted  its 
advertising  budget  100  per  cent  to 
more  than  $2,000,000. 
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‘Pm  proud  to  he 
a  Savings  Bonds  salesman 
for  Uncle  Sam . . .  ” 


CHARLES  M.  WHITE 


President 

Republic  Steel  Corporation 


*Pm  proud  to  be  a  Savings  Bonds  salesman  for  Uncle  Sam  and  I  urge  every 
business  executive  in  the  nation  to  advance  the  cause  of  American  enterprise 
in  this  way. 

**Every  one  of  us  at  Republic  Steel  is  proud  of  the  results  of  our  Payroll 
Savings  campaign:  96.7  per  cent  of  our  employees  saving  systematically  from 
each  pay  in  U.  S.  Savings  Bonds.  These  results  were  possible  only  because  all 
68,344  of  us  at  Republic  were  part  of  an  enthusiastic  team.  W'e  feel  that  this 
is  the  best  way  we  can  demonstrate  our  appreciation  of  the  efforts  to  have  a 
sound  dollar  and  a  stable  economy.** 


•  96.7%  of  Republic  Steel’s  68,344  employees  —  over 
66,000  men  and  women  — are  enrolled  in  the  Payroll  Sav¬ 
ings  Plan. 

•  These  66,000  members  of  Republic’s  “enthusiastic 
team,”  as  Mr.  White  so  aptly  terms  them,  are  investing 
more  than  $16,000,000  per  year  in  U.  S.  Savings  Bonds. 

•  In  addition  to  building  personal  security,  these  men  and 
women  of  Republic  are  making  a  very  important  contribu¬ 
tion  to  America’s  “efforts  to  have  a  sound  dollar  and  a 
stable  economy.” 

Certainly  Republic  Steel’s  Payroll  Savings  record  is  out¬ 
standing-one  of  the  best  in  the  country.  But  it  is  not 
unique.  Other  companies  have  comparable  records,  meas¬ 
ured  in  percentage  of  employee  participation,  or  in  annual 
Savings  Bond  purchases. 

In  every  company  with  a  high  percentage  Payroll  Sav¬ 
ings  Plan  you  will  find  that  the  president  or  top  executive 
appreciates  the  importance  of  the  Plan  and  what  it  means  ’ 


to  personal  and  national  security.  He  knows  that  4.3,000 
companies  have  Payroll  Savings  Plans  ,  .  .  that  8,000,000 
employees  of  these  companies  are  investing  more  fhan 
$160,000,000  per  month  in  Savings  Bonds  . . .  that  the  cash 
value  of  Savings  Bonds  held  by  individuals  today  is  more 
than  36  billion  dollars  — and  rapidly  mounting,  thanks 
largely  to  the  steadily  increasing  family  of  Payroll  Savers. 
He  is  100%  behind  his  company’s  Payroll  Savings  Plan, 
and  everybody  in  the  company  knows  it.  He  takes  personal 
pride  in  watching  employee  participation  grow  to  60%, 
70% ,  80%  ,  or,  perhaps,  the  high  90’s. 

If  you  are  not  making  this  important  contribution  to 
America’s  effort  for  a  sound  dollar  and  a  stable  economy, 
a  w  ire  or  letter  to  Savings  Bonds  Division.  U.  S.  Treasury 
Department,  Washington.  D.  C.,  will  bring  prompt  coopera¬ 
tion  from  your  State  Director.  He  will  show  you  how  easy 
it  is  to  join  Mr.  White  and  thousands  of  other  executives  as 
a  Savings  Bond  Salesman  for  Uncle  Sam,  with  a  company 
Payroll  Savings  Plan  that  you  can  be  proud  of. 


The  United  States  Government  does  t  ot  pay  for  this  advertising.  The  Treasury  Department 
thanks,  for  their  patriotic  donation,  the  Advertising  Council  and 
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EVEN  ''SHALL" 

KD  OPERATORS 
CAN  SAVE 

UP  TO  $1500  A  YEAR 
ON  SPLINING 
WHEN  THEY 
BUY  DIRECT  FROM 

MAYNARD 


and  when  you  deal  with 
MAYNARD  you  hove  the 
widest  selection  of 
flexible,  easy  to  handle 
splines  plus  o  complete 
engineering  service  to 
insure  getting  the 
right  material. 

Don't  pay  middleman  profits 
on  splines  and  sasheting 
even  if  your  operation  is 
"small"  .  .  .  when  you  buy  from 
MAYNARD  you  ore  buying  from 
the  prime  source  and  pocket 
the  difference.  Savings  of 
$1500  a  year  ore  not  uncommon. 

WHEN  YOU  MODERNIZE 
YOU  MAYNARDIZE 

.  .  .  you'll  do  better  in  every  way  to  do 
business  with  MAYNARO.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  working  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 

Take  advantage  of  the  pioneering 

progress  that  marks  MAYNARD 

tops  in  the  field.  You'll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

For  regular  consultations  and 
oppointments  coll 

CHELSEA  3-5850 

MAYNARD  tpedalim  in 
flexible  gasketing,  spline 
and  extruded  plastic  mate¬ 
rial.  GUARANTEED  100% 
VIRGIN  MATERIAL  make 
your  job  easier,  more  pro¬ 
ductive,  hence  more  profit- 
oble.  Yes,  with  AAAYNARD, 
you  can  rstolixe  more  profit 
right  in  your  own  plant! 
Contact  AAAYNARD  for  free 
engineering  assistance  in 
speeding  your  splining 
operations. 

Write  or  coM  today  tor  samples, 

MAYNARD  PLASTICSiilC. 

CHELSEA  50,  MASS. 


Home  Mortgages  Zoom 
To  All-time  Itigh 

Home  mortgage  indebtedness 
has  risen  almost  $7  billion  during 
1953,  the  Commerce  Department 
said  recently. 

Mortgages  on  one-to-four  fam¬ 
ily  dwellings  currently  amount  to 
$65  billion,  the  agency  reported.  It 
said  this  compares  with  $58.2  bil¬ 
lion  a  year  ago  and  $18.5  billion 
just  before  and  after  World  War 
II. 

The  present  indebtedness  is 
equivalent  to  about  one-fourth  of 
the  annual  disposable  income  of  in¬ 
dividuals,  the  department  said.  It 
pointed  out,  however,  that  the  ratio 
is  about  the  same  as  in  “other  pros¬ 
perous  periods.” 

Noting  that  there  has  been  a 
long-term  trend  toward  more  e.x- 
tensive  home  ownership,  the  de¬ 
partment  said  that  57  per  cent  of 
all  occupied  dwellings  now  are 
owned  by  the  people  who  live  in 
them.  The  prewar  high  of  50  per 
cent  was  reached  in  the  1920’s. 

Mortgages 

Slightly  more  than  half  the  own¬ 
er-occupied  homes  are  free  of 
mortgage  debt — about  the  same  as 
before  the  war,  the  department 
said.  It  noted  that  mortgaged 
owners  have  a  “substantial”  equity 
cushion,  partly  reflecting  rising 
real  estate  prices  and  partly  re¬ 
flecting  repayments  of  principal. 

The  over-all  equity  in  mortgaged 
homes  amounted  to  about  55  per 
cent  of  their  market  value  in  1953. 
This  figure  is  slightly  above  the 
1940  ration  and  about  equal  to 
the  proportion  in  the  late  1920’s. 

Discussing  recent  housing  devel¬ 
opments,  the  department  pointed 
out  that  home  demand  in  recent 
years  has  reflected  rising  incomes 
together  with  relatively  high  rates 
of  family  formation  and  “some 
moderate  upgrading  of  housing 
demand.”  In  the  period  imme¬ 
diately  after  World  War  II,  it  said, 
“a  substantial  part  of  housing  de¬ 
mand  reflected  backlog  require¬ 
ments  accumulated  from  the 
depressed  thirties  and  the  war-re¬ 
stricted  p3riod  of  the  forties.” 


The  department  recalled  that 
$11.7  billion  of  new  nonfarm  resi¬ 
dential  construction  is  expected  to 
be  put  in  place  this  year.  Com¬ 
pletion  of  this  volume  of  work  will 
bring  total  new  housing  outlays 
for  the  post-war  period  to  about 
$75  billion,  it  noted. 


State  the  Facts 

{Continued  from  Page  58) 

To  help  in  making  sure  that  we 
are  understood  we  can: 

1.  Know  our  product  so  well 
that  we're  bound  to  talk  clearly 
and  convincingly  about  it.  Enthus¬ 
iasm  generates  sales  and  it’s  hard 
to  get  the  generator  working  when 
we  don’t  show  every  evidence  of 
being  thoroughly  sold  ourselves. 

2.  Use  easy-to-understand 
words.  Our  prospects  are  not  sit¬ 
ting  on  the  edge  of  their  chairs 
straining  to  hear  and  understand 
what  we  say.  Leave  out  the  big 
words.  We’re  there  to  sell,  not 
impress. 

3.  Don’t  talk  too  fast.  We’re 
salesmen,  not  confidence  men,  so 
we’re  not  trying  to  throw  a  mass 
of  words  that  confuse.  The  fast 
talker  may  be  described  as  a  good 
salesman  by  some  but  the  only 
real  test  of  a  salesman’s  ability 
is  the  sales  total  he  turns  in  — 
and  there  is  little  evidence  to  sup¬ 
port  a  theory  that  sales  can  be 
made  when  the  sales  talk  is  not 
understood. 

4.  Surely  one  way  to  help  your¬ 
self  be  understood  is  to  not  talk 
too  much.  A  long  winded  sales 
story  blows  out  any  spark  of  in¬ 
terest  that  may  be  stirred  up. 
When  we  over  talk,  we  get  the 
same  result  as  we  do  when  we 
are  vague  because  we  have  talked 
our  prospects  out  of  listening  to 
us. 

I  know  of  a  salesman  who,  when 
selling  combination  windows  with 
the  aid  of  a  small  sample,  got  all 
through  and  then  was  told  that 
his  prospects  couldn’t  possibly  buy 
his  window  because  it  was  just 
too  small.  Such  is  the  penalty  of 
vagueness. 
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NOTE  THESE  OUTSTANDING 
FEATURES!! 


QUALITY 


FEATHER-LITE  MANUFACTURING  CO. 
15889  SCHAEFER  RD. 

DETROIT  27,  MICH. 

Please  send  me  more  information  on: 


□  The  distribotorsh:?  plon  □  The  deoler  plan. 


Information  will  be  sent  without  cost  or  obligation. 


"Srw  iRiJtsi 
Biof  JaxJJui't-Jtiic 


WTNNFLO  . . .  pioneers  in  Aluminum  Awnings 
.  .  .  have  proved  for  over  sixteen  years  that  QUALITY  is  easy 
to  sell.  Your  prospects  will  be  impressed  by  WYNNFLO’S 
heavy  gauge  panels,  strong,  sturdy  frame  and  BAKED  ON 
enamel  colors.  The  quality  styling  is  impressive,  too. 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 

Many  exelutiv*  featuras  that 
ar«  practical  and  depandabi* 
make  SCHWAB  the  choice  on 
any  type  of  building,  resi¬ 
dential  or  commercial. 


DEALER  PROPOSITION 


[gcHMD 

JALOUSIE  AND  AWNING  CO. 


North  Miami  Avo.  at  39th 
MIAMI,  FLORIDA 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16.  N.  Y. 

Please  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount. 

□  Enclosed  is  a  check  or  money  order. 


My  Name. 


Position . 


Company . 


BIG  PROFlTSare  yours  with  every  WY'NNFLO 
sale.  The  dealer  price  is  in  line  with  other  leading 
brands .  .  but  your  markup  is  from  409?-  to  65%  f 
Guaranteed  prompt  delivery  from  factory  to  you  makes  in¬ 
ventory  completely  unnecessary,  thus  boosting  your  profits 
even  higher.  Then.  too.  quick  installation  drastically  cuts 
your  labor  costs. 


WYNNFLO  Aluminum  Awnings  can  be 
installed  with  a  minimum  of  equipment 
...  in  minimum  time.  Simple,  easy-to-read 
instruction  sheets  specify  tools  and  equipment,  and  step  by 
step  installation  procedure.  Quality  workmanship  assures 
trouble-free,  time-saving  assembly.  Heavy  guage  aluminum 
panels  and  frames,  with  baked-on  colors,  eliminate  acciden¬ 
tal  damage  during  installation.  WYNNFLO  Awnings  are  easy 
to  put  up . . .  once  installed  you  can  forget  them.  You'll  get 
no  costly  complaints  from  your  WYNNFLO  customers! 


i  You're  Covered  all  the 

Lway  with  WYNNFLO 


CIRCULAR  DOOR  CANOPIES 

Choice  of  standard  color,  solid  or  alternating 
r nnn  I  white.  30"  drop.  36"  projection.  72"  width: 

H  I  _!5Z  I  t  price  $35.00  each.  24"  drop,  40"  projection.  80" 
width:  $39.75  each. 

WYNNFLO  NATIONAL  ADVERTISING  helps  presell 
your  customers.  A  constant  flow  of  dealer  helps,  from  photo¬ 
graphs  tQ.'hd  mats,  make  it  a  cinch  to  clinch  the  sale.  Write 
for  youf  WYNNFLO  Selling  Kit.  It  contains  everything  a 
.salesman  needs  to  sell  the  complete  WYNNFLO  line  .  .  . 
hand  sample  awning,  installation  instructions,  pricing  and 
discount  information,  sales  literature  ...  yet  costs  only 
$13.50.  You  will  be  refunded  $10.00  on  the  return  of  the 
sample  within  10  days. 

Start  making  your  quick,  cosy  profit  from  tha  WYNNFLO  lina  .  .  . 
RIGHT  AWAY.  Sand  in  your  ordar  today  for  any  quantity ...  any  aixm 
. . .  any  color  combination.  You  con  bo  suro  of  prompt  dolivory. 


Address 
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Visit  &  Inspect 
Our  Complete 
New  Line 
For  1954 

• 

Nersica  Show 
Hotel  Stotler 
March  22-24 
Booths  66-67 

• 

leather- J^ite 

Manufacturing  Company 
15889  Schaefer 
Detroit  27,  Mich. 

VErmont  6-2005 

Manufacturers  of  Aluminum 
&  Redwood  Combination  Doors, 
Windows,  Casements  A  Basements. 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  end  SOLID 

ALL  SIZES  .110  TO  .235 
IMMEDIATE  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIALISTS  IN 

Glazing  Strips.  Channels 

Weatherstripping 

Compounded  and  Extruded 
To  Your  Particular  Requirements 


INDUSTRIAL 

PLASTICS  CORPORATION 

ELKHART.  INDIANA 
Phone:  2-9778 


Glamonr  At  Its  Peak 
That's  Today's  Living  Kitchen 


By  M.  ZELINSKI,  Sales  Promotion  Mgr. 
Harrison  Steel  Cabinet  Co. 
Chicago,  IlL 


At  long  last  the  kitchen  cabinet 
industry  has  given  us  the 
answer  to  the  decorator’s  plea  for 
a  kitchen  cabinet  that  fulfills  the 
cardinal  requisite  of  a  “living 
kitchen”  —  glamour  and  practical¬ 
ity  combined. 

For  reasons  never  understand¬ 
able  to  architects  and  decorators, 
the  past  decades  have  given  us 
nothing  that  would  make  the 
kitchen  anything  more  than  a 
workshop.  Why  .  .  .  when  the 
homemaker  spends  the  greatest 
percentage  of  her  time  in  the 
kitchen  .  .  .  should  she  have  been 
subjected  to  an  atmosphere  of 
cold,  cluttered,  unimaginative  sur¬ 
roundings?  The  kitchen  has  finally 
come  into  its  own  as  the  cheerful 
center  of  family  activities. 

Pastel  Colors 

The  pastel  colors  currently  in 
vogue  in  both  wood  and  steel 
kitchen  cabinets  bring  a  warmth 
and  glow  to  this  room  that  cannot 
help  but  lend  gay  spirits  to  the 
homemaker  and  make  her  every 
kitchen  chore  a  pleasure  —  AND 
her  kitchen  a  livable  part  of  her 
home. 

Another  trend,  quite  unusual 
but  finding  fast  acceptance  be¬ 
cause  of  the  new  “open-type” 
kitchen  of  contemporary  design, 
is  a  steel  cabinet  with  a  wood 
grain  finish.  This  wood  grained 
cabinet  is  just  the  thing,  for  the 
fastidious  homemaker  who  desires 
the  strength  and  durability  of  steel 
but  prefers  the  natural  beauty  that 
wood  finishes  impart.  The  process 
perfected  by  one  leading  manufac¬ 
turer  of  steel  kitchen  cabinets  is 


such  that  the  average  person 
would  not  detect  that  the  cabinet 
is  not  natural  wood,  and  yet  has 
the  mechanical  advantages  of  steel 
construction. 

Yes,  glamour  at  its  peak  —  con¬ 
venience  unparalleled  —  that’s  to¬ 
day’s  living  kitchen. 

Delaware  Dealer 

(Continued  from  Page  77) 

the  main  object  is  to  get  an  ap¬ 
pointment  with  the  husband,  and 
Jo  makes  it  perfectly  clear  that 
she  is  merely  a  lowly  advance 
agent  for  a  masterful  man  who 
really  knows  how  to  talk  about 
something  as  complicated  and 
mysterious  as  a  storm  door.  And 
when  the  appointment  is  made,  it 
is  Jo’s  job  to  keep  the  helpless 
little  woman  from  gumming  up 
the  works  and  deciding  she  doesn’t 
really  want  anything  after  all. 

This  job  of  running  interference 
during  the  touchdown  play  was 
accomplished  with  one  of  those  off- 
again-on-again  prospects,  which 
somehow  never  had  come  through 
with  the  signature.  The  wife  her¬ 
self  made  the  appointment,  and  Jo 
and  she  had  a  nice  talk  over  some 
coffee  while  Mr.  Novis,  with  not 
much  difficulty,  got  the  husband’s 
signature.  When  the  wife  learned 
this,  she  went  white,  and  tried  to 
break  up  the  deal.  She  had  never 
really  been  serious,  but  likes  the 
little  excitement  and  the  social 
occasion.  It  took  two  more  hours 
of  talking  to  convince  her  that  she 
had  not  been  cheated. 

Jo  was  born  and  brought  up  in 
Wilmington,  and  has  lots  of  friends 
who  are  glad  to  help  her  with 
contacts  and  leads.  She  also  sells 

(Continued  on  Page  110) 
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CUSTOM-BUILT 

VBHmATBd 

ALUMINUM  AWNINGS 

•  Fastest  Selling  Awnings! 

•  Ten  Beautiful  Colors! 

•  All-Weather  Protection! 

•  New,  Improved  Construction  and  Design! 

•  Big  Sates  Potential! 


WANTED: 

DISTRIBUTORS  and  DEALERS! 

Franchise  territories  open 
for  qualified  dealers ! 

Write,  phone  or  wire 

SCATTON  BROS.  MFG.  CO. 

•H7-449  West  Queen  Lane  Philadelphia,  Pa. 

Phone:  Tennessee  9-4601-4602 
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j  {Continued  from  Page  108) 

I  the  electrical  appliances  which 
j  Novis  carries  as  a  side  line,  and 
i  likes  to  tell  of  two  other  home- 
visiting  saleswomen  who  handle 
appliances,  but  somehow  feel  that 
storm  window  combinations  would 
be  too  far  out  of  their  line.  As 
;  for  herself,  she  finds  them  as  in- 
:  teresting  and  far  more  profitable 
than  toasters. 

Novis  has  handled  appliances 
since  1928,  and  went  into  the 
aluminum  combination  line  six 
years  ago.  He  goes  into  a  high 
temper  when  he  talks  about  “the 
i  k.d.  men  who  have  their  office  in 
their  hat,  who  employ  shoemakers 
to  install  their  windows,  and  who 
can’t  be  found  if  anything  goes 
wrong.”  Such  fly-by-nights,  he 
;  declares,  are  destroying  a  legiti¬ 
mate  business,  and  he  predicts 
that  if  things  go  on  building  spe¬ 
cialties  dealers  will  suffer  in  the 
same  way  that  appliance  dealers 
have  suffered  when  everyone  was 
peddling  appliances  at  a  tiny- 
margin  made  possible  by  absence 
of  overhead. 

Cooperation 

“How  can  a  legitimate  business 
man  with  a  nut  of  $350-400  to 
cover  every  month  cope  with  a 
nobody  who  gets  by  on  $7  a  week  ?” 
he  asks,  and  thinks  more  coop¬ 
eration  from  the  manufacturers 
would  be  one  answer. 

He  is  aware  of  the  danger  that 
the  entire  business  will  get  a  bad 
name,  and  he  continually  meets 
prospects  who  have  had  a  bad 
i  taste  of  the  sharpie  who  could 
never  be  caught  to  make  repairs 
or  adjustments  on  merchandise  he 
^  had  sold.  Therefore  he  is  espe- 
^  cially  anxious  to  get  his  own  cus- 
i  tomers  to  realize  he  is  ready  with 
!  service  at  any  time,  and  to  talk  up 
this  point  to  their  friends. 

He  does  not  give  cash  or  a  per- 
j  centage  of  the  completed  order  to 

i  {Continued  on  Page  112) 
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IS  GENUINE  ' 
BRICK  IN  A  BEnER  FORM 

EASIER  SALES  AT  GREATER  PROFITS 

Quikbrik  can  be  applied  to  any  type  of  cou- 
struction  in  less  than  half  the  time  of  common 
brick  veneering  at  a  fraction  of  its  cost.  Profit 
wise,  Quikbrik  is  by  far  your  best  deal  and 
it's  easier  to  sell  .  .  .  Nationally,  dealers  have 
proven  Quikbrik  makes  more  profit  with  less 
sales  effort,  for  every  home  owner  is  a  poten¬ 
tial  Quikbrik  customer. 

NO  "CUT  THIOAT”  COMPETITION  . . .  Quikbrik 
is  a  prestige  product  and  will  lift  your  or¬ 
ganization  from  the  field  of  stiff  competitive 
bidding  ...  If  you  have  never  handled  a  non¬ 
competitive  product,  you’ll  be  amazed  at  the 
Quikbrik  Profit  Potential. 

STAFF  OF  TRAINING  EXPERTS  to  help  you 
establish  a  profitable,  going  Quikbrik  business 
.  .  .  We  maintain  a  large  crew  of  men.  They 
know  Quikbrik  from  the  wall  out  and  are 
available  to  train  your  workmen  to  do  an 
efficient  job. 

The  QuUcbrUc  dealership  in  your  Territory  may 
still  be  available . . .  Write  direct  for  information. 


AMERICAN  CEMENT  PRODUCTS 
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BUILDS  GREATER  SALESI 

that's  why  the 

YOUNGSTOWNER 


Til 


TRIPLE  TRACK 

ALUMINUM  COMBINATION 

WINDOWS  and  DOORS 


The  best  looking  extruded  aluminum  storm 
window  ever  designed.  Ribbed  contour 
frame  housing  each  insert  allows  more 
glass  space  than  ever  before.  Adjustable 
'leak  proof'  sill  insures  a  perfect  fit.  Posi¬ 
tive  interlocking  meeting  rails.  Tubular 
safety  aluminum  screen  inserts.  Com¬ 
pletely  self-storing.  Foolproof  operation. 
Many  other  exclusive  features. 

GET  A 

“SHOWDOWN”  DEMONSTRATION 

We'll  prove  to  you  that  Youngstowners 
are  your  best  window  deal.  We  have  a 
complete  packaged  and  proven  sales 
plan  that  makes  sales  for  you  plus  a 
complete  advertising  co-op  plan. 


Young«lown*r  windows 
and  doort  aro  quality 
contrellod  from  smelting 
to  finished  product  right 
in  our  own  plant,  assur¬ 
ing  you  the  finest,  fastest 
delivery  in  the  business. 


FIR  TIE  PRODDEST  HOMES  IN  AMEittCA 


YOUNGSTOWN  WINDOW  AND  DOOl  COMPANY 

706  South  State  St..  Girord,  Ohio,  Phone  II  5*5431 


Mfe  wmM  Hfce  fm  vtmf  ymr  □ 

K.D.  OPERATOR  □  DEALER  □ 


NAME 

ADDRESS 

CITY 


STATE 
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Delaware  Dealer  leads.  And  Novis  does  not  dustries  around  Wilmington.  Novis 

forget  to  talk  up  his  main  lines,  would  not  venture  any  implica- 
{Continued  from  Page  110)  the  Stormaster  window-screen  tions,  but  was  well  aware  that  the 


combination  and  the  Air  Master  tighter  the  market,  the  harder  it 
the  satisfied  customer  who  gives  door,  as  full  time  salesmen  once  would  be  to  maintain  reasonable 
him  a  good  lead.  Many  customers  installed,  especially  in  a  new  de-  standards.  People  would  lose  their 
don’t  want  to  think  of  themselves  velopment,  where  people  are  likely  judgment  and  fall  for  phoney 
as  salesmen,  but  as  friends,  so  he  to  be  interested  in  each  other’s  price  promotion,  he  feared, 
gives  them  an  electrical  appliance  acquisitions.  Miss  Sweeney  and  two  other 

as  a  useful  remembrance.  Usually  salesmen  work  on  a  straight  com- 

the  premium  is  an  elaborate  lamp  Home  Leads  mission  basis,  but  are  not  cut  when 

and  shade.  After  one  customer  Jo  Sweeney  has  a  good  acquain-  Novis  helps  with  a  closing.  One 

had  earned  herself  two  lamps,  a  tance  among  builders  and  contrac-  the  salesmen  is  Emil  Price,  who 
radio,  and  an  electric  iron,  she  tors.  She  makes  regular  trips  out  also  takes  care  of  all  installations, 
sighed  with  rapture  when  Novis  to  developments  under  construe-  additional  fee  per  window, 

turned  up  with  a  brand  new  toast-  tion  to  get  the  names  of  purchasers  Price,  who  has  been  installing  win- 
er.  **She’d  always  wanted  one,  but  of  new  homes.  Some  contractors  dows  for  almost  13  of  his  32  years, 
would  never  indulge  herself,,”  will  give  pleasantly  enough,  some  has  recently  developed  the  tech- 
Novis  said.  ”In  all,  she  has  given  want  a  cut  on  the  information,  nique  of  making  sales  calls  in  the 
us  six  good  leads  so  far.”  some  have  already  been  bought  up  neighborhood  immediately  after 

One  .source  of  leads  is  the  post  by  a  small  k.d.  operator,  Jo  re-  installing  a  set  of  windows.  Some- 
office  next  door  to  the  store,  which  ported.  The  business  requires  times  he  passes  out  cards  before 
is  at  1815  Lancaster  Avenue,  a  hustling,  especially  because  cus-  installation,  inviting  neighbors 
commercial  street  about  a  mile  out  tomers  are  so  price  conscious  these  1-®  come  and  do  some  sidewalk 
of  the  center  of  town.  Both  the  days,  and  are  used  to  getting  dis-  superintending, 
post-men  themselves,  several  of  counts  from  list  prices.  Novis  and  Jo  Sweeney  feel  they 

whom  have  been  customers,  and  Other  ominous  signs  on  the  cannot  repeat  often  enough  the 

the  names  they  furnish  have  been  horizon  are  layoffs  in  various  in-  (Continued  on  Page  114) 


garage  DOORS! 

k  Custom  Designed  with  yow  , 


^  ^  DOOR  CO. 

6901  Carnegie  HEnderson  2-1200 


ARCHITECTURALLY  CORRECT 


ARTISTICALLY  DIFFERENT! 


Some  ditfribulorthips 
available.  Write  today 
for  illustrated  folder 
and  complete  information. 


Builders,  architects  and  homeowners  everywhere  want  Graham  garage  doors.  Spec¬ 
tacularly  beautiful,  Graham  doors  blend  with  modern  architecture  .  .  .  belong  with 
today's  homesi 

If  you  are  now  handling  only  conventional  panel  doors,  add  GRAHAM  flush  doors  to 
your  line  .  .  .  then  watch  your  sales  increase! 

Conventional  4  and  5  sectional,  panel  doors  available,  too! 


□ 

□  1 

□ 

ri  1 

t 1  M 

□ 

□' _ 1 

TESTED! 


TO  WITHSTAND 
EXTRAORDINARY  WEIGHT 
WITHOUT  SAGGING! 


TESTE! 


HEAVIER. ..THICKER. 
...STRONGER... 
THAN  ANY  DOOR 


THRU  THIS 
DOOR.« 


Ready  Now! 

THE  GREAT  1954  MODEL 


JTPASS 

^PROFITS 

GALORE! 


Years  in  the  making  .  .  .  Here's  a 
door  that  goes  all  out  to  meet  com¬ 
petition.  Rich  in  features  of  the 
future  with  exciting  appeal  to  your 
customers.  Priced  as  low  as  the 
lowest.  Precision  built  to  compete 
with  the  finest  by  all  quality  stand¬ 
ards.  A  proud  product  of  the  Ther- 
malume  Corporation  whose  years 
of  engineering  experience  and  skill 
are  your  assurance  of  maximum 
satisfaction  in  aluminum  products. 


CHECK 


THESE  SELLING  FEATURES 


•  Made  of  63ST5  heat  hard¬ 
ened  aluminum. 

•  Heovier  —  stronger!  More 
than  one  inch  thick. 

•  New  type  hinges  with  full 
mortising. 

•  Precision  constructed  .  .  . 
they  open  at  a  touch. 

•  Lifetime  service. 


WRITE  o  WIRE  o  PHONE  TODAY 

for  details  and  prices  on  the  fabulous  1954  NU-SEAL  DOOR 

THERMALUME  CORP. 

94JOHNSON  STREET,  NEWARK,  N.J.  Mitchell  2-6861 
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HYHN  Aluminum  Inside 

Casement 
.  Storm 
Sash 

r 

All  Panels  individual¬ 
ly  packaged. 

Complete  installation 
instructions  with  each 
panel. 


INSIDE  STORM  WINDOW  INSTAllATION 


Air-celled  insulating 
gasket.  Can  be 
trimmed  by  tearing. 


FLYNN  FASTENER 
furnished  with  all  panels. 


SlNClt  WING  Cut 


KNUKICD  HCAO  NUT 


Immediate 

DeUvery. 


C= 


Special  Tool  for  Fast 
Installation  of  Studs. 


Our  Product  and  Prices  Will 
Surprise  You  —  Pleasantly 

'A  Your  Inquiries  Will  Receire  Immediate  Attention  A 

CSJ  rilfilil  f  5110— 30tb  street 

■  n.  rLTRn  nrll.  lU.  POeneTYIerSOSSO 

■  1S>  Ihlllll  IllWe 


NCSWDI 

{Continued  from  Page  43) 

Robert  A^^ulnick,  First  Vice- 
President 

V.  Van  Fleet,  Second  Vice- 
President 

R.  S.  Saalfield,  Secretary-Treas¬ 
urer 

The  new  Board  of  Directors  for 
1954  includes  the  following: 

For  a  term  expiring  December 
1956: 


Nelson  Blair,  Eagle  Picher  Co., 
Cincinnati,  Ohio 
William  R.  Carter,  W.  L.  Carter 
Co.,  Wellsley,  Mass. 

Harold  Horowitz,  Weather-Proof 
Co.,  Cleveland,  Ohio 
For  a  term  expiring  December 
1955: 

Charles  E.  Hunter,  Hunter  Mfg. 

Corp.,  Bristol,  Pa. 

A.  M.  Douglass,  Ingersoll  Prod. 
Div.,  Borg-Warner  Co.,  Chi¬ 
cago,  Ill. 


A.  J.  Zappone,  Keystone  Alloys 
Co.,  Derry,  Pa. 

For  a  term  expiring  December 
1954: 

j  Robert  Agulnick,  Alumatic  Corp. 
j  of  America,  Milwaukee,  Wis. 

!  R.  S.  Saalfield,  Storm  Windows 
of  Alum.,  Apco,  Ohio 
.  Van  Fleet,  Security  Sash  & 
Screen  Co.,  Detroit,  Mich. 


Delaware  Dealer 

{Continued  from  Page  112) 

need  to  get  on  good  terms  with  a 
prospect,  especially  the  housewife 
(“If  you  have  her  on  your  side, 
9  times  out  of  10  the  sale,  if  any, 
is  yours  and  not  a  competitor’s,” 
says  Jo)  — and  to  keep  on  good 
terms  after  the  installation  is 
made. 

“The  essence  of  selling  is  seeing 
new  faces,”  they  both  agree,  and 
they  also  agree  that  the  new  faces 
might  just  as  well  be  introduced 
by  old  customer  as  canvassed  cold. 
And  a  toaster  is  a  pretty  moderate 
salesman’s  commission. 

Business  Leaders 

{Continued  from  Page  42) 

possibly  by  some  further  tax  re¬ 
lief,  and  by  paying  out  a  somewhat 
larger  proportion  of  profits  than 
has  recently  been  done. 

“As  to  the  confidence  factor,  I 
believe  that  there  will  be  some 
improvement  as  the  year  1954 
progresses  and  people  observe  the 
continued  prosperity  under  Wash¬ 
ington  direction.” 

The  conclusion  of  most  business¬ 
men  is  that  at  least  in  the  first 
half  of  the  year  there  is  likely  to 
be  a  moderate  decline  in  national 
production  and  that  unemployment 
could  rise  to  3,000,000  which  is 
not  alarming  and  can  be  handled. 
However,  it  is  expected  that  when 
the  score  is  added  up  at  the  end 
of  the  year,  1954  may  be  the  sec¬ 
ond-best  business  year  in  the  na¬ 
tion’s  history. 
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in  any  position  to  over  90  degrees,  or  opens  only  the  bottom 
vent  for  controlled  ventilation! 

A  sales-clinching  feature — exclusive  with  Ualco  Alumi¬ 
num  Awning  Windows! 

MORE  PLUS  FEATURES:  Ualco  Aluminum  Awning  Windows  are 
completely  weatherstripped — both  on  jamb  and  bottom  of  all 
vents.  They’re  easy  to  install!  Require  no  upkeep  .  .  .  can’t 
rust  or  warp  .  .  .  never  need  painting! 


NO  OTHER  HAS  IT!  You  can  attract  your  customers  with  beauty  (and 
these  windows  are  well  supplied  with  that)  but  when  it  comes  to 
clinching  the  sale,  it’s  the  features  that  count! 


The  Cam  Lock  strip-proof  operator  feature  of  Ualco  Aluminum 
Awning  Windows  has  it  over  all  competition!  Instead  of  separate 
locking  and  opening  devices,  which  often  result  in  stripped  gear  threads 
and  always  waste  time  and  motion,  the  Ualco  Cam  Lock  automatically 
unlocks  and  opens — with  one  finger-tip  operation!  Also  locks  all  vents 


PROJCCTtO 


CAStMCNT 


&  Home  Improvement  Dealer 


Dealer  Advertising 

{Continued  from  Page  47) 

2.  Talk  about  your  prospect’s 
problem. 

Never  mind  why  you  want  to 
sell  him,  he’s  not  interested.  Bring 
his  attention  to  a  problem  of  his 
and  you  have  an  interested  reader. 
And  if  you  can’t  think  of  your 
product  in  terms  of  solving  a  cer¬ 
tain  problem  for  a  prospect  — 
either  he’s  no  prospect  or  you’re 
no  salesman. 

3.  Tell  him  how  to  solve  it. 

In  the  Home  Improvement  In¬ 
dustry  more  than  most  of  your 
business  is  SERVICE.  Giving  in¬ 
formation,  explaining  what  you 
can  do  for  a  prospect  is  the  best 
way  to  sell  your  service  or  services. 

4.  Prove  your  point. 

If  you  know  what  you’re  talking 
about  —  as  we  think  you  do  —  it 
should  be  easy  to  back  up  your 
arguments  with  facts.  Points  #3 
and  #4  add  up  to  a  demonstration 
you,  yourself,  could  make  if  you 


were  face  to  face  with  your 
nrospect. 

5.  Ask  for  the  order. 

How  many  sales  have  you  lost 
because  you  didn’t  ask  for  the 
order?  Only  way  back  when  you 
were  green?  Fine  —  then  don’t 
make  a  novice’s  mistake  in  your 
newspaper  ads :  Finish  each  ad  by 
telling  your  prospect  exactly  what 
to  do :  Write  for  literature,  phone, 
send  check,  send  for  specifications, 
whatever.  Tell  him  when  to  do  it, 
don’t  let  him  put  it  off.  If  you 
can’t  think  of  a  good  reason  for 
your  prospect  to  act  now,  he  never 
will !  And  don’t  forget  to  give  him 
your  name,  address,  phone  num¬ 
ber,  store  hours,  and  (if  neces¬ 
sary)  directions  on  how  to  reach 
your  address. 

Ad  Diagram 

Let’s  bear  these  5  points  in  mind 
and  diagram  a  sound  ad.  Note: 
this  is  not  a  sample  ad,  it  is  not  a 
standard  layout  for  you  to  operate 
from.  It  is  simply  an  analysis  of 


w'hich  elements  work  and  how  to 
do  a  complete  selling  job  (See 
illustration  on  page  00). 

Let’s  take  a  hypothetical  ad  in 
the  Home  Improvement  Industry 
to  clarify  the  example : 
Introductory  Heading: 

Topper  says 
Main  Headline: 

Wet-Proof  Insulation 
Main  Illustration: 

Man  looking  at  wet-proof 
insulation  job 
Main  Copy  Block  Theme: 

The  best  on  the  market  in 
terms  of  durability,  econ¬ 
omy,  service,  etc. 

Smaller  Illustrations: 

Explains  and  proves  superi¬ 
ority  under  varying  condi¬ 
tions. 

Line  Before  Signature: 

This  is  where  to  ask  for  the 
order  —  close  the  sale ! 
Signature : 

Topper’s  name,  address, 
phone  number,  directions, 
etc. 

{Continued  on  Page  118) 


Visit  Us  At  The  1954  NERSICA  Show  —  Statler  Hotel,  New  York 
March  22,  23,  and  24  —  and  see  for  yourself 


BOOTHS  56  and  57 


•  Engineered  for  trouble-free 
operation. 

•  Heavy  duty  extrusions  throughout. 

•  Permanent  outside  installation. 

•  Nothing  to  remove  when  cleaning 
glass. 


^  ^  with  the 
FULL  LENGTH  PIANO  HINGE 
and  SPECIAL  EXTRUDED  KOROSEAL 

WEATHER  STRIP  CHANNEL 


THE  SALES  LEADER 
ACROSS  THE  NATION 


CADILLAC 


Inquiries  for  Franchise  privi¬ 
leges  are  invited  from  well¬ 
rated  and  fully  established 
storm  sash  dealers  and  dis¬ 
tributors. 

manufactureo  iy 
JIRITH  MANUPACTURING  CO.,  Inc. 


NATIONALLY  DISTRIBUTED  BY 


ALUMINUM  COMBINATION 
STORM  WINDOWS 
i  AND  SCREENS 


JERITH  SALES  CO 


207S  E.  lOSTON  STREET 
PHILADELPHIA  25,  PA. 
TELEPHONE:  GApflELO  3>1407 


"The  Monarch  of  Them  All' 
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Hints  to  Salesmen 

{Continued  from  Page  88) 

The  argument  as  to  whether  a 
sales  talk  should  be  memorized  or 
not,  is  an  endless  one.  Each  meth¬ 
od  has  its  advantages  and  disad¬ 
vantages.  It  may  be  well  for  a 
young  and  inexperienced  salesman 
to  learn  a  rote  speech  but  with  in¬ 
creased  knowledge,  he  should  de¬ 
velop  a  presentation  which  is  char¬ 
acteristic  of  him  in  thought  and 
spoken  in  an  English  which  is  a 
part  of  his  personality.  A  salesman 
should  know  everything  possible 
about — (1)  the  industry — (2)  his 
company — (3)  his  products — (4) 
methods  of  selling — (5)  basic  ap¬ 
peals  and  (6)  his  customer.  In 
short,  the  salesman  should  be 
equipped  to  meet  situations,  make 
explanations  and  demonstrations 
and  turn  objections  into  sound  rea¬ 
sons  to  buy. 

This  fund  of  knowledge  is  a  res¬ 
ervoir  or  better  yet,  a  carpenter’s 
tool  box.  He  does  not  bore  the  pros¬ 
pect  with  the  complete  story; 
rather  he  selects  from  his  tool  box 
those  facts  which  are  pertinent 
only  to  the  particular  sales  pres¬ 
entation  in  which  he  is  engaged. 
A  carpenter  doesn’t  use  a  hammer 
or  a  saw  alone  to  assist  him  in  his 
manual  efforts.  In  his  tool  kit  are 
many  tools  for  specific  uses.  A 
salesman  can’t  know  too  much 
about  his  product  but  he  should 
cultivate  the  rare  quality  of  know¬ 
ing  when  to  use  and  to  omit  the 
facts  he  has  accumulated. 

•  •  • 

By  and  large,  salesmen  talk  too 
much !  And  too  long !  If  they  pre¬ 
sent  their  products  and  services 
sincerely  and  well,  they  are  not 
afraid  to  let  a  prospect  express  her 
views  and  still  control  the  inter¬ 
view.  It  should  be  well  remembered 
that  top  salesmen  sell  ideas  to  the 
wife  and  later  the  husband  and 
they,  in  turn,  sell  themselves.  He 
assists  them  in  their  planning;  an¬ 
swers  their  doubts  and  not  neces¬ 
sarily  the  excuses  and  objections  of 
a  formalized  sales  talk. 


The  salesman  should  always 
bear  in  mind  that  whether  he  sells 
a  Product  or  a  Service— or  both — 
he  must  Sell  First  the  Ideas  that 
create  the  desire.  In  this  he  should 
be  resourceful.  An  unimaginative 
salesman  doesn’t  close  sales.  He 
should  be  possessed  of  ideas,  think 
ahead  of  his  prospects  in  arriving 
at  solutions,  costs  and  decisions. 
Above  all,  he  should  try  to  think 
as  they  think  and  work  from  facts 
which  they  know  and  then  lead 
them  to  his  proposition.  His  lan¬ 
guage  should  be  simple  and  under¬ 
standable. 

•  •  • 

In  selling  his  products,  he  has 
both  emotional  and  rational  appeals 
to  emphasize.  If  one  is  about  to 
modernize  a  home,  there  are  ap¬ 
peals  of  beauty,  of  order  and  neat-  ' 
ness,  of  stopping  the  criticism  of 
the  neighborhood  and  of  maintain¬ 
ing  one’s  self-respect.  But  rational 
motives  also  must  be  presented, 
such  as  enhancing  the  ultimate 
value  of  the  property  or  effecting 
for  them  a  faster  sale  of  the  real 
estate.  One  stresses  money  gained, 
money  saved,  as  well  as  the  ele¬ 
ments  of  beauty  and  safety. 

In  presenting  his  ideas,  he  should 
try  to  make  them  the  eventual 
ideas  of  the  husband  and  wife. 
They  carry  forth  from  that  point. 
He  is  then  the  advisor  and  the  au¬ 
thority  who  assists  in  their  selec¬ 
tion  of  materials,  methods  of  ap¬ 
plication  of  material,  terms  of 
credit.  At  the  same  time,  he  should 
sell  the  local  prestige  of  his  firm 
and  the  respect  which  it  bears  in 
the  community. 

•  •  • 

Lastly,  he  should  sell  the  idea 
that  he  is  not  a  fly-by-night  com¬ 
mission  salesman.  He  must  con¬ 
vince  them  that  he  will  be  inter¬ 
ested — not  just  at  the  signing  of 
the  contract  but  while  the  work  is  i 
in  progress,  when  it  is  finished  and  I 
months  later,  to  see  if  it  is  still  sat¬ 
isfactory.  Satisfied  customers,  as 
testimonials  and  the  leads  to  their  ^ 
friends  are  selfishly  valuable  but 
even  more  so  is  the  inner  satisfac¬ 
tion  that  you  have  served  them  well 
and  honestly. 

— S'ERSIC.I  Biisincti  Rillctin,  \ofember  1953.  J 


You  too  will  make  an 

INSTANT  HIT 


when  you  sell 

INSTANT-FIT 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 

*  Quick  to  install. 

*  Complete,  airtight  insulation 
—  “Big  Inch’’  air  space. 

*  Lifetime  construction. 

*  Easy  to  sell  —  with  quicker, 
bigger  profits  for  you. 

IMMEDIATE  DELIVERY 


mAU  STAMDAMOAUgrAl  CASUmUtS 


fJNIVERSAL  fabricators 

'•OONf  AVf  -NfA  tOBK  a  n  ' 

Kl  2-0350 


&  Home  Improvement  Dealer 
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TRADE  MARK 


you  don’t  know 

the  HALF 


We  advertise  the  WINSULITE  A-9  Three  Track  window  to  dealers  every¬ 
where:  we  show  a  picture  of  it  and  we  try  to  point  out  its  special  merits  and 
its  exclusive  advantages.  BUT  THERE'S  JUST  SO  MUCH  A  PICTURE  AND 
WORDS  CAN  DO.  From  them,  you  can  only  get  PART  of  the  WINSULITE 
story. 

You've  just  got  to  SEE,  you've  just  got  to  OPERATE,  the  WINSULITE  A-9 
for  YOUR^LF.  In  its  smooth,  clean,  sure  performance  you'll  see  a  new  kind 
of  window  engineering,  a  window  soundly  and  solidly  built  for  volume, 
service-free  sales! 

You  will  never  know  the  vast  profit  potential  of  the  WINSULITE  3-TRACK 
window  until  you  see  a  demonstration  with  your  own  eyes.  Write  for  details. 

Special  Discount — Incentive  Plan  For  New  Dealers! 


Your  honds  are  all  vou  need 


Winsulite  Mfg.  Co.  BS 

721  N.  Central  Ave. 

Bolto.  2,  Marylond 
Gentlemen; 

I'd  like  to  take  a  look  at  the  A-9  3-Track. 
Send  me  details. 


Name  . 
I  Address 
I  City... 


State. 


to  assemble  KD  units! 


Winsulite  Mfg.  Co.,  Balto.  2,  Md. 


Eastern  7-6S68 


Dealer  Advertising 

(Continued  from  Page  116) 

Note  how  closely  this  parallels 
a  personal  selling  job.  You  meet, 
you  talk  about  the  prospect’s  home 
and  the  importance  of  protecting 
it  against  cold  and  dampness.  You 
suggest  TOPPER’S  as  the  only 
wet-proof  insulation  to  give  year- 
round  protection.  You  show  how 
it  is  applied,  how  economical  it  is, 
and  you  ask  for  the  order.  This  is 


not  “advertising  copy’’  —  it  is 
merely  thinking.  But  if  you  get 
your  thinking  straight,  the  “copy’’ 
will  take  care  of  itself.  Don’t  try 
to  win  advertising  awards,  just 
tell  your  sales  story  —  simply  and 
effectively. 

One  important  suggestion :  Most 
manufacturer’s  supply  Home  Im¬ 
provement  Dealers  with  mats 
(which  is  an  abbreviation  of 
matrix  —  and  a  matrix  is  an  inex¬ 
pensive  way  to  produce  copies  of 


engraver’s  plates),  which  the  local 
dealers  can  use  locally.  Do  not  eat 
these  mats  whole  —  too  many  of 
I  them,  we’re  sorry  to  say,  are  not 
I  designed  to  do  a  good  job  for  you, 
the  retailer.  Use  them,  by  all 
means  because  they  save  you  pro¬ 
duction  costs  on  preparing  ads,  but 
use  them  intelligently.  Take  your 
cue  from  this  article  and  a  pair  of 
scissors  and  make  up  your  own 
ads — they  will  at  least  be  designed 
to  do  a  local  job. 

This  is  the  basis  of  a  good  news- 
I  paper  ad.  It  is  also  the  basis  for 
I  any  good  advertising  thinking.  In 
I  next  month’s  article  we’ll  discuss 
some  of  the  advertising  job  best 
done  by  newspapers  and  how  to 
do  them. 

And  don’t  wait  too  long  to  send 
!  in  your  advertising  problems  and 
questions  to  Advertising  Mail  Bag, 

:  Dept.  C,  Building  Specialties. 


Outside  Blinds 

(Continued  from  Page  46) 

j  many  type  businesses.  Most  busi- 
I  ness  men  do  not  feel  that  Venetian 
^  bMnds  or  shades  answer  this  prob¬ 
lem  satisfactorily.  The  cleaning 
and  maintenance  of  this  type  win¬ 
dow  covering  is  expensive  and 
troublesome.  Outside  blinds  are 
located  on  the  outside  of  a  build¬ 
ing,  and  dust  is  not  noticeable. 
Rains  tend  to  wash  down  and  keep 
the  blinds  clean.  They  can  also  be 
washed  with  a  hose  when  neces¬ 
sary.  As  outside  blinds  have  no 
tapes,  cords  or  rollers  to  wear  out, 
I  their  maintenance  expense  is  nil. 

Many  office  and  commercial 
buildings  are  of  drab  out  moded 
architectural  styles.  The  windows 
in  these  buildings  are  old  fash¬ 
ioned  and  ugly.  Outside  blinds  not 
only  hide  unsightly  windows  but 
their  horizonal  lines  lend  a  modern 
touch  to  .;he  building.  Color  can 
also  be  added  to  a  building  by  out¬ 
side  blinds  as  they  are  available 
in  a  large  variety  of  colors. 

There  is  hardly  a  business  or 
industrial  building  that  would  not 
(Continued  on  PcLge  120) 
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WANT  TO 

CUT  COSTS... 
INCREASE  PROFITS? 


USE 


Q*™'M 


PRE-COATED  ALUMINUM  STRIP 


FOR  YOUR  PRODUCTS 


Chances  are  COATED  MATERIALS  Pre-Coated  Aluminum  Strip 


is  just  what  you’ve  been  looking  for  to  improve  your  prcxiucts. 


cut  your  production  costs,  increase  your  profits. 


Produced  by  a  new  continuous  process,  COATED  MATERIALS  Aluminum 


is  thoroughly  cleaned,  Alodized  and  finished  in  baked-on  enamel 


white  on  the  one  side  (if  desired)  and  any  one  of  many  colors  on  the  reverse  side. 


You’re  spared  the  time  and  expense  of  cleaning,  Alcxlizing,  spraying 
and  baking.  What’s  more,  COATED  MATERIALS  can  be  fabricated  to  any 
desired  shape  without  any  damage  whatsoever  to  the  finish. 

And  by  using  COATED  MATERIALS,  you  can  keep  your 
inventory  investment  to  a  minimum.  You  may  order  in  quantities 


as  low  as  300  pounds  and  still  take  advantage  of  the  savings  made  possible 


by  our  volume  purchasing  and  mass  production. 


Plan  now  to  make  COATED  MATERIALS  your  headquarters  for  pre-coated 


aluminum  strip.  You’ll  soon  find  it’s  good  business. 

Write,  Wire  or  Phone  for  Complete  Details  and  Free  Sample! 


If  you  desirii,  you  may  furnith  Iho 
aluminum  ond  we'll  process  it  for  you 
to  meet  your  color  specifications.  The 
charge  for  coating  is  the  snme  whether 
we  use  your  aluminum  or  ours. 


P.O.  BOX  9536  PITTSBURGH  23,  PA. 


<S  Home  Improvement  Dealer 


r 


Check  These 

Important 

features 

That  Mem 

MORE 

VOLUME 

for  You 


ELLWOOD 


Aluminum 

Combinarion 

Door 


I  Outside  Blinds 

{Continued  from  Page  118) 

{  be  benefited  in  some  way  by  the 
installation  of  outside  louvered 
blinds.  Outside  blinds  have  been 
installed  on  hotels,  factories,  stores 
of  all  kinds,  tourist  courts,  coun- 
:  try  clubs,  office  buildings,  filling 
I  stations  and  many  other  type  busi- 
i  ness  buildings. 

i 

i  The  “wide-awake”  outside  blind 
dealer  is  ever  alert  for  business 
prospects  for  his  product.  Close 
observation  of  his  city  will  show 
him  many.  Air  conditioning  firms, 
architects  and  builders  are  also  a 
good  source  of  prospect  leads. 

The  sale  of  outside  blinds  for 
industrial  or  commercial  buildings 
'  usually  involves  more  and  larger 
units  than  are  ordinarily  sold  to 
home  owners.  This  means  larger 
i  sales  and  larger  profits  for  the 
dealer.  Because  of  the  large  size 
j  of  the  order  and  the  economy  of 
installation,  the  dealer  is  able  to 
quote  a  very  attractive  price  to  the 
j  commercial  or  industrial  prospect. 


- THE  BEST  QUALITY,  FINEST - 

ENGINEERED  DOOR  IN  THE  TRADE 


•  Heavy  Comer 
ConttruetioH 

•  Top  Quality  Latch 

•  Super  Heavy  Kick  Panel 

•  Storm  King  Door  Cheek 

•  Quick  Change  from  Glass 
to  Screen 


•  Double  Locked  inserts 

•  Simple  Bottom 
Adfustmeut 

•  Stainless  Steel  Hinges 

•  Aluminum  Screen  Wire 

•  Competitively  Priced 


Dealers  who  do  not  handle  out- 
'  side  louvered  blinds  but  handle 
i  related  products  might  profit  by 
I  adding  this  product  to  their  line. 

For  some  dealers  it  might  be  just 
I  the  product  that  will  complete 
;  their  line  and  allow  them  to  offer 
'  a  product  to  handle  every  window 
problem. 


Your  salesmen  canH  miss  with  the  Ellwood 
Door  ...  it  has  everything  their  customers 
want,  dozens  of  sale-closing  features. 


"Bait  Advertising" 

{Continued  from  Page  57) 


★  Mai!  The  Coupon  Today  For  details  ★ 

Cl  I  \ur\r\w\  ALUMINUM  DOOR 

—  THE  ELLWOOD  CO.,  INC. 

Ellwood  City,  Penno.  Phone  PLozo  8-7588 

i 

Please  send  me  complete  information.  [[]  Dealer 

i  I  am  a:  Distributor 

NAME . 

COMPANY . 

ADDRESS . 


eventually  put  him  out  of  business ! 
To  whom  should  we  remain  loyal? 
Whose  argument  was  the  more 
pertinent  ? 

We  know  that  every  agency 
handling  window  accounts  is  faced 
with  this  same  problem.  We  know 
that  every  manufacturer  of  win¬ 
dows  shoidd  be  concerned.  We 
know  that  unless  every  dealer  re¬ 
frains  from  “bait  advertising,” 
none  of  them  can !  And  if  all  deal¬ 
ers  don’t  clean  up  their  own  back 
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yards,  someone  else  will !  When 
that  day  comes  —  when  “Green 
River  Laws”  hit  your  town,  our 
problem  will  be  solved!  For  the 
entire  basis  of  specialty  selling  will 
be  erased  —  and  with  it  hundreds 
of  window  dealers  I 

ofc- 

B.  S.  Reporter 

{Continued  from  Page  92) 

Sisolkralt  Merging  With 
Mfg.  Division 

The  Sisalkraft  Co.  announces  a 
merger  with  its  manufacturing 
division.  The  American  Reenforced 
Paper  Co.,  effective  January  4, 
1954.  The  organization  will  be 
renamed  American  Sisalkraft  Cor¬ 
poration.  The  firm,  which  manu¬ 
factures  a  line  of  waterproof 
papers,  insulation  and  box  tape 
products,  will  move  certain  key 
personnel  to  its  plant  headquarters 
in  Attleboro,  Massachusetts. 

Regional  sales  offices  will  re¬ 
main  in  Chicago,  New  York  and 
San  Francisco.  “The  change,”  says 
W.  N.  Stevenson,  President,  “will 
mean  a  more  integrated,  efficient 
organization  resulting  in  improved 
facilities  for  better  service  and 
better  products  for  our  customers.” 
One  highlight  of  the  move  will  be 
increased  activity  in  merchandis¬ 
ing  and  research  techniques. 

♦  *  * 

McArthur  Co.  To  Distribute 
Reynolds  Aluminum 

Appointment  of  MacArthur  Co., 
2372  Wycliff  Avenue,  St.  Paul, 
Minnesota,  as  a  distributor  of 
Reynolds  Architectural  Aluminum 
has  been  announced  by  Reynolds 
Metals  Company,  from  its  sales 
headquarters  in  Louisville,  Ken¬ 
tucky.  MacArthur  will  warehouse 
truded  angles,  channels,  rectangles, 
ings,  gravel  stops,  standard  ex- 
olds,  handrails,  window  sills,  cop- 
aluminum  products  such  as  thresh- 
standard  extruded  architectural 
tubing  and  pipe.  In  addition,  the 
firm  will  carry  a  limited  range  of 
(Continued  on  Page  122) 


Look  at  these  AIREX  features 


STRONG,  POSITIVE  INTERLOCK  at  meet¬ 
ing  rail  and  head  rail. 


CONVENIENT,  SELF¬ 
STORING  SCREEN  and 
glass  inserts. 


MOVABLE  LOWER  SASH 

—  raise,  lock  open, 
lower,  for  any  need. 


NO  TRACKS  to  jam,  bind,  bend,  or  wear  unevenly. 


FULL  LINE  —  for  double-hung,  oriel  and  picture  windows  —  standard  lip- 
type  and  Z-frames  .  .  .  reverse  or  regular  .  .  .  also  expander  types. 


MONEY-SAVING  "Heights  and  Widths” 
stock  package  for  low-cost  K-D  operation. 

LOW  COST  PORCH  ENCLOSURES  with  convert¬ 
ible  screen  and 
glass  inserts, 


Inquiries  from 

resident  sales 
representatives 
WELCOMED! 
No  obligation 


WRITE,  WIRE,  or  PHONE 

for  details  on  your  Airex  opportunity  .  . 
profitable  rebate  plan  .  .  .  low-cost  stock  pro- 
other  Airex  advantages.  Hurry! 
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•  SAFELY 

•  UNIFORMLY 

•  ACCURATELY 


COMPANY 


385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


B.  S.  Reporter 

{Continued  from  Page  121) 

plain  flat  sheet  products  as  well  as 
sheet  in  some  of  the  various  em¬ 
bossed  patterns. 

Mac  Arthur  Co.  is  equipped  to 
provide  prompt  service  and  tech¬ 
nical  assistance  on  these  products. 


Smead  Heads  Sales 
In  Reinforced  Plastics 

George  L.  Smead,  for  20  years 
with  Libbey-Owens-Ford  Glass 
Company  and  a  specialist  in  plas¬ 
tics  for  the  last  five  years,  has 
been  transferred  from  Plaskon  to 
become  manager  of  sales  to  the 
reinforced  plastics  industry,  it  was 
announced  today  by  C.  F.  Hegg, 
general  sales  manager  of  the  Fiber 
Glass  Division. 

Mr.  Smead  will  work  closely 
with  Don  W.  Lyon,  manager  for 
textile  sales  of  fiber  glass,  and  also 
with  manufacturers  of  polyester 
and  other  resins  used  in  producing 
fiber  glass  reinforced  materials. 

The  change  follows  the  recent 
sale  of  the  assets  and  business  of 
Plaskon  Division  by  Libbey- 
Owens-Ford  to  Allied  Chemical  & 
Dye  Corp. 

Mr.  Smead  has  already  had  a 
large  part  in  introducing  LOF’s 
Garan  finish  to  textile  operators 
and  plastics  laminators.  His  offices 
will  be  in  the  Wayne  Building, 
Toledo,  at  the  Fiber  Glass  Division 
headquarters. 


SectvUt^ 

SCREEN  SPLINER 


Fabrication  costs  are  cut 
drastically  by  the  use  of 
this  Screen  Spline  mochine. 
You  need  no  skilled  operator 
to  run  the  machine.  Your 
screen  splines  will  come 
out  uniformly  and  accurate 
giving  constant  quality 
control.  i\L  ‘  I 

•  !  ■  I  • '  T  J 


i»<vrity  Scrm**  SfjiiiHf 
Kcltmg  Machm* 


•  SAVES  300%  IN  LABOR  COSTS 

•  GAIN  GREATER  SAW  CAPAOTY 

•  SAVES  MATERIAL 

•  3  TIMES  FASTER  THAN  SINGLE 
BLADE  SAWS 

Two  MW  blades  cut  two  por- 
focHy  mitorod  corners  simuHono- 
ovsly  with  one  vortical  drop  of 
the  Modes.  Your  eight  foot  rule 
has  od|ustablo  stop. 

SPEOHCATtONS: 

S-SVi  »•  12'  Circwlar  Saw  BIoOm 
S-1M  H.P.  EImMc  Motars  (3750  r.p.m.) 
•'  rola  wMh  odfailaWa  stop 
Ponn  Mocks  fw  typo  of  mooWings 
Oroy  kUSs  pomping  system 


Jet  Drill  Company 
Changes  Nome 

The  Rocket  Concrete  Drill  Co. 
will  be  the  new  name  of  the  Jet 
Drill  Co.,  Dana  Point,  California, 
manufacturers  of  concrete  and 
masonry  drills,  the  firm  announced 
to  BUILDING  SPECIALTIES 
this  month. 

The  company  cited  difficulties  in 
trade  marking  the  old  name  as  the 
reason  for  the  change,  but  assured 
tha^-  none  of  the  firm’s  policies  or 
design  of  the  tool  would  be  changed. 

The  Rocket  will  continue  to  sell 
only  through  wholesale  hardware 
{Continued  on  Page  124) 


IMMEDIATE  DELIVERY 


FIELD  MEN  AVAILABLE  FOR  CONSULTATION. 
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The  fabulous 
“BUDGETAIRE” 
economy-priced  two-track  that  is 
lettini  new  sales  records  every¬ 
where.  A  “leader”  in  every  sense 
of  the  word  I 


Sol"*  ' 
floor  of 

tributo 

y/orner 

i  ter'*  0 
i  oge»- 


The  standard  favorite 
“DOUBLE  OE  LUXE” 
Famous  push  •  button  ventilation 
centre!  keynotes  the  quality  fea¬ 
tures  that  make  this  unit  unbeat¬ 
able  for  steady  tales  volume. 


Once  upon  a  few  centuries  ago,  the 
unenlightened  world  of  science  was 
sure  that  through  alchemy,  base  metals 
could  be  turned  into  precious  gold. 

We're  much  wiser  now,  aren't  we? 

Everybody  knows  that  you  can't  make 
something  what  it  isn't  or  wasn't  meant  to  be. 
Looking  like  a  thing  isn't  being  it ...  no  matter 
how  convincing  its  protagonists. 

Warner  Weather-Master's  "formula"  is  pure 
science  .  . .  not  alchemy.  Translated,  it's  this: 

3  (Three  windows,  covering  all 

three  markets  by  price-preference, 
each  "best  in  its  class".) 
y  ("Times"  .  .  .  the  multiplication  symbol, 
the  current  condition  of  the  market  or  the 
frequency  of  sales  campaigns,  whichever  you 
prefer  it  to  mean.) 

jp  (For  product,  prestige,  preference  or 

promotion.  Warner  Weather-Master  has  all 
in  super-abundance  ...  to  add  up  to 
pride  and  profit  —  both  are  basic  ingredients 
in  a  Warner  Weather-Master  distributorship.) 

=  $  (No  translation  needed.) 


Let's  understand.  Simply 
being  o  Warner  Weather- 
Master  distributor  is  no  magk 
formuia  to  success.  All  we 
claim  is  to  provide  more  et 
the  tried  and  proven  essen¬ 
tials  that  combine  to  make 
5UR[R  SUCCESSFUL  enter¬ 
prise. 


Tha  qrut  NEW 


"SUPER. LOK" 


Warner  Weather-  Master’s  latest  achieve¬ 
ment  in  triple-track  deslqn.  Pieneerinq 
skill  and  experience  pay  off  handsomely 
In  top-dollar  value  and  unsurpassed 
perfermance. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURED  BY 

UllIRnER  rnFC.  CORP. 

85  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 


In  Canada:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Labelle,  St.  Rose,  P.Q.,  Conado 
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Says  . 


It  SEAL§! 


^  Shownec  Casement  Storm  Sosti 
^  Seals  out  Drafts,  Dirt,  and  DustI 
^  Keeps  warm,  constant,  room  temperature! 
^  Neat,  trim,  appearance! 

^  Engineered  for  easy  installation! 

^  Priced  to  meet  any  competition! 

^  Call,  wire,  or  mail  coupon  today! 

Ship  anywhere  in  U.  S.  A. 


METAL  PRODUCTS  CO. 


B.  S.  Reporter 

{Continued  from  Page  122) 

and  will  feature  their  popular 
“triple  spiral”  core  drills.  The 
Rocket  line  is  available  in  center 
cutting  point  from  sizes  3/16" 
through  and  the  core  type  drill 
from  %"  through  2". 

In  making  the  name  change,  F. 
Halsey  Denman,  the  Rocket  Con¬ 
crete  Drill  Company  manager, 
pointed  out  that  the  same  agres- 
sive  sales  policies  that  had  made 
the  Jet  Drill  the  fastest  selling 
new  drill  in  the  nation  would  be 
maintained. 

*  *  w 

Remington  Reveals  Sales 
Program  for  1954 

Remington  Corporation,  manu¬ 
facturers  of  room  air  conditioners, 
revealed  a  greatly  expanded  adver¬ 
tising  and  sales  promotion  pro¬ 
gram  for  1954,  at  a  meeting  of 
eastern  distributors  held  here  at 
the  Henry  Hudson  Hotel.  Address¬ 
ing  the  group  were  Anthony 
Masiello  and  Harry  Jobes,  assis¬ 
tants  to  the  sales  manager,  and 
C.  Kenneth  Juno,  advertising  and 
sales  promotion  manager. 

Mr.  Juno  told  the  meeting  of 
distributors  from  Maine  to  the 
Carolinas  that  Remington’s  trade 
campaign  is  aimed  at  securing  new 
dealers  for  early  season  selling. 
It  will  emphasize  the  quality 
and  completeness  of  Remington’s 
“tropic  tested”  line,  and  the  fact 
that  the  company  is  a  specialist  as 
well  as  an  independent  producer, 
making  only  air  conditioners  12 
months  of  the  year.  Features  of 
the  1954  line  will  also  be  plugged 
in  this  program  which  began  last 
month  and  will  run  through  April. 

The  trade  program  will  be  ac¬ 
companied  by  consumer  newspaper 
ads,  24-sheet  posters  and  TV  and 
radio  spots.  The  consumer  pro¬ 
gram,  designed  to  lengthen  the 
peak  selling  season,  will  be  co¬ 
ordinated  with  the  distributors  for 
maximum  impact  in  each  market, 
Mr.  Juno  said.  Remington  has 


also  planned  an  impressive  sched¬ 
ule  of  national  consumer  magazine 
ads  to  back  up  both  distributor 
and  dealer,  he  added. 

A  program  of  dealer  training  by 
means  of  four  sound  strip  films 
in  full  color,  brochures  for  the 
salesmen  and  a  monthly  newsletter 
for  interchange  of  ideas,  is  also 
being  made  available. 

*  *  * 

Soles  Promotion  Mgr.  Named 
For  Reynolds  Building  Prod. 

Arvo  Aho,  formerly  Merchan¬ 
dising  Manager  of  the  Dayton 
Rubber  Company,  has  been  named 
Sales  Promotion  Manager,  Build¬ 
ing  Products  Division,  Reynolds 
Metals  Company,  Louisville,  Ky. 


Arvo  Aho 


Prior  to  his  association  with 
Dayton  Rubber,  Mr.  Aho  was  ac¬ 
count  executive  with  the  Allman 
Advertising  Agency  in  Detroit. 
With  a  total  of  12  years  experience 
in  sales,  advertising  and  sales  pro¬ 
motion  activities,  he  has  worked 
in  advertising  and  sales  promotion 
capacities  with  the  B.  F.  Goodrich 
Company,  and  in  large  retail  op¬ 
erations. 

A  native  of  New  Castle,  Penn¬ 
sylvania,  Mr.  Aho  attended  Carne¬ 
gie  Tech,  spent  four  years  in  the 
service  during  World  War  II. 

*  *  * 

Republic  Kitchens  Names 
Amarillo  Distributor 

“Night  schools”  soon  will  be 
starting  in  the  Southwestern 
schools  on  kitchen  planning,  spon¬ 
sored  by  Amarillo  Hardware  Com¬ 
pany  of  Amarillo,  Texas. 


940  D  STREET,  S.W.  ■ 

WASHINGTON  4,  D.  C.  g 

NAHonol  8-4796-7  j 

PLEASE  RUSH  —  wlHwut  obtigotloa  —  Utoro-  | 
twa,  dataiU  and  pricvt  on  SHAWNEE  On  | 
moot  Stonn  Soth.  Q  | 

NAME .  I 

COMPANY  .  I 

ADDRESS  .  I 

DEAUR  □  DISTRIBUTOR  □  [ 
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Amarillo  Hardware  was  ap¬ 
pointed  distributor  for  Republic 
Steel  Kitchens  in  western  and 
northwestern  Texas  and  New  Mex¬ 
ico,  according  to  C.  E.  Howes, 
general  manager  of  sales  for  Re¬ 
public  Steel  Corporation’s  Berger 
Manufacturing  Division  in  Canton, 

“Our  territory  is  too  large  for 
us  to  offer  personal  kitchen  plan¬ 
ning  service  to  our  dealers,”  said 
James  F.  Tolleson,  vice  president 
of  the  Amarillo  distributing  firm, 
explaining  the  need  for  the  night 
classes. 

“Instead,  we  are  putting  29  of 
our  factory-trained  men  into  the 
field  to  instruct  dealers  in  kitchen 
planning.  Dealers,  naturally,  are 
tied  up  during  the  daytime,  so  we 
intend  to  conduct  our  training 
classes  at  night,  with  about  three 
or  four  dealers  enrolled  in  each 
class.” 

These  sessions  will  be  held  in 
dealers’  stores  and  include  courses 
in  installation. 

Republic  Steel  Kitchens  displays 
are  being  erected  at  the  distribut¬ 
ing  firm’s  main  office  showroom 
and  warehouse  at  600  Grant  Street 
in  Amarillo  and  at  its  branch  in 
Lubbock,  Texas. 

*  *  Hi 

Superior  Industries  Enters 
Comb.  Door  Field 

Mr.  S.  J.  Henry,  President, 
Superior  Industries,  Inc.,  Youngs¬ 
town,  Ohio,  manufacturers  of  alum¬ 
inum  extrusions,  has  announced 
the  purchase  of  the  manufacturing 
facilities  of  The  All  Seasons  Door 
Company,  also  of  Youngstown. 
The  combination  storm  and  screen 
door  is  manufactured  of  aluminum 
extrusions  with  welded  aluminum 
corners.  This  move  now  makes 
Superior  completely  integrated  in¬ 
asmuch  as  they  now  produce  their 
own  aluminum  billets  and  extru¬ 
sions.  The  door  will  be  marketed 
by  a  subsidiary  of  Superior  known 
as  Artrim  Sales,  Inc.,  of  Youngs¬ 
town.  It  is  expected  that  approxi¬ 
mately  26  people  will  be  employed 
in  the  operation. 

(Continued  on  Page  126) 


Storm  Panels 

and 

Screens 

Engineered  to  Your 
Specifications 

FOR  WOOD  OR  METAL  WINDOWS 

INCLUDING 

Double  Hung 
Jalousies 
Casement 
Awning 

Are  you  manufacturing  or  distributing,  under  private  brand, 
any  of  the  above  type  windows?  Then  you  should  be  inter¬ 
ested  in  a  low  cost,  attractive  storm  panel  and  screen  custom 
produced  for  your  specific  needs.  It  will  pay  you  to  take 
advantage  of  Seasontite’s  engineering  know-how  today ! 
We  can  work  from  your  blueprints  or  provide  complete 
idea  to  finished  product  service. 

Write  today  for  complete  details 

The  Seasontite  Co. 

2855  N.  Halsted  St.  Chicago,  Ill. 
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Ask  about  our  new  low-priced  square  door  line. 


EXTRUSION  DIES 

Aluminum  Extrusion  Dies 
For  All  Types  And  Sizes 

• 

Satisfaction  Guaranteed 
Delivery  1  Week 

ACME  DIE  CORP. 

LOUISBURG  NORTH  CAROLINA 


B.S.  Reporter 

(Continued  from  Page  125) 

Remington  Shows  New  Units 
To  Southern  Distributor 

Remington  Corporation,  manu¬ 
facturer  of  room  air  conditioners, 
was  host  recently  to  a  meeting  of 
southern  appliance  distributors 
held  here  at  the  Roosevelt  Hotel. 

Remington’s  new  line  of  win¬ 
dow  and  console  units  was  unveiled 
and  many  advanced  features  were 
demonstrated.  The  distributors 
also  learned  about  the  firm’s  great¬ 
ly  expanded  advertising  and  sales 
promotion  program  for  1954,  the 
most  extensive  in  Remington’s  16 
year  history  in  the  room  air  con¬ 
ditioning  field. 

Addressing  the  group  were 
Harry  Jobes,  assistant  to  the  gen¬ 
eral  sales  manager,  Carl  Zauner, 
national  service  manager,  and  E. 
M.  Johnson,  southeastern  regional 
sales  manager.  Assisting  at  the 
meeting  were  William  Blackwell 
and  William  Adair,  Remington 
district  managers  of  the  territories 
concerned. 


*  *  * 

National  Radiator  Buys 
Viking  Air  Conditioning  Co. 

The  National  Radiator  Company, 
head  offices  at  Johnstown,  Pa., 
announced  recently  that  it  had 
purchased  from  the  owners  the 
principal  assets  of  the  Viking  Air 
Conditioning  Corporation  of  5601 
Walworth  Ave.,  Cleveland,  Ohio. 

Marion  I.  Levy,  President  of 
Viking,  has  been  elected  a  Vice- 
President  of  The  National  Radia¬ 
tor  Company  and  has  been  named 
General  Manager  of  Viking  which 
will  operate  as  the  Viking  Air 
Conditioning  Division  of  The 
National  Radiator  Company. 

Viking  has  been  a  principal  pro¬ 
ducer  of  blowers  for  warm  air 
furnaces  and  air  ‘conditioners, 
furnace  humidifiers,  attic  and 
win(iow  fans  and  has  recently 
entered  the  field  of  window  type 
summer  air  conditioning  units. 

President  T.  B.  Focke  of  The 
National  Radiator  Company  stated 
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SALES  SLUMPING? 

THE  COMPLETE  LINE 
OF  PRE-ENGINEERED 

Lock-Rite 

GARAGES  AND  COTTAGES 
IV/ 1 1  BOOST 
YOUR  SALES! 


We  are  in  a  position  to  offer  you  on  unusual  proposition  that  will 
serve  you  3  ways  —  give  you  o  fast  selling  line  of  merchandise  where 
there  is  absolutely  no  inventory  involved  .  .  .  provide  o  low-cost  soles 
office  in  o  location  YOU  choose  .  .  .  and  increose  soles  on  your  present 
lines,  for  complete  detailt  write 

Lock-Rite  Structures 

235  Mill  St.,  Lawrence,  L.  I.  CEdarhurst  9-2457  or  FAr  Rockaway  7-4780 


that  no  changes  are  contemplated 
in  personnel  or  in  Viking’s  previ¬ 
ous  manufacturing  and  merchan¬ 
dising  policies.  While  the  acquisi¬ 
tion  of  Viking  is  a  further  step  in 
the  direction  of  broadening  The 
National  Radiator  Company’s  ac¬ 
tivities  in  the  fields  of  heating, 
ventilating  and  summer  cooling, 
the  company  has  no  intention  of 
entering  the  furnace  field. 

*  *  * 

Major  Distributors,  Inc. 
Appointed  By  Republic 

A  Wilkes  Barre,  Pa.,  distributor 
whose  territory  has  grown  from 
two  counties  to  18  in  its  two-year 
history  will  represent  Republic 
Steel  Kitchens  in  northeastern 
Pennsylvania. 

Appointment  of  the  firm.  Major 
Distributors,  Inc.,  was  announced 
today  by  C.  E.  Howes,  general 
manager  of  sales  for  Republic 
Steel’s  Berger  Manufacturing  Di¬ 
vision. 

Founded  in  1951  by  Robert  R. 
Evans,  Major  Distributors,  Inc.,  is 
located  at  343  S.  Main  Street, 
Wilkes  Barre,  Pa.  An  open  house 
for  dealers  will  be  scheduled  as 
soon  as  construction  of  a  new  Re¬ 
public  Steel  Kitchens  display  is 
completed.  The  company  now  mar-  ! 
kets  a  full  line  of  major  kitchen 
appliances. 

Sales  of  the  new  line  will  be 
directed  by  Leo  Mutschler,  long 
experienced  in  distributor  opera¬ 
tions  in  the  area. 

*  *  * 

Miroplos  Announces 
Two  New  Distributors 

Two  new  distributors  of 
Miraplas  have  been  announced  by 
the  manufacturer,  the  S  &  W 
Moulding  Co.,  Columbus,  Ohio. 

New  additions  to  S  &  W’s  na¬ 
tionwide  distributor  list  are  the 
Peaslee-Gaulbert  Corp.,  1401  Sta¬ 
dium  Drive,  Indianapolis,  Ind., 
and  Coffin  &  Whimple,  Inc.,  142 
Broad  St.,  Bangor,  Me.  * 

A  wholesale  house  since  1867, 
Peaslee-Gaulbert  has  main  offices 
in  Louisville,  Ky.  Their  Indian¬ 
apolis  office  is  the  fifth  of  13  P-G 
branches  to  handle  the  Miraplas 
line.  Other  branches  now  carrying 


the  line  are  Louisville,  Ky. ;  Cin¬ 
cinnati,  Ohio ;  Atlanta,  Ga. ;  and 
Birmingham,  Ala.  The  firm  dis¬ 
tributes  floor  coverings,  furniture 
and  home  appliances. 


N.  Y.  Metal  Moulding 
Named  by  Nevamar 

Benjamin  Epstein,  president. 
New  York  Metal  Moulding  Co., 
Inc.,  155  East  33rd  Street,  New 
York  City,  has  announced  that  his 
company  has  been  appointed  dis¬ 
tributor  of  Nevamar,  a  high  pres¬ 


sure  laminate,  for  New  York  City 
and  its  surrounding  area,  the 
State  of  New  Jersey  and  Philadel¬ 
phia  and  its  surrounding  trading 
area. 

Nevamar,  product  of  National 
Plastics  Company,  is  a  decorative 
plastic  surfacing  material  fbr  all¬ 
purpose  and  commercial  use. 

New  York  Metal  Moulding  Co. 
also  maintains  branches  at  68 
South  8th  Street,  Newark,  N.  J., 
and  1012  Callahill  Street,  Phila¬ 
delphia. 

{Continued  on  Page  157) 
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CUT 

PRODUCTION 

costs  with  the 

MIGHTY  MIDGET 
PUNCH  PRESS 


This  machine  will  do  cveryMing  in  a  plant 
such  os  staking,  cutting,  crimping,  riveting, 
clinching,  marking,  trimming,  stamping,  blank¬ 
ing,  sv^ing,  perorating,  ossemMing  and  other 
operations. 

The  Mighty  Midget  does  better,  taster, 
cleaner  work.  It  has  an  impact  of  one  ton  and 
can  be  odiusted  to  a  feather  tosKh. 

Write  far  details  to: 

Peacock  Hetal  Producbs  Inc. 

752  Hyde  Park  Avenue 
Hyde  Park  (3«),  htrns. 

Phone:  HY  3-21 2S 


AMAZING! 


ALUMINUM 
LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Makes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 

See  for  yourself  v\hat  an  amazing 
product  TRACK-EZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Sssd  $1.00  ttdsy  fsr 
istrsdsetsry  tsN  of 
TMCKd 


Mi) 


l-EZE. 

SILVER'S 

Standard  Equipment  Co 
National  Distributors 

1308  Western  Ave. 
Soutli  lend  If,  Ind. 


New  Products 

{Continued  from  Page  78) 

Bendick  Hinge  Feature 
Of  Safety  Ladder 

Safe  at  last!  A  new  Automatic 
Self-Leveling  step  ladder  for  house¬ 
hold  and  industrial  use  is  now 
being  manufactured  by  the  Richbilt 
Manufacturing  Company. 


This  new  safety  ladder  features 
the  exclusive,  patented  Bendick 
Hinge  that  permits  the  ladder  to 
stand  firmly  on  uneven  surfaces. 
Simply  stand  on  it  —  Snap  —  and 
it  adjusts  itself!  It  can't  rock, 
twist,  sway  or  walk. 

The  Richbilt  Self-Leveling  safe¬ 
ty  ladder  is  available  in  a  complete 
range  of  standard  sizes  at  your 
local  hardware  dealer,  department 
and  paint  stores.  Richbilt  Mfg. 
Co.,  Dept.  BS,  3277  Spring  Grove 
Ave.,  Cincinnati,  Ohio. 


New  Roofing.  Siding 
Product  Announced 

A  new  aluminum  roofing  and 
siding  product,  said  to  reduce  by 
50  per  cent  the  amount  of  metal 
normally  used  in  side  laps  with 
conventional  metal  sheets,  is  an¬ 
nounced  by  the  Building  Products 
Division  of  Reynolds  Metals  Com¬ 
pany.  The  firm  now  is  manufac¬ 
turing  8-V  Crimp,  Roofing  and 
Siding  for  the  farm  and  commer¬ 
cial  markets  as  a  companion  prod¬ 
uct  to  the  company’s  new  48-inch 
Corrugated  Roofing. 

Reynolds,  which  reports  notable 
success  in  pioneering  manufacture 
of  embossed  aluminum  and  the  48- 


inch  corrugated  sheets,  says  the 
8-V  Crimp  roofing  and  siding 
material  makes  possible  substan¬ 
tial  metal  savings,  as  well  as 
savings  in  time,  labor  and  installa¬ 
tion  costs.  The  new  wide  sheets, 
the  firm  says,  actually  provide 
twice  the  coverage  of  a  standard 
width  sheet.  This  means  50  per 
cent  fewer  sheets  to  handle  with 
resulting  economies  in  application 
costs.  Two  12-foot  lengths  of  8-V 
Crimp  make  one  square  of  the 
material. 

Reynolds  8-V  Crimp  Roofing 
and  Siding  is  available  in  .019" 
(U.S.  Std.  26  Ga.)  and  .024"  (U.S. 
Std.  24  Ga.)  sheets.  Both  gauges 
are  embossed  for  greater  beauty 
and  rigidity,  and  both  gauges  are 
available  in  all  standard  lengths 
from  6  to  12  feet,  in  one-foot  in¬ 
crements.  Reynolds  Metals  Co., 
Dept.  BS,  Louisville,  Ky. 

*  *  * 

Movable  Aluminum  Partitions 
Marketed  By  Reynolds  Metals 

Marketing  of  new  lightweight 
insulated  movable  office  partitions, 
which  consist  of  aluminum-faced 
honeycomb-core  panels  and  ex¬ 
truded  aluminum  structural  mem¬ 
bers,  has  been  announced  by 
Building  Products,  Reynolds  Metals 
Company. 

Called  Reynowall  partitions,  they 
are  claimed  to  bring  all  the  main¬ 
tenance-free  beauty,  lightweight 
strength  and  versatility  of  alum¬ 
inum  to  office  partitioning.  They 
are  also  claimed  to  be  unusually 
strong  and  rigid  in  relation  to 
their  extremely  light  weight,  to  be 
highly  effective  as  sound  barriers, 
and  to  have  good  thermal  insula¬ 
tion  qualities. 

If  desired,  paint  may  be  applied 
for  additional  decorative  effect. 
Channels  for  Neoprene  glazing  are 
provided  wherever  glass  is  to  be 
used  in  window  s  or  glazed  railings. 
Ample  provision  is  made  for  con¬ 
cealed  wiring,  switches  and  outlet 
boxes. 

William  G.  Reynolds,  the  Rey¬ 
nolds  Metals  vice-president  in 
charge  of  the  firm’s  Building 
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Peerless  Door  S 


•  Immediate 
Delivery 


Peerless  Mail  Slot 


As  shown,  this  weatherstrip  is 
attached  to  the  frame  of  the  win¬ 
dow  by  simply  pushing  it  into  a 
saw  kerf  or  groove.  Once  it  has 
been  inserted,  these  strips  are 
permanent  fixed  and  as  the  metal 
used  has  a  spring  quality,  they  pro¬ 
vide  an  excellent  tension  weather 
seal. 

Not  only  is  this  strip  efficient 
for  “Awning”  type  window,  but 
for  out-swinging  casements  as 
well.  In  fact,  it  can  be  applied 
with  equal  ease  and  effectiveness 
to  double-hung  windows  too. 

This  new  “snap-on”  weather¬ 
strip  is  manufactured  by  the 
Master  Metal  Strip  Service,  Inc., 
Dept.  BS,  1720  North  Kilbourn 
Avenue,  Chicago  39,  Illinois. 


Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36,  N.Y. 
Nightingale  9-3845 


FOR  COMPLETE  INFORMATION 
AND  PRICE  LISTS 
call  NIghfingdale  9-3845 
OR  MAIL  COUPON 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave.,  Brooklyn  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slot  □  Grilles 


Address 


Zone. .  .  .  State. 


Plastic  Spline  and  Glazing 
Channels  in  Quantity 

A  large  stock  of  round  screen 
spline  in  extruded  plastic  is  carried 
by  the  Industrial  Plastic  Corp., 
which  attempts  to  have  all  sizes 
of  solid  and  hollow  spbne  on  hand 
for  use  in  aluminum,  plastic  or 
fiber  glass  screens. 

In  addition,  the  company  makes 
all  types  of  glazing  strips  and 
channels  for  aluminum  windows 
and  doors.  Hundreds  of  dies  are 
available  for  immediate  produc¬ 


tion  and  new  shapes  can  be  de¬ 
signed  and  produced  in  a  short 
time. 

Complete  engineering  facilities 
for  new  design  shapes  for  any 
purpose  are  also  offered.  All  that 
is  required  are  the  details  and 
specifications,  including  samples 
of  the  aluminum  channel  and  the 
*  glass  or  screen  that  is  to  be  used. 

Industrial  Plastics  Corp.,  Dept. 
BS,  816  W.  Beardsley  Ave.,  Elk¬ 
hart,  Indiana. 

{Continued  on  Page  130) 


Products  Division,  declared:  “We 
believe  that  Reynowall  will  find 
widespread  acceptance  and  appli¬ 
cation  wherever  there  is  need  for 
modern,  movable  office  partition¬ 
ing.”  Reynolds  Metals  Co.,  Dept. 
BS,  Louisville,  Ky. 


Metal  Weatherstrips 
For  Hinged  Windows 

The  “Awning”  type  window,  or 
swinging  sash  opening  from  the 
botton  and  hinged  at  the  top,  has 
become  very  popular.  Many  are 
used  in  conjunction  with  “picture 
windows,”  as  ventilating  units,  or 
in  a  series  to  frame  large  glass 
area.  Most  of  these  are  made  of 
wood  and,  like  all  windows,  re¬ 
quire  weatherstrips  to  seal  them 
satisfactorily  against  air  leakage. 
To  accomplish  this  important  func¬ 
tion,  a  new  form  of  metal  weather¬ 
strip  has  been  devised  for  all  out- 
swinging  windows. 


CLINCH  that  SALE — 

with  a  Peerless  Extra! 

Peerless  handsome  door  accessories  help  move  merchandise 
right  out  of  your  door  into  the  homes  of  satisfied  customersi 
Because  it’s  the  Peerless  Extra,  the  graceful  grille,  the  smart 
initial,  the  attractive  mail  slot  that  really  makes  it  a  door  of 
distinction  ...  all  dressed  up  to  go  places  and  bring  home 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR-LIKE 
FINISH  OR  SPARKLING  IRIDESCENT 
COLORS  AS  DESIRED 


&  Home  Improvement  Dealer 
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Everyone  we  know  is  in  business  for  pleasure  —  the 
pleasure  of  moking  o  dollar  —  but  if  you  con  moke  the 
dollar  and  still  give  the  customer  Cool-Ray  oil  aluminum 
awnings,  the  best  looking  dollar's  worth  in  the  awning 
market  today,  it  will  add  to  your  pleasure,  and  your 
pocketbook,  too!  You'll  find  that  the  Cool-Ray  way  is 
the  easiest  way  to  moke  that  buck. 

New  increased  facilities  complete  with  KD  availabilities 
for  those  whose  volume  requires  it  allow  us  to  offer  a 
new  price  list  and  the  usual  full  factory  co-operation. 
Factory  co-operation  includes  the  aid  of  our  engineering 
department,  sensible  delivery  and  complete  advertising 
and  sales  aids  for  every  medium.  Your  inquiries  will  be 
treated  with  sincerity  and  promptness. 


ALUMINUM  AWNINGS 

DIVISION  of  ROSENBLUM  BROS.  CO. 

226  SOUTH  PHELPS  STREET  YOUNGSTOWN,  O. 


DEALERS  0 

ALL  EXTRUDED— PICTURE  I 

ALUMINUM 


KD  Operators  For  New 
England  and  New  York 


RAME  2  TRACK 

COMB.  STORM 
&  SCREEN  SASH 

0 

X 

Glass 

Size 

TRIPLE  ACTION 

EXTRUDED 

11 

Glass 

PICTURE  FRAME 

Size 

COMB.  WINDOW 

24  X  24 

NewTRI-Way 


GENERAL  MFG.  CORP.  Tei.;  4.7993 

334  Chestnut  St.  SPRINGFIELD,  MASS. 


New  Products 

{Continued  from  Page  129) 

Reynolds  Issues  Brochure 
On  Aluminum  Mill  Products 

The  “1954  ALUMINUM  MILL 
PRODUCTS  DESIGN”  brochure 
has  just  been  published  by  Rey¬ 
nolds  Metals  Company.  This  12- 
page  SY2  X  11-inch  publication  lists 
in  condensed  easy-to-use  form  an 
amazing  amount  of  detailed  tech- 
’  nical  information  on  Reynolds 
Aluminum  mill  products. 

The  handy  index  includes  data 
on  characteristics  of  aluminum, 
standard  alloys,  tempers  and  sizes 
of  aluminum  sheet,  plate,  wire, 
j  rod,  bar,  tubing,  pipe,  extruded 
shapes  and  architectural  shapes. 
It  also  lists  an  alloy  selection  guide 
for  both  wrought  and  cast  alloys. 
Suggestions  for  fabricating  and 
finishing  are  also  included. 

The  brochure  also  lists  Reynolds 
complete  series  of  technical  manu¬ 
als  on  heat  treating,  welding, 
forming,  fastening,  machining,  and 
other  phases  of  aluminum  design 
and  fabrication,  as  well  as  the 
series  of  16-mm  movies  available 
in  full  color  and  sound. 

Reynolds  Metals  Company,  Dept. 
BS,  Desk  PR,  2500  South  Third 
Street,  Louisville  1,  Kentucky. 

*  *  * 

60  Second  Air  Change  By 
Westinghouse  Window  Fan 

A  new  window  fan  featuring 
twin  blades  with  exhaust  capacity 
to  change  the  air  in  a  four  room 
house  in  60  seconds  highlights  the 
1954  line  of  electric  fans  an¬ 
nounced  today  by  W.  B.  Massen- 
burg,  fan  manager,  Westinghouse 
Electric  Appliance  Division. 

The  1954  fan  line  also  marks 
the  introduction  of  a  new  20-inch 
combination  window  exhaust  and 
portable  fan  and  a  10-inch  circu¬ 
lating  fan  with  “air  jet  vanes”  for 
increased  air  delivery  capacity. 
Twelve  additional  fan  models  were 
announced,  ranging  from  a  10-inch 
oscillating  desk  fan  to  a  16-inch 
double-duty  fan  mounted  on  wheels 
for  easy  portability. 
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Mr.  Massenburg  reported  all  fan 
models  are  available  now  for  na¬ 
tional  distribution. 

Second  of  the  featured  fans  is 
the  20-inch  deluxe  window  fan, 
model  20WF.  This  fan  can  be  used 
as  a  window  exhaust  fan  or 
snapped  out  of  its  panel  for  use 
independently  as  a  portable  fan. 
It  can  exhaust  up  to  2500  cubic 
feet  of  air  a  minute  and  can  circu¬ 
late  up  to  3500  cubic  feet  of  air 
a  minute.  It  carries  a  suggested 
retail  price  of  $74.95. 

*  * 

Perfection  Air  Conditioner 
For  Commercial  Use 

Perfection  engineers  have  de¬ 
signed  a  portable  air  conditioner 
utility  cart  which  makes  it  possible 
to  bring  the  air  conditioning  unit 
to  a  permanently-installed  weather 
cabinet.  There,  the  unit  slides  into 
the  weather  cabinet  in  a  bureau 
drawer  motion.  Thus,  while  weath¬ 
er  cabinets  may  be  installed  in 
every  room  of  a  hotel,  hospital  or 
other  large  building,  the  air  con¬ 
ditioning  units  themselves  are 
brought  to  the  rooms  only  as 
needed.  Entirely  air-cooled,  they 
require  no  plumbing,  no  extra 
wiring. 


All  of  the  Perfection  Room  Air 
Conditioners,  of  one-half,  three- 
quarter  and  one  H.P.  capacities, 
fit  into  the  same  cabinets.  And, 
one  size  filter  fits  all  three  models. 
These  year-round  air  conditioners 
will  cool  and  heat  and  are  com¬ 
pletely  automatic  in  operation; 

With  the  Perfection  commercial 
room  air  conditioners  there  is  no 
problem  of  storage  in  winter  time. 

{Continued  on  Page  132) 


FOR  THE  BEST  SALES 

SELL 

THE  BEST... 


KEYSTONE 


INSECT  WIRE  SCREENING 

FINEST  MATERIALS  and  manufacturing  perfection! 
Maximum  strength  and  longest  life!  The  Keystone  line  of 
Insect  Wire  Screening  enables  you  to  give  today’s  biggest 
value  for  every  screening  dollar . . .  and  the  best  buy  is 
always  your  best  bet  for  sales  and  profits. 

Keystone  Insect  Wire  Screening  comes  in  aluminum, 
bronze  and  galvanized  steel,  and 
in  all  standard  widths.  It 
meets  U.  S.  Department 
of  Commerce  Commer¬ 
cial  Standard  138-49. 
Write  for  catalog  giving 
full  information  and 
start  cashing  in  on  this 
proven  sales  leader. 


KEYSTONE 


WIRE  CLOTH  COMPANY 

HANOVER,  PA  •  FOSTORIA,  OHIO 
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EVERYDAY  ^ 


IF  YOU’RE  NOT  USING  FIRRY 


ST  AIMLESS  STStL  SOtiWS  FOR 
ASSEMBLY  AND  INSTALLA- 
TION  OF  AWNINGS,  COMBI¬ 
NATION  DOORS,  WINDOWS, 
JALOUSIES,  ENCLOSURES. 

SAVE  ASSEMBLY  TIME! 

Ferry  Stainless  Steel  Sheet 
Metal  Screws  are  HARDER 
—  slots  or  recesses  will  not 
rout  out,  heads  will  not 
break  off,  shanks  will  not 
bend. Drive  themFAST 
and  HARD  — to  save 
time  on  every  job, 
every  day. 

PERMANENT  BEAUTY! 

Ferry  Stainless  Steel 
Screws  will  never  rust, 
never  corrode  .  . . 
always  bright  and 
shining  as  new ! 

Will  not  "bleed". 

Permanently  protect 
the  APPEARANCE  of 
your  jobs. 


E.  We  FERRY, 

world's  leading  produce, 
of  stainless  steel  screws, 
furnishes  them  in 
No.  430,  No.  410 
BRIGHT  HARDENED 
and  in  No.  304  Stainless. 

BY  THE  CASE  or 
BY  THE  CARLOAD, 
GROSS  PACKED  or 
IN  BULK.  WRITE 
FOR  CATALOG 
AND  PRICE  SHEET. 


e.  w.  ferry  I  I  ^ 

L  SCREW  PRODUCTS,^ 


Soith  Road,  Brookpaik, 
Oavaland  30.  Ohio 


! 


New  Products 

{Continued  from  Page  131) 

They  are  so  designed  that  the  en¬ 
tire  unit  is  installed  inside  the 
window  glass  line.  The  window 
merely  has  to  be  closed  behind  the 
unit.  Similarly,  this  eases  the 
window  washing  problem. 

These  room  air  conditioners 
provide  clean  filtered  air  on  a 
year-round  basis  because  pollen, 
dust  and  dirt  are  cleansed  from 
incoming  room  air  by  the  double 
cleaning  of  Perfection’s  large¬ 
faced  viscous-coated  filter  and  spe¬ 
cial  air  wash.  Four  adjustable 
grills  direct  the  flow  of  cleansed 
conditioned  air  in  one  or  several 
directions  for  draft-free  circula¬ 
tion. 

The  decorator  styled  Perfection 
Room  Air  Conditioner  is  finished 
in  cool  beige  —  attractive  in  home 
or  office.  Perfection  Stove  Co., 
Dept.  BS,  7609  Platt  Ave.,  Cleve¬ 
land,  Ohio. 


*  * 


* 


Enlarged  Handbook  Contains 
Insulation  Specifications 

An  enlarged,  up-to-date  fourth 
edition  of  the  specifiers’  handbook, 
“Mineral  Wool  Insulation  Specifi¬ 
cations  &  Standards,’’  has  just 
been  compiled  and  published  by 
the  Industrial  Mineral  Fiber  Insti¬ 
tute  Inc.  Bound  in  a  tough,  flex¬ 
ible  cover  for  long  use  on  design 
tables  and  in  the  field,  the  6"  x  9" 
handbook  is  designed  to  guide 
buyers,  engineers,  plant  superin¬ 
tendents,  specification  writers  and 
contractors  in  properly  selecting 
materials  and  application  prac¬ 
tices  for  government  contracts  and 
as  a  basis  for  insulation  specifica¬ 
tion  within  industry  itself. 

The  24  specifications  and  stand¬ 
ards  in  the  insulation  handbook 
include  7  by  the  A.S.T.M.,  2  by 
the  U.  S.  Maritime  Commission,  8 
Federal  Specifications  and  3  Com¬ 
mercials  Standards.  Four  Military 
Specifications  on  mineral  wool 
blankets,  blocks  and  boards,  felts, 
and  insulating  cement  had  not 


been  issued  at  the  time  the  previ¬ 
ous  edition  of  the  handbook  was 
published. 

Copies  of  the  handbook  may  be 
obtained,  at  $3.50  each,  by  writing 
Executive  Director,  Industrial 
Mineral  Fiber  Institute  Inc.,  Dept. 
BS,  441  Lexington  Ave.,  New  York 
17,  N.  Y. 


♦ 


♦  ♦ 


Economical  Blower 
Has  Safety  Cutout 

A  large-capacity  blower  (6-inch 
wheel)  for  quick  removal  of  fumes, 
smoke,  and  stale  air,  or  for  cooling 
and  ventilating,  is  now  being 
offered  by  Standard  Electric  Mfg. 
Co.,  Inc.  Moving  up  to  600  cubic 
feet  of  air  per  minute,  the  blower 
features  an  automatic  cutout 
which  stops  the  completely  en¬ 
closed  110- volt  60  cycle  motor  be¬ 
fore  it  can  overheat. 


The  price  of  the  600-cubic-feet- 
per-minute  blower  described  is 
$25.00.  Smaller  sizes  with  different 
capacities  and  current  characteris¬ 
tics  are  also  available  at  propor¬ 
tionate  prices. 

Standard  Electric  Mfg.  Co.,  Inc., 
Dept.  BS,  West  Berlin  12,  New 
Jersey. 

«  jSe  # 


Coleman  Plans  9  Systems 
For  1954  Air  Conditioning 

The  Coleman  Company,  pioneer 
home  heating  manufacturer,  an¬ 
nounces  a  line  of  nine  air  condi¬ 
tioning  systems  for  1954  —  six 
models  of  two  distinct  types  for 
homes  and  three  models  for  com¬ 
mercial  applications. 

The  company  is  broadening  its 
coverage  of  the  residential  market 
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by  adding  five-ton  models  to  its 
two  former  lines  of  two-  and  three- 
ton  models,  and  is  entering  the 
commercial  field  for  the  first  time  i 
after  three  years  of  residential  air 
conditioning. 

Included  in  the  1954  line  will  be 
a  packaged  evaporative  condenser 
and  compressor  in  two-,  three-  and 
five-ton  sizes;  water-cooled  con-  | 
densers  of  two-  and  three-ton  ca¬ 
pacities;  and  an  evaporative  con-  , 
denser  in  two-,  three-  and  five-ton 
sizes  for  commercial  installations,  i 

All  of  the  new  air  conditioning  j 
models  can  be  used  with  conven-  j 
tional  forced  warm  air  furnaces  as  j 
well  as  with  Coleman’s  small-pipe 
Blend-Air  heating  system. 

The  evaporative  condenser  being 
introduced  for  commercial  use  is 
called  the  Aqua-Fog.  It  is  designed 
to  take  the  place  of  conventional 
cooling  towers  of  waste-water  cool¬ 
ing,  permits  a  97  per  cent  saving  j 
in  water  system,  and  reduces  elec-  j 
trie  power  requirements  as  much  [ 
as  25  per  cent.  It  is  being  offered  i 
in  two-,  three-  and  five-ton  sizes 
also. 

The  Coleman  Co.,  Dept.  BS, 
Wichita,  Kansas. 

i 

*  *  *  j 

Federal  Housing  Report 
Now  Available  | 

The  full  text  of  the  report  of  j 
the  President’s  Advisory  Commit-  i 
tee  on  Housing  Policies  and  Pro-  ; 
grams,  has  now  been  issued  in  i 
printed  form  and  is  available  from  ! 
the  Superintendent  of  Documents,  I 
Washington,  D.  C. 

The  Committee’s  recommenda¬ 
tions  to  the  President,  released 
publicly  on  December  15,  are  con-  ; 
tained  in  the  first  20  pages  of  the 
375-page  report.  The  remainder 
consists  of  the  detailed  studies  and  | 
data  of  the  five  subcommittees 
which  worked  for  three  months  j 
on  their  intensive  review  of  hous-  j 
ing  problems  and  programs.  The 
full  report  sells  for  a  dollar  a  copy  i 
and  discounts  can  be  arranged  for  | 
quantity  purchases  of  100  or  more,  j 

*  *  *  I 

! 

(Continued  on  Page  134)  j 


EARLY  BIRDS  GET  THE  BARGAIN! 


STORM  WIZARD” 
CASEMENT  SCREENS 


FAMOUS 


^NTIL  APRIL  1,  1954 
JU%  OFF!  IN  1,000  QUANTITIES 


All  aluminum,  extruded  frame,  mesh  screen 


Lowest  Ever! 


STOCK  UP  NOW! 

^  New  Dating  Plan! 

1/3  in  30  doys,  60  and  90  days 


pat  pending 


MADE  IN  AND  FOR  THE 
RUGGED  NEW  ENGLAND 
MAR  KET...SO  YOU 
KNOW  IT'S  BEST 
A  kl  Y  W  H  E,R  E  / 


"IT  FLOATS!" 

ALLIED’S  exclusive*  feature  pro- 
vides  a  “floating”  sill  that  adjusts 
to  variations  in  level  automatically 
and  with  unparalleled  security.  SASHES 
float  on  40”  of  tough,  weatherproof  spring¬ 
ing  in  “step-back”  frame  for  free  position- 
ability  and  weather-tight,  rattle-free  opera¬ 
tion. 

(•Protected  under  U.S.  Pat.  No.  2523070) 


FREE  DELIVERY  100  MILE  RADIUS  OF 
NEW  LONDON  .  .  .  NOMINAL  COST 
BEYOND  WITH  1st  100  MILES  FREE! 

Full  Range  of  dependable 
ALL  ALUUlWV!  COM  BIN  AT  10?! 

STORM  t  SCREEN  WINDOWS 

SENTINEL  —  economy  extruded  two-slide 
The  BERKELEY  —  rolled-frame  two-slide 
.  AMI  De  Luxe  TRIPLE  SLIDE: 

\  Ho  trucks!  No  channels! 

\  NERSICA  SHOW  —  BOOTH  12  MEZZ. 


Wr/fe  for  unique  "KD"  Plan 

ALLIED  METALS,  INC. 

14  Hamilton  Street 
New  London,  Conn 
Tel  3-1819 
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INDUSTRIAL  SCREW  COMPANY 

1.  We  specialize  in  STANDARD  AND  SPECIAL  FASTENERS,  SPECIAL  | 

HARDWARE,  and  KREIDEL  SPLINES  for  the  COMBINATION  STORM  | 
DOOR  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum  and  stainless  | 
steel  .  .  .  with  slotted  and  Phillips  heads.  ,  '  I 

2.  All  our  products  are  made  to  specifications  of  the  National  Combination 
Storm  Dmr  &  Window  Institute. 

Serving  Your  Industry  for  Eight  Years 

711  W.  Lok*  Sf.  5476  State  Rood 

Chicago  6,  III.  —  DEarboni  2>7380  Cleveland  29,  Ohio  —  SHadytide  1-3636 

West  of  Ohio  Ohio  and  East 

^!t>6  ou%  Cataloe^  amd  iUm  aetd^mid  om4  &f»attcU  nma^ndt  t/ou. 


DISTRIBUTOR  &  DEALER  INQUIRIES  INVITED! 

^  GUTTERS  6c  LEADERS 


AVAILABLE  FOR 
IMMEDIATE  DELIVERY 


iO-GEI 


\  EASTERN  offers  a  complete  line  of  O-Gee 
\  and  half-round  aluminum  gutters  and  leaders 

\  for  all  types  of  architecture . industrial, 

\  home,  and  farms.  Write  for  details  todayl 

\  CHECK  THESE  IMPORTANT  FEATURES: 
\  •  Never  rust  or  stain  exterior  walls. 

\  •  No  painting  or  maintenance  required. 

\  •  Lightweight  —  will  not  sag. 

\  •  Easy  handling  —  easy  installation. 

\  •  No  soldering  —  joins  by  slip-joint 

•  Fire-,  termite-,  and  rodent-proof. 

Alcoa  Alclad  Aluminum — patented  trademark 
al  Aluminum  Company  a*  America. 

PRICED  LOWER 
THAN  OTHER 
RUST-PROOF 
MATERIALS! 


•  WRITE 

•  WIRE 

•  PHONE 


BUILDING  PRODUCTS  CORP. 

72-82  Lockwood  St..  Newark  5,  N.  J. 

Newark  Phone:  MArkef  3-6470  •  New  York  Phone:  BArclay  7-6770 


New  Products 

(Contimied  f  rom  Page  133) 

Coleman  Guide  Estimates 
Home  Cooling  Cost 

A  handy  slide  rule  for  estimat¬ 
ing  season  operating  costs  of  home 
cooling  systems  is  announced  by 
the  Coleman  Company,  manufac¬ 
turer  of  home  heating  and  air 
conditioning  equipment,  for  free 
distribution  to  builders  and  archi¬ 
tects. 

Called  the  Coleman  Economy 
Guide  for  Home  Cooling,  it  en¬ 
ables  the  user  to  compute  quickly 
and  to  compare  what  the  season 
operating  costs  will  be  for  any 
home  in  any  part  of  the  United 
States,  if  equipped  with  any  of 
four  kinds  of  cooling  systems.  It 
covers  systems  with  waste-water 
condensers,  cooling  towers,  evap¬ 
orative  condenser  and  air-cooled 
condensers. 

A  booklet  which  lists  utility 
rates  in  98  cities  is  furnished  with 
the  slide  rule.  To  further  assist 
the  user,  the  rule  is  imprinted 
with  a  small  map  showing  months 
of  cooling  operation  per  years  and 
humidity  variations  for  all  parts 
of  the  United  States. 

In  explaining  the  purpose  of  the 
slide  rule,  Sheldon  Coleman,  the 
company’s  president,  said: 

“We  hope  this  slide  rule  will 
promote  a  realistic  understanding 
of  all  the  various  elements  that 
make  up  operating  costs,  as  well 
as  providing  a  handy  yardstick  for 
the  builder  and  architect  to  select 
the  most  economical  equipment  for 
any  given  situation.” 

Copies  of  the  Economy  Guide 
are  available  free  to  builders  and 
architects  on  written  request  to 
The  Coleman  Company,  Inc.,  Dept. 
BS,  250  North  St.  Francis  Ave., 
Wichita  1,  Kansas. 

*  *  * 

Electrostatic  Air  Cleaner 
Eliminates  Dusting 

A  new  electrostatic  air  cleaner 
has  recently  been  developed  by  a 
Chicago  manufacturing  firm. 

The  cleaner,  which  employs 
mechanical  and  electrostatic  filters 
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to  trap  and  hold  airborne  dust, 
lint  and  pollen  particles,  is  avail¬ 
able  in  two  models.  One,  a  console 
unit,  is  a  room  air  cleaner.  The 
other  model  works  in  conjunction 
with  any  type  of  warm-air  heating 
furnace.  Filters  can  be  removed 
easily  for  cleaning  or  replacement. 

In  addition  to  reducing  dusting 
and  redecorating  to  a  bare  mini¬ 
mum,  these  cleaners  are  very 
effective  in  removing  pollen  and 
other  irritating  particles  which 
aggravate  hay  fever  and  some 
types  of  asthma. 

A  seven-room  house  can  be 
equipped  with  the  furnace  unit  for 
$350  to  $450,  including  installa¬ 
tion  costs. 

The  Radex  Corporation,  Dept. 
BS,  2076  N.  Elston  Ave.,  Chicago. 

*  <•>  * 

Foundation  Grille  For 
Winter  and  Summer  Use 

Year-round  utility  of  a  new 
Macklanburg  -  Duncan  foundation 
vent  grille  is  making  it  a  favorite 
choice  of  builders  and  dealers 
alike. 


The  new  cast  aluminum  grille 
is  equipped  with  an  adjustable 
shutter.  During  winter  the  shutter 
may  be  pulled  closed  and  locked 
to  keep  out  cold  air  from  under 
the  house.  In  summer  the  shutter 
can  be  easily  pushed  open.  A  wire 
screen  back  of  the  aluminum  mesh  ers.  For  further  information :  vided  in  “Local  Development  and 
keeps  out  insects.  Department  H,  BS,  Macklanburg-  Enforcement  of  Housing  Codes,” 

Made  to  fit  standard  8”  by  16”  Duncan  Co.,  Box  1197,  Oklahoma  to  be  issued  soon  by  the  Housing 
foundation  vent  openings  in  brick  City,  Okla.  and  Home  Finance  Agency.  Pre- 

or  concrete  construction,  the  new  ♦  *  *  pared  from  materials  assembled 

foundation  vent  grille  is  available  ^  by  Syracuse  University  under  con- 

3  ways  —  plain  grille,  grille  and  Federal  Agency  Issues  tract  witii  HHFA’s  Division  of 

screen  and  grille,  screen  and  shut-  Housing  Code  Material  Housing  Research,  the  55-page  re- 

ter.  This  grille  is  easily  adaptable  An  aid  to  cities  interested  in  port  is  available  for  40  cents  from 
for  use  as  a  cornice  ventilator.  developing  and  enforcing  min-  the  Superintendent  of  Documents, 
Like  other  M-D  products,  the  imum  housing  standards  as  a  U.  S.  Government  Printing  Office, 
grille  is  sold  through  hardware,  means  for  improving  and  conserv-  Washington  25,  D.  C. 
lumber  and  building  supply  deal-  ing  their  housing  supply  is  pro-  {Continued  on  Page  136) 


WINDOW  PACKAGE 

All  Extruded  63  STS,  Triple  Action 
Self-Storing  Combination 

STORM  WINDOW 

24"  X  24"  (glass  site) 

ONLY 


*  All  materiots  supplied  including  hardware,  glazing  channel,  I  L  HI 

plastic  screen  spline  and  installation  screws.  Nothing  else  to  |  I  I'l 

buy  except  glass  and  screen.  '  Ill 

t  Buy  Lineal  Lengths  As  You  Need  Them 

r  Set  Up  Your  Own  KD  or  Dealer  Plans 

•  Save  KD  Cutting  Charges  — >  Moke  $2  to  $4 
in  Extra  Profits 

•  Cut  Your  Own  Windows  in  5  to  10  Minutes 

•  Eliminate  Inventory  Headaches  -—  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

•  Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

•  Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  —  All  Hardware  Included 

•  All  Extruded  Shapes  in  Stock 


IT'S  EASY*  imnittlVE  •  PROFITABIE 


Writm  Today  for  Details 


ffo4vcl<^  /UlMWMlt  FAmiCAr(ffiS,  Ik. 


1736  Pacific  Street,  Brooklyn  13,  N.  Y. 


Phone:  PResident  2-41 51  •2-3 
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Something  HEWi 


The 


CRAIG 


patented 


FOLB-/l-$Tilll 


1.  Makes  Hie  waste  space  of  the  attic  into 
real  "dollars  and  cents"  value  for  added 
storage  and  living  space. 

2.  Felds  easily  and  safely  into  small  space. 
Install  in  a  hallway  or  a  large  closet. 

3.  Quick,  easy  installation  in  new  and  old 
homes.  Complete  installation  instruc* 
tions  supplied. 

4.  A  big  demand  item  that  will  fit  in  with 
your  present  lines. 

5.  Good,  fast  service  from  foctory  on  any 
quantity  —  one  unit  or  a  caHoad. 

6.  F.  H.  A.  acceptance. 

7.  No  need  to  carry  various  sizes  in  stock. 
The  "universal"  model  fits  all  ceiling 
heights  of  nine  feet  end  less. 


DEALERS: 


Return  coupon  for  details. 


NAME  . 

COMPANY  . 

ADDRESS  . 

CITY . STATE 


CRAIG  WOOD-PRODUCTS  COMPANY 

Brennan  Rood  Columbus,  Georgia 


New  Product's 

(Continued  from  Page  135) 

New  Sliding  Door  Hardware 
Announced  By  M-D 

Built-in,  positive  protection 
against  track  jumping,  and  smooth, 
noise-free  operation  are  the  most 
important  features  of  the  new 
M-D  Sliding  Door  Hardware  pro¬ 
duced  by  the  Macklanburg-Duncan 
Co.,  building  specialty  manufac¬ 
turers  of  Oklahoma  City. 

“Simplicity  in  de.sign  of  our 
track  and  hardware,  as  well  as 
ease  in  handling  and  installation 
for  both  dealers  and  users,  were 
very  important  factors  in  our  con¬ 
sideration,”  said  R.  A.  Macklan- 
burg,  Jr.,  Vice-President  and  Gen¬ 
eral  Manager  of  the  firm,  when 
the  new  line  of  overhead  track  was 
announced.  “Dealers  and  users 
will  find  that  the  multiple  appli¬ 
cation  of  our  line  proves  very 
satisfactory,”  he  added. 


As  illustrated  above,  M-D  Slid¬ 
ing  Door  Hardware  consists  of 
extra-heavy,  extruded  aluminum 
track ;  heavy-gauge,  cadmium- 
plated  steel  hangers  with  an  ever¬ 
lasting,  completely  noiseless  black 
nylon  wheel  on  a  silent,  solid  brass 
wheel  bearing  and  a  rust-proof 
aluminum  door  guide.  Door  pulls 
are  available  separately  in  stain¬ 
less  steel  or  yellow  brass. 

The  track  works  for  both  %" 
or  1%"  single  or  by-passing  doors. 
And  the  accessories  come  com¬ 
pletely  packaged  for  both  sizes, 
including  the  necessary  screws  for 
the  track,  as  well  as  the  hangers 


DISTRIBUTORS 

DEALERS 

TwoNew^^ofit_Makers 
It  Floats 

The  latest  aluminum  horizontally 
sliding  combination  unit  for  sliding 
aluminum  windows. 

The  Master  Frame  is  Spring  Load¬ 
ed  and  adjusts  automatically  to 
variations  in  the  prime  window 
wood  surrounds. 


TYPE  3921  . $10.00 


EXTRUDED  ALUMINUM  WICKET  TYPE 
STORM  WINDOWS 

The  most  practical  and  economical 
storm  window  for  Simplex  and  Pro¬ 
jected  Casement  Windows.  Made 
with  built-in  Vent  Door  for  access 
to  locking  handles. 


TYPE  2423  Mod . $11.50 


STEEL  WINDOW  PRODUOS  CO. 

550  NASSAU  ROAD 

Rootevelt,  L.  I.,  N.  Y. 
Freeport  9-3401 


S  omething 


for  you  to  sell 
every  day 
in  the  year 


there's  o  big, 
for 

u-tetf-Hii 

seH-tervice 
television  receiving 
tube  tester 


_  Filling  stations,  grocery 

stores,  hardware  stares,  beer  depots,  drag 
stores  ...  in  fact,  any  retail  outlet  that 
wants  added  traffic,  more  sales,  extra 
profit  is  a  prospect  for  u-test-m  —  the 
sensational  self-servicing  television  receiv¬ 
ing  tube  tester  that  tests  doubtful  tubes 
in  only  two  square  feet  of  floor  space. 

Your  men  ore  naturals  to  sell  this  clean 
package  deal  os  they  make  their  rounds  — 
and  pick  up  fat  commission  checks  that  will 
make  them  —  and  you  —  happy.  You  hove 
nothing  to  stock,  imthing  to  carry,  nothing 
to  bill.  Your  {ob  ii  fust  to  sell.  Call,  wire 
er  write  lor  the  happy  facts. 


545  5turgeon  Eddy  Road,  Wausau,  Wis. 
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and  door  guides.  Instructions  for 
installing  are  packed  in  every  box. 
All  the  user  needs  for  a  pair  of 
doors  is  a  piece  of  track,  which  is 
available  in  4',  5',  6'  and  8'  lengths, 
and  a  box  containing  the  hard¬ 
ware.  The  track  and  the  hardware 
are  dispensed  from  a  combination 
stock  and  display  case  which  has 
an  operating  model  suspended  in 
front. 

M-D’s  new,  noiseless,  overhead 
Sliding  Door  Hardware  is  sold  by 
all  lumber,  hardware  and  building 
supply  dealers  —  but  for  further 
information  write  Dept.  K,  Mack- 
lanburg-Duncan  Co.,  BS,  Box  1197, 
Oklahoma  City,  Oklahoma. 

*  *  * 

King  Size  Miroplcos 
New  WaU  TUe 

Now  it’s  “King  Size’’  Miraplas 
—  the  latest  thing  in  plastic  wall 
tile. 


The  S  &  W  Moulding  Company 
has  just  introduced  “King  Size’’ 
Miraplas  —  a  bigger,  thicker  plas¬ 
tic  tile  in  x  8I/2"  size.  One 
block  of  “King  Size’’  is  equivalent 
to  four  regular  tiles,  and  is  32% 
thicker  than  smaller  conventional 
size  tiles.  The  larger  size  ensures 
greater  rigidity  and  smooth  sur¬ 
face  appearances,  according  to  the 
manufacturer.  The  new  tile  is 
designed  for  a  thin  mortar  or 
grout  line,  which  accents  its  size, 
gives  it  a  “custom  look.’’ 

Heretofore,  large  tiles  have 
been  used  mostly  for  ceilings  and 
sidewalls  above  wainscots.  S  &  W 
recommends  its  new  “King  Size’’ 
for  above-wainscot  applications — 
and  promotes  it  tor  lower  wall 
installations,  as  well ! 

The  new  product  is  highly  rec- 


I 


•  Simple,  Sure 
Installation! 

•  Will  not  Crack,  bleach, 
or  crumble! 


Guaranteed! 


You  ran  sell  transformation  magic  at  an  attrac* 
live  consumer  price  and  make  real  money! 
Look  around  you  now  ...  at  the  homes  that 
can  be  made  better,  more  beautiful,  more 
valuable  than  new  —  and  you’ll  be  looking  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO>RISK  plan  today! 


Among  MEADOWSTONE’S  Unique  Features 

*  Natural  rock-hewn  face 

*  Stone  up  to  20"  long 

*  Live  steam  cured 

*  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


Write 


Coll, 


Wire 


E.  A.  Ross 


MEADOWST  Old'K,  I.C. 


The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
YONKERS  8-3377 


there's  nothing 


^  l^MEADOWSTONE 


The  original  LIVE-STEAN  cured  cast  stone 


THERE'S  A  WORLD  OF  DIFFER. 
ENCE  IN  MEADOWSTONE  .  .  . 
riiof'a  wky  MEADOWSTONE  bos 
no  competition ! 


ommended  for  residential  instal¬ 
lations.  In  addition,  it  is  ideal  for 
industrial  and  commercial  appli¬ 
cations,  such  as  school  corridors, 
factory  washrooms,  commercial 
kitchens,  restaurants  and  lava¬ 
tories. 

S  &  W’s  “King  Size’’  Miraplas 
will  be  available  in  solid  and 
marbleized  colors,  according  to 
Hal  Mirvis,  General  Sales  Man¬ 
ager.  The  S  &  W  Moulding  Co., 
Dept.  BS,  Columbus,  Ohio. 


"Companion  Colors"  For  New 
Marlite  Plank  and  Block 

New  Marlite  Plank  and  Block, 
now  being  introduced  by  Marsh 
Wall  Products,  Inc.,  features  an 
entirely  new  line  of  ten  “compan¬ 
ion  colors.” 

The  new  colors  were  styled 
especially  for  Marlite  Plank  and 
Block  by  world-renowned  Ray¬ 
mond  Loewy  Associates.  They  are 
the  result  of  a  careful  review  and 
(Continued  on  Page  138) 
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analysis  of  modern  trends  in  color 
acceptance  for  both  residential 
and  commercial  interiors. 

Raymond  Loewy  Associates  for¬ 
mulated  the  subtle  tones  and  soft 
lustre  of  the  new  Marlite  paneling 
to  be  suitable  for  any  room  at 
home  or  business,  greatly  increas¬ 
ing  the  opportunities  for  sales  of 
prefinished  wallpanels.  In  conven¬ 
ient  16"  planks  and  blocks,  the 
“companion  colors”  are  adaptable 
for  any  color  scheme  and  decora¬ 
tive  treatment. 

The  new  Marlite  Plank  and 
Block  “companion  colors”  include 
polar  white,  light  aqua,  dark  aqua, 
parchment,  sunlight  yellow,  mist 
gray,  smoke  gray,  foam  green, 
sage  green  and  dusty  pink,  plus 
wood  patterns  which  include  nat¬ 
ural  walnut,  silver  walnut,  striped 
mahogany  and  golden  mahogany. 
Marsh  Wall  Prod.,  Dept.  BS, 
Dover,  Ohio. 


Tub  Enclosure  Unit 
For  Home  Modernization 

Standard  Steel  Cabinet  Com¬ 
pany,  a  Chicago  firm,  is  presently 
producing  a  low  cost  bathtub  en¬ 
closure,  designed  to  sell  in  the 
home  modernization  market. 


IF  YOU  WANT  TO  SAVE  $$$ 

. . .  READ  THIS ! 


You  can  buy  all  the  components  for 
storm  windows,  storm  doors,  and  jalousies 
for  less  than  you're  paying  now  —  for  less 
than  it  costs  you  to  manufacture  in  your 
own  plant! 

Use  our  plant  facilities,  our  design  staff, 
and  our  money  saving  production  tech¬ 
niques  for  all  metal  parts.  Minimum  cost 
on  dies  for  standardized  units;  all  dies 
made  in  our  tool  room  for  complete  quality 
control. 

We  know  we  can  save  you  money !  Make 
us  prove  it  —  get  our  quotations  on  any 
stamping,  die  castings,  and  die  work. 

Door  Manufacturers:  corner  keys  our 
specialty  —  write  for  quototion  and  free 
samples^ _ 


According  to  David  Stone,  Presi¬ 
dent  of  the  Company,  the  Standard 
bath  enclosure  is  ideal  for  mod- 
ernizatioii  sales,  because  of  the  low 
cost  factor  to  the  homeowner,  ease 
of  installation  (requiring  only  six 
screws  for  entire  unit),  and  the 
enclosure  can  be  sold  easily  along 


3420  Market  St 
Philadelphia  4,  Pa 


FEBRUARY  1954  BUILDING  SPECIALTIES 


Designed  for  BIGGEST  YEAR  GROUND  PROFITS 


with  other  bathroom  remodeling. 

The  enclosure  unit  has  a  silent 
roller  bearing  and  track  with  the 
glass  enclosed  in  neoprene  rubber 
channels,  to  eliminate  glass  break¬ 
age  and  insure  a  watertight  as¬ 
sembly.  An  anti-drip  rail  has  been 
added  to  the  unit  running  the  full 
width  of  the  doors  to  drain  water 
back  into  the  tub. 

A  choice  of  obscure,  semi- 
obscure,  clear  or  other  glass  types 
is  offered. 

Standard  Steel  also  offers  a 
complete  line  of  bathroom  cabinets 
with  mirrored  latch  or  sliding 
panels,  including  the  “Child  Guard” 
feature,  which  insures  safe  storage 
of  drugs  by  a  unique  safety  catch. 

Standard  Steel  Cabinet  Com¬ 
pany,  Dept.  BS.,  3701-15  Milwau¬ 
kee  Avenue,  Chicago  41,  Illinois. 


Aluminum  Combination 

^  WINDOWS 

and  . 

DOORS  ^ 

■  i  Give  yon  this 

SALES  FOURSOME 


Competitively  priced  for  distributors  and 
dealers 

Fast  Delivery  You  Can  Count  On 
Exclusive  Territories  for  Your  Protection 
Quality  and  Value  That  Shows  . . .  and  Lasts 


New  Pocket  Door  Hardware 
By  Leigh  Building  Products 

New  Pocket  Door  Hardware  has 
been  announced  by  Leigh  Building 
Products  Division,  Air  Control 
Products,  Inc.  The  new  hardware 
is  designed  for  installation  on 
doors  that  slide  into  a  pocket  in 
the  wall,  and  has  many  new  de¬ 
velopments  that  will  increase  the 
popularity  of  this  type  of  installa¬ 
tion  with  both  builders  and  home 
owners. 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE:  Full  a'A"  wide  door 

num  frame  for  maximum  strength  and 

•  Reinforced  corners  for  lifelong  di„i„ctive  appearance 

strength  * .  , 

•  Fingertip  window  control  •  Aircroft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

^  ,  .  .  I .  j  •  Vinyl  plastic  bottom  door  seal 

•  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplote 

DISTRIBUTORS,  DEALERS  A  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


Company 


Arnot  Place,  Lodi,  N.  J. 
GRegory  3*0937 


TRIPLE  ACTIOIV  WLVDOW 

DEALERS  —  DISTRIBUTORS  CHECK  THESE  FEATURES 

*  Interlocking  Meeting  Rail 

*  Positive  Locking  Device 

*  Frame  Corners  Completely  Aluminum  Welded 

*  No  Gadgets,  Trouble  Free  Window 

INEXPENSIVE!  PROFITABLE! 

1  Week  Delivery  Anywhere  In  New  England  Area 
K.D.  or  ASSEMBLED 
Write  —  Wire  —  Phone 
WHAT  CHEER  ALUMINUM  WINDOW  CO. 

155  Thurbers  Ave  HOpkint  1-8911 


An  exclusive  feature,  the  Leigh 
Lok-Tab,  speeds  installation  and 
keeps  the  wheels  from  ever  jump¬ 
ing  off  the  track.  Hangers  can  be 
attached  to  the  door  out  in  the 
open,  before  the  door  is  hung  on 
the  track.  When  the  door  is  in- 
(Continued  on  Page  140) 
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Mr.  Manufacturer, 
consider 


this 
market 


Contractor-Dealers  who  read  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  are  up 
to  date,  progressive  and  salesminded.  For  more 
than  42  years  this  publication  has  been  the 
bible  of  the  industry. 

As  proof  of  AMERICAN  ROOFER’S  leader¬ 
ship,  the  leading  Association  in  the  field  gave 
exclusive  and  vitally  important  articles  to  this 
publication  for  a  special  monthly  issue.  Based 
on  "Color  Sells  Roofing  and  Siding,”  this  issue 
appeared  in  four-color  process,  making  it  the 
most  important  and  independent  merchandis¬ 
ing  effort  ever  undertaken  in  this  field. 

Manufacturers  will  find  that  AMERICAN 
ROOFER  covers  this  responsive  market.  Its 
readers  are  waiting  and  anxious  for  more  prod¬ 
ucts  to  sell. 

A  manufacturer  of  roofing  equipment  has  just 
told  us  that  they  get  more  satisfactory  inquir¬ 
ies  from  their  advertising  in  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  than  in 
any  other  publication.  Name  on  request. 

If  you  will  drop  us  a  line  we  will  be  glad  to 
send  you  a  market  report  on  the  roofing  and 
siding  industry,  as  well  as  a  copy  of  this  color¬ 
ful  special  issue. 


AMERICAN  ROOFER  S 
SIDING  CONTRACTOR 

42S— 4lh  Jlv9., 

M^w  York  16.  N.  T. 
T«l«phen«:  NU  3-6280 


stalled,  the  Leigh  Lok-Tab  screw 
is  set — this  prevents  the  door  from 
jumping  off  the  track,  and  ends 
the  problem  of  call-backs. 

Other  features  include  prefab¬ 
ricated  wood  headers  with  track 
installed,  heavy-duty  Sturdico 
wheels,  and  polished  aluminum 
door  guides.  The  new  hardware  is 
available  in  sizes  to  fit  doors  6'8'' 
high  by  2'0”,  2'4”,  2'6",  2'8”  and 
3'0"  wide. 

Everything  necessary  for  one 
complete  pocket  door  installation 
is  packed  in  a  heavy  shipping  tube, 
i  Leigh  Bldg.  Prod.  Div.,  Dept.  BS, 

I  Coopersville,  Mich. 

I  <1  *  :|c 

I 

I  Clear  All-Weather  Finish 
I  For  Exteriors 

A  new,  crystal-clear  finish,  de¬ 
veloped  specifically  for  all-weather, 
exterior  exposure,  has  superior  re¬ 
sistance  to  discoloration,  cracking 
and  oxidation  when  exposed  to  sun 
and  other  weather  elements. 

Tests  show  that  the  new  coating 
I  has  exceptional  natural  adhesion 
I  to  woods,  metal  and  other  smooth 
j  surfaces  and  is  expected  to  find 
j  broad  application  in  the  building 
j  and  maintenance  fields. 

While  not  classified  as  a  paint 
or  varnish,  the  new  coating  will 
be  marketed  under  the  trade-name 
of  Crill-Liquid  Plastic  Glass,  and 
sold  by  retail  paint  stores.  Applied 
either  by  brush  or  spray.  Grill 
dries  dust-free  in  about  30  minutes 
to  produce  a  crystal  clear  sheen 
finish.  Available  at  retail  in  quarts, 
$2.95;  and  gallons,  $9.95.  Surface 
Engineering  Co.,  Dept.  BS,  1535- 
39  Barwise  Avenue,  Wichita  1, 
Kansas. 

*  *  * 

I  Harrison  Presents  Series 
pi  Water  Heaters 

A  new  line  of  low  priced  gas 
automatic  water  heaters,  the 
“super-economizer”  series  is  being 
introduced  by  the  Harrison  Steel 
Cabinet  Company. 
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The  new  line  includes  a  20-gal-  i 
Ion  model,  suggested  list  price 
$66.95 ;  a  30-gallon  unit,  suggested 
price  $79.95 ;  and  a  40  -  gallon 
heater,  at  $99.95.  All  prices  in¬ 
clude  excise  tax  one  year  full  un¬ 
conditional  guarantee. 


These  units  feature  extra  heavy 
gauge  galvanized  tanks,  large  i 
access  door,  glass  insulation,  brass  i 
draincock,  heavy  gauge  draft  di-  ; 
verter,  drum  base  and  a  beautiful 
modern  low  silhouette. 

The  firm’s  entire  production  line  | 
has  been  expanded  to  facilitate  I 
building  the  new  units.  The  first  ! 
“super  -  economizer”  models  were  I 
produced  recently  and  the  firm  i 
plans  to  begin  shipments  to  dealers  ' 
immediately.  Harrison  Steel  Cabi-  j 
net  Co.,  4718  W.  Fifth  Ave.,  Dept,  j 
BS,  Chicago. 

«  *  ♦ 


Alcoa  Booklet  Describes 
Aluminum  Roofing 


Corrugated  aluminum  roofing 
and  siding,  which  is  finding  a 
rapidly  increasing  market  as  a 
building  material  for  industrial 
shops  and  buildings,  is  described 
in  a  new  booklet  published  by 
Aluminum  Company  of  America. 

An  outstanding  feature  of  the 
booklet  is  the  story  it  tells  about 
the  maintenance-free  characteris¬ 
tics  of  aluminum  as  a  building 
material.  Installations  of  corru¬ 
gated  aluminum  roofing  in  excel¬ 
lent  condition  after  over  20  years 
service  in  industrial  areas  are  out¬ 
lined  to  the  reader. 

The  16-page  booklet  describes  in 
detail,  with  comprehensive  draw- 
(Continued  on  Page  142) 


POPULARLY  PRICED  FOR  VOLUME 
SALES  AND  BIGGER  PROFITS' 


DISTRIBUTORS  WANTED 

For  Sensational  New  Line  Of 

Alnminmn  Combinalioii  Windows  and  Doors 

Cxelushre  Territories  Open 
Write  For  Details 

FOUR  SEASON  MANUFACTURING  CO. 


202-09  Hollis  Avenue,  Hollis  12,  N.  Y. 


HOIIis  8-4206-7 


&  Home  Improvement  Dealer 
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ANSWER: 


PfudectaUun 


QUESTION:  da  9  keefi  cdumuuun 

dao^  a^ui  4AUfu!au^  olea^? 


•  made  specifically 
for  aluminum 


•  sold  exclusively  by 
aluminum  dealers 


Retail  price  for  8  oz.  packafe 
$1.00.  40%  discount  to 
dealers  en  case  lots  (24). 
Sample  75c;  also  available  in 
lallons  at  $2.75  net. 


Protec  talum  is  the  answer  to  the  question  so 
often  asked  at  the  time  of  purchase:  “How  do  1  keep  these  doors  and 
windows  clean?"  Not  only  will  your  customers  be  proud  of  doors 
and  windows  kept  bright  with  Protectalum, 
but  they  will  do  a  selling  job  on  everyone 
who  sees  them.  Try  Protectalum  on 
doors  and  wiixiows  before  de¬ 
livery  and  see  your  “extra  sales" 
profits  soar  with  every  sale!  Re¬ 
member,  Protectalum  is: 


PROTECTALUM, 

110  CENTER  STREET  NEW  MILFORD,  N.  J. 
Oradell  8-6198 


a/p  m  COST  OF 

SCRtlH  mSTAlLAJIONS! 


The  low-cost,  spoMty  way  to  complete  your  screen 
instollotions.  CRIES  rust-proof,  corrosion-resisHwt 
Zinc  Alloy  Screen  Clips  ore  available  in  all 
standard  sixes  and  finishes  ...  fit  all  frame 
thicknesses. 


ALL  SIZES  CARRIED  IN  STOCK 


Wrifu  today  for  tampUs  and  pricos. 


CRIES  REFRQDUCER  CORP. 


WorWt  Foromost  Producers  of 
Small  Die  Costings 

50  Second  St,  New  Roebelie,  N.  Y. 
New  Reckelle  3-8600 


MANUFACTURE  YOUR 
OWN  WINDOW 

From  Lineal  Stock 

It'g  easy  —  inaxpanshre  —  profitable 
Have  a  business  of 
your  own.  AM  ports 
needed  to  moke 
windows  are  fur¬ 
nished  except:  Gloss 
and  screen  wire. 

Buy  os  you  need  it. 

Cut  own  windows  in 
five  to  ten  minutes. 

No  large  investment.  | 

Give  one  day  ser¬ 
vice. 

Quality 

Engineered  As  low  as  | 

Make  $4  to  CC 

extra. 

on  each  window  , mage  window. 

you  make.  | 

_ Write  today  tar  details  1 


ALBERT 

\ 


A'um'num  Products  Company 

2290  E.  10  Mile  Rd.,  Haxel  Park,  Michigan 
Siocum  a-0200 


New  Products 

{Continued  from  Page  141) 
ings,  the  easy  and  efficient  meth¬ 
ods  of  applying  Alcoa  corrugated 
Industrial  Roofing  and  Siding. 
Drawings  present  roofing  and  sid¬ 
ing  details  on  basic  types  of  indus¬ 
trial  structures. 

The  booklet,  “Alcoa  Aluminum 
Corrugated  Industrial  Roofing  and 
Siding,”  can  be  obtained  by  writ¬ 
ing  to  Aluminum  Company  of 
America,  804  Alcoa  Building, 
Dept.  BS,  Pittsburgh  19,  Pa. 

*  a  * 

FoamglasB  Catalog  Describes 
Gloss  Insulation 

A  new  24  page  catalogue, 
“Foamglas  —  the  Long-life,  Stay- 
dry  Insulation,  for  Industrial, 
Commercial,  and  Public  Build¬ 
ings,”  has  been  prepared  by  the 
Pittsburgh  Corning  Corporation. 
The  publication  lists  condensed 
specifications  for  the  application 
of  Foamglas  in  walls,  ceilings, 
floors,  roofs,  perimeters  and  in 
low  temperature  space  insulation. 
Complete  information  on  all  ac¬ 
cessory  materials  is  also  listed. 
Physical  properties,  characteris¬ 
tics,  and  performance  data  of  the 
cellular  glass  insulation  are  fully 
covered.  The  new  catalogue  also 
features  many  photographs  of 
actual  installations  that  point  out 
“user  benefit”  advantages. 

Copies  are  available  through  the 
Pittsburgh  Corning  Corporation, 
Dept.  BS,  One  Gateway  Center, 
Pittsburgh  22,  Pa. 

*  *  * 

Flintkote  Introduces 
Water  Base  Adhesive 

The  Industrial  Products  Divi¬ 
sion  of  the  Flintkote  Company  has 
just  introduced  Flintkote  No.  749 
Rubber  Cement,  a  non-flammable, 
water  base  adhesive  for  bonding 
paper,  paperboard,  cloth,  insula¬ 
tion  material,  asphalt  saturated 
felts  and  various  composition  floor 
coverings. 

This  new  cement,  which  is  not 
affected  by  extreme  or  variable 
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atmospheric  temperatures,  has  ex¬ 
cellent  resistance  to  water  and 
moisture  vapor.  It  may  be  applied 
by  brush,  spray,  roll  coater  or 
spreader  bar.  When  used  to  ad¬ 
here  VI  or  V2  fiberboard  to  itself, 
the  new  cement  provides  a  bond 
with  shear  strength  of  not  less  I 
than  100  PSI ;  and  shows  fiber 
failure  of  not  less  than  75  per  cent 
of  the  contacted  area  at  tempera¬ 
tures  between  — 40  and  40°  F.  ! 

Flintkote  No.  749  Rubber  Ce-  j 
ment  is  available  in  1,  5,  and  55  i 
gallon  containers.  The  Industrial  ! 
Products  Division,  Dept.  BS,  The  I 
Flintkote  Company,  30  Rockefeller 

Plaza,  New  York  20,  N.  Y. 

*  *  * 

Decorative  Rosettes  For  | 
Overhead  Garage  Doors 

A  colorful  new  folder  describing  i 
the  latest  trends  in  decorator  mo-  I 
tifs  for  garage  doors  has  just  been 
released  by  the  Frantz  Manufac¬ 
turing  Company,  makers  of  wood 
sectional  and  rigid  overhead-type 
garage  doors  and  hardware. 


The  folder  describes  a  complete  | 
line  of  decorative  rosettes  which 
can  be  applied  to  virtually  any 
type  of  modern  garage  door  at 
modest  cost  to  improve  its  appear¬ 
ance  and  add  a  colorful  design- 
complement.  They  can  also  be 
applied  to  garage  and  home  en¬ 
trance  doors  to  harmonize  with  j 
modern  decorator-door  treatments.  | 
The  rosettes  are  available  in  a  i 
variety  of  patterns  and  sizes.  They  ; 
are  made  of  wood  and  come  un-  : 
painted.  By  painting  them  before  j 
(Continued  on  Page  144) 


The  Best  Storm  and  Screen  Hardware 

BOOTH  77  NERSICA 


idealox  and 
idealatches 

With  or  without  key  locking.  Sim¬ 
ple,  fast  installation  .  .  .  Just  drill 
three  holes. 


‘ONE  BORE 

PUSH-PULL  LATCH 

Guaranteed  quality  .  .  .  Beauty. 
Simple,  fast  installation  .  .  .  drill 
one  1"  hole.  Easy  latching  spring 
strike. 


New!  Bronze  Oilite  Bearing  Hinges 


Available  on  plated  steel  or  stain¬ 
less  steel  hinges.  Two  Bronze  Oilite 
Bearings  fastened  to  two  knuckle 
leaf  proven  superior  in  “100  year” 
wear  test.  Full  surface,  half  sur¬ 
face,  full  mortise. 


All  items  are  available  individually^ 
or  in  complete  kits  including  latch,  closer,  chain  and  hinges. 


NO.  90  DOOR  CLOSER 

SELF-LUBRICATED  WITH  ENCLOSED  SHOCK 
ABSORBER  SPRING. 


HINGES 

Plated  or  stainless. 
Engineered  to  your 
requirements. 


NO.  80  DOOR  CLOSER 


WITH  CHAIN  HOLD  UP  SPRING.  SELF- 
LUBRICATED  10  YEAR  GUARANTEE. 


IDEAL  BRASS  WORKS,  Inc.  •  25oe.5iiist.,st.pauli,minn. 


KREIDEL  VINYL  SPLINES 


designed  especially  for  the  Window  and  Door 
Manufacturing  Industries 

BETTER  AT  LOWEST  COST  BECAUSE  — 


•  exclusive  extrusion  process 

•  all  virgin  pure  materials 

•  uniform  quality 

•  dimensional  uniformity 

KREIDEL  PLASTICS, 

General  Office:  ^  i  .  r  * 

5476  Sfata  Read  Complete  Information 

Cleveland  29,  Ohio  and  Samples  Available 

SHadyside  1-3636 


West  of  Ohio: 
711  West  Lake  St. 
Chicago  6,  Illinois 
DEorbom  2-7380 


6t  Home  Improvement  Dealer 


143 


72  HOWS 

TO  GO . . . 

.  .  .  from  your  order  to  delivery  I  That's  the 
way  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  -  TRACK  ell- 
oluminum  Storm- 
Screen  Window  .  .  . 

for  budget-wise 
buyers  with  auto¬ 
matic  locking  ac¬ 
tion,  self-storing. 


THREE  -  TRACK 
oil  oluminHm 
Storm  -Screen 
Window.  Auto- 
motic  self-lock¬ 
ing,  top  and 
bottom  ventabil- 
ity,  no  track  re¬ 
moval  and  4- 
side  expansion 
ore  o  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Lourie. 


All  A  I  N  m  innm 
Storm -Screen  Deer. 

Z-Bor  or  expander 
types,  fully  equip¬ 
ped,  closed  extrud^ 
inserts  and  steel 
corner-gussets  .  .  . 


New  Products 

{Continued  from  Page  143) 

application  in  a  different  color 
,  than  the  color  of  the  garage  door, 
i  a  very  intriguing  effect  of  con- 
I  trasting  colors  is  achieved  which 
i  adds  a  charming  accent  of  beauty 
and  distinction. 

A  free  copy  of  the  folder  and 
complete  information  may  be  ob¬ 
tained  by  writing  direct  to  Frantz, 

;  Dept.  BS,  in  Sterling,  Ill.,  or  by 
asking  any  Frantz  dealer. 


Two  New  Feahires 
For  Freer  Sliding  Screens 

Frank  B.  Miller  Manufacturing 
Company,  manufacturers  of  steel  ! 
sliding  door  and  window  frames  ; 
for  residential,  institutional  and 
commercial  buildings  announces 
two  new  design  features  that  | 
greatly  increase  ease  of  operation  j 
on  their  sliding  door  screens.  Mr.  | 
Jack  Miller,  sales  manager,  tells  , 
us  that  screens  are  now  equipped  i 
with  cadmium  plated,  steel  ball  j 
bearing  rollers  which  permit  freer  ; 
sliding  screens.  , 


WHY  NOT  SEU  MODERN  BAIL? 

That's  what  people  want! 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operotion.  Louvre 
unit  uses  no 
screws,  procticolly 
instolls  itself  in  a 
jiffy.  Rotor  oper¬ 
ated,  choice  of 
gloss,  built-in  rain 
cop. 


FIVE  PLANTS  TO  SERVE  YOU  .  .  . 
FINE  PRODUCTS  AT  COMPETITIVE 
PRICES  IN  EVERY  MARKET  AND  ON 
ANY  PROMOTION  LEVEL. 


STEPHEN-LAURIE 

^  manufacturing  company 

5913  23  Ridge  Ave.,  Philadelphia  Pa. 
Ivy  Ridge  2  6660 


In  addition,  tolerances  in  the 
screen  guides  at  header  and  jambs 
have  been  enlarged  to  allow  still 
smoother  sliding  of  the  screens, 
eliminating  sticking  or  dragging. 
Exclusive  features  include  me¬ 
chanical  weather  seal  and  double 
acting  top  guides. 

Miller  Sliding  Glass  Doors  have 
retained  all  standard  features, 
such  as  the  solid  brass,  full  grip 
handle  in  attractive,  contemporary 
styling,  heavy  14-gauge  welded 
steel  construction,  bottom  roller 
design  with  adjustable  ball  bear¬ 
ing  grooved  brass  rollers  on  stain¬ 
less  steel  roller  track. 


Above,  one  style  of  Kleeson's  New  Railing  A 
Columns  for  Moderns.  Seven  new  designs  soon 
available,  in  "knock-down,"  pre-drilled  units, 
easily  assembled,  perfect  for  do-it-yourself 
market.  Big  demand  for  Modern,  beoutifully 
styled  —  with  a  pretty  profit  for  dealers. 


We  also  moke 
p  0  complete  line 
of  popular  best 
selling  Standard 
Styles  in  Stock 
Sizes.  We  sell 
nationally  thru 
k  dealers,  no  di- 
rect  -  by  -  moil 
)  ^buyers.  Your  in¬ 
quiry  is  invited. 


ROBERTSVILLE  1,  OHIO 


WOLVERINE 

the  GOODWILL 

UdTefh  ,n  D£T(20iT 


Itiisiui 


500  ROOMS 

Homo  of  The  Trapk* 
FAMOUS  DETROn 

•ach  with 

NITESFOT 

Shower  Bath 

Ovartooks 

$050 

Grand  Circus 

Pork 

Single 

humodiino  I  acRhies  for 

Room 

•hopping,  thootroi. 

•rompjrtotion 

Elizabeth  Street 
,  .  BLOCK  EAST  OF  WOboWARD 

'  \ 
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The  Miller  Company  is  now  in 
process  of  establishing  a  national 
network  of  dealers  which  they 
plan  to  support  with  a  consistent 
national  merchandising  program. 

Frank  B.  Miller  Manufacturing 
Company,  Inc.,  Dept.  BS,  3216 
Valhalla  Drive,  Burbank,  Cali¬ 
fornia. 

*  *  * 


Warp  Free  Door  Panels 
Have  Novoply  Cores 

New  Weldwood  birch  cupboard 
door  panels  with  non-warping 
Novoply-cores  are  now  being  pro¬ 
duced  by  United  States  Plywood 
Corporation,  world’s  largest  ply¬ 
wood  producer. 

Warp  free  because  of  Novoply 
cores  that  stay  flat,  handsome 
birch  veneer  on  both  sides,  banded 
edges  of  solid  basswood,  and  low 
cost  are  features  that  highlight 
these  new  birch  door  panels  that 
eliminate  “hard-to-shut”  cabinet 
doors.  U.  S.  Plywood  Corp.,  Dept. 
BS,  55  W.  44th  St.,  New  York  36, 
N.  Y. 

*  *  * 

Colorful  Formica  Units 
For  Bath,  Dressing  Room 

For  home  building  and  home 
improvement  .  .  .  Vanity  Fair 
Vanitories  add  color,  glamor  and 
new  convenience  to  the  bathroom, 
powder  room  and  dressing  room. 
It  is  also  a  modern  basic  unit  for 
the  important  extra  bathroom  that 
home  buyers  and  owners  are 
requesting. 


Encased  in  colorful,  easy-to- 
clean,  long-wearing  Formica,  Van¬ 
itories  are  available  in  three  basic 
stock  models  or  custom  built  to 
your  own  design;  volume  permit- 
(Continued  on  Page  146) 


NOW  .  .  .  THE  WINDOW  FEATURED  DY  JOHN  WANAMAKER,  PHILADEIPHIA 

mallard 


mallard 

mallard 


•  pretwctieii  in  nl  wMtiMr 


YOUR  BEST  BUY  IN 


COMBINATION  STORM  WINDOWS 


IF  YOU  ACT  NOW 
YOU  CAN  OBTAIN  AN 


V  WITH  THE 

^^■^^MALLARD  MANUFACTURING  CORP. 

NATIONWIDE  REPORTS  SHOW  THAT 

SALES  ARE  CLIMBING 

YOUR  CUSTOMERS  WILL  APPRECIATE  THESE 
SPECIAL  MALLARD  FEATURES  TOO 

%  Mollord  T  Track  lop  onci  boMom  glosv  paoeU  and  screen 


MAllARD  MANUFACTURING  CORP. 
T205  N.  4TH  ST.,  PHILA.  22.  PA. 
PHONE:  MA  7-4433 

G«ntl*m«n : 

1  am  int«rest«d  in  discussing  th«  pouibility  of  a 

Q  DnaUrship  Q  Distributorship 

□  K.  0.  Factory  Plon 

NAME . . . 

ADDRESS . . . . . 

CITY . . STATE . 

. TEl.  No . .  .... 

Mallard  .  combination 
storm  windows  are  big  busi¬ 
ness.  Get  your  share  these 
profits.  It  will  pay  you  to  in¬ 
vestigate  MALLARD'S  SPECIAL 
K  D  SYSTEM  now  being 
offered 

FOR  FURTHER  INFORMATION 
CALL.  WIRE  OR 
MAIL  THIS  COUPON 


MARCH  BUILDING  SPECIALTIES 


NERSICA  CONVENTION 
ISSUE 

ORDER  YOUR  COPY  NOW 


&  Home  Improvement  Dealer 
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MAKE  MORE  SALES  witli  PERMA-LITE  Aluminum  AwnIngs 
ONLY  PERMA-LITE  lias  all  tliese  exclusive  features! 


New  Products 

{Continued  from  Page  145) 

ting.  Stock  models  in  nine  colors: 
gray  pearl,  or  in  Skylark  pattern 
in  decorator  shades  of  pink,  light 
blue,  coral,  tan,  yellow,  green, 
charcoal  or  white. 

The  “Imperial,”  shown  above, 
comes  in  66,  72  and  84  inch  widths, 
and  combines  two  lavatory  sinks, 
a  center  storage  drawer  and  two 
roomy,  eight  cubic  foot  storage 
cabinets,  all  in  one  luxurious  unit. 
Matching  Formica  medicine  cab¬ 
inets  with  sliding  mirror  doors — 
in  corresponding  widths  up  to  60” 
— are  optional. 

National  Vanity  Company,  Dept. 
BS,  Bayonne,  New  Jersey. 


•  IIIT1t40K  SIDE  CONSTiUCflON 

Giv»tcKi<l«dttr*figthoiicl  pro¬ 
tection  ogain»t  tho  wooHior, 


,  •  LARGEST  HANDARD  AHION 
VALANCE  Extra  depth  gives 
griKiter  protection.  L 

•  FROSTED  BEAUTY  EDGES  V 

An  exclusive  decorator 
leoture. 


•  DUBL-BRIDGE  BRACMG 

The  strongest  construction  NJ 
ever  designed  For  Alumi¬ 
num  awnings. 

•  WITE-Lin  UNDERSIDE 

ReRecto  soft  indirect  li|^t. 

•  GUTH-GARD  Wikim  CONTROL 

On  oil  doorwoy  awnings. 


Dealers  Offered 
Triple  Track  Window 

Of  interest  to  dealers  in  the 
middle  western  area,  as  well  as 
Pennsylvania  and  West  Virginia, 
is  the  Triple  Track  All  Extruded 
Storm  Window,  now  being  offered 
by  the  Aristo  Manufacturing  Com¬ 
pany,  Inc. 

This  manufacturer  invites  in¬ 
quiries  from  smaller  sized  dealers 
in  the  areas  noted  above ;  the  prod¬ 
uct  is  available  on  a  direct  from 
factory  basis.  Aristo  Mfg.  Co., 
Dept.  BS,  2644  Colerain  Ave., 
Cincinnati. 


Soiii*  dvafsr  fsrrltorlss  ttill 
opsii.  Writ*  or  who  fodop. 
Got  tho  PROVEN  PlUMA-LITi 
STORY  NOWI 


K.  D.  DEALERS 
WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW 


A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 


Compact  Price  List 
For  Aluminum  Moulding 

S  &  W  Moulding  Co.,  manufac¬ 
turer  of  Miraplas  wall  tile,  is 
making  available  a  new  illustrated 
price  list  of  aluminum  mouldings. 
Due  to  the  wide  variety  of  metal 
trims,  the  trend  has  been  toward 
bigger  and  bigger  stock  and  price 
lists  —  in  some  instances,  volum¬ 
inous  catalogs.  S  &  W,  among  the 
nation’s  top  producers  of  metal 
mouldings,  has  boiled  down  its 
price  list  to  a  compact,  easy-to- 
read  four-pager. 

This  simplified  price  list  is  the 
only  one  of  its  kind  in  the  flooring 
industry,  according  to  company 


ALL-TIME  MFG.  CO., 
293  PARK  STREET 
NEW  BRITAIN,  CONN. 


Manufacturer's 
Franchise  Available 
.Write  us  if  interested. 


Order  NOW  Your 
1954  (9th)  Edition  of 
ROOFING  SIDING 
&  BUILDING 
SPECIALTIES 

manual- 


building  SPECIALTIES  A 
HOME  IMPROVEMENT  DEALER 
425 — 4th  Ave..  N.  T.  16,  N.  Y. 

Pl*aa.»  send  me ....  copies  oi  the  1954 
MANUAL. 


Oeer  150  pages  crammed  full  oi  ealuable 
information  on  EVERY  phase  oi  your  busi- 
n  Mc.  Every  contractor  ond  dealer  will  wont 
copies  to  help  him  make  more  money. 


NAME 


COMPANY 
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officials.  It  makes  ordering  easy 
for  the  dealer.  In  an  8i  2"  x  11" 
four-page  list,  he  has  the  following 
information  at  his  fingertips: 
illustration  of  product,  catalog 
number,  material  gauge,  descrip¬ 
tion,  and  prices  for  various  lengths 
of  metal  trims. 

Dealers  interested  in  the  new 
price  list  may  obtain  one  free  by 
writing  their  nearest  Miratrim 
distributor  or  the  S  &  W  Moulding 
Co.,  Dept.  BS,  990  Parsons  Ave., 
Columbus  6,  Ohio. 

*  *  * 


Heppner  Door  Latch  Display 
Now  Available 

A  new  blond  wood  display  show¬ 
ing  the  Heppner  Magnetic  Door 
Latch  installed  on  a  small  cabinet 
door  is  now  available  from  Heppner 
Sales  Company.  The  display  aids 
sales  by  demonstrating  the  latch's 
advantages. 


Clearly  shown  is  the  exclusive 
cushion  action.  This  consists  of  a 
phosphor  bronze  leaf  spring  on 
which  the  striker  plate  is  mounted. 
Doors  open  easily  because  this 
spring  tips  the  striker  plate  slight¬ 
ly  away  from  the  4  lb.  magnetic 
pull  of  the  latch.  The  cushion 
action  also  absorbs  the  closing  im¬ 
pact.  Doors  stay  firmly  closed  even 
if  warped  or  sagging.  The  latch 
lasts  indefinitely  because  there  are 
no  working  parts  to  wear  out  or 
get  out  of  order. 

Installs  simply  with  4  screws; 
cannot  slip  out  of  place.  Recom- 
{Continued  on  Page  148) 


THE 


FOLLOWING 


ADVANTAGES 


WINTER 


ir  The  lowest  price  in  the  field. 


if  Direct  factory  dealing. 


if  Roll-form  construction,  roll-cooted, 
baked-on  enamel  finish  —  all  colors 
—  white  underside. 


if  No  inventory  requirement  —  order 
them  as  you  sell  them. 


EVERY 

DEALER 

OF 

OENERAL 

ALUMIHUM 

PRODOCTS 

CORP. 

HAS 


SUMMER 


if  Immediate  delivery. 


Custom  made  for  any  installation  —  windows,  doors, 
terraces,  canopies,  for  homes,  apartments,  stores, 
offices,  motels  and  factories. 

Write  or  Wire  for  Our  Dealer  Set-up 


GENERAL  ALUMINUM  PRODUCTS  CORP. 

3949  S.  FEDERAL  ST.  Phone:  KEnwood  8-5533  CHICAGO  9,  ILLINOIS 


Ncutuefiiate 
\Zoo4  QfuUed 


rrotectimT,  and  beauty  that  is  distinctily  in¬ 
dividual.  iTou  lock  the  name  of  tiidiafl  tet¬ 
ters  and  numerals  permanently  into  place  in 
a  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  36"  doon.  aimply  cut  off  ends  for 
norrower  sizes.  Availai,lc  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HImlock  4-2709 

DUNCAN-MORRIS  CO. 

40  N.  Vollwy  St. 
AKRON  3,  OHIO 
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C  oD 


I  Plastic 
(xtrusians 

I  FOR  SPLINE, 
I  CHANNEL, 

I  STRIPPING 


Ant 

Ant 


! 

it 


•  o 


Detroit  Mocoid — the  first 
American  firm  to  extrude 
vinyl — has  extruded 
nearly  every  conceivable 
type  of  profile.  Whether 
you  need  profiles  similar 
to  those  shown  above  or 
special  “tailor  made’* 
profiles,  it  will  pay  you 
to  send  your  sketch  for 
immediate  quotation.  For 
spline,  channel,  gaskets, 
or  stripping,  Macoid  is 
fully  experienced  and 
fully  equipped  to  design, 
compound  and  extrude 
your  profile  in  any 
length,  any  color. 

AT  NO  EXTRA  COST- 
FUNGI  PROTECTION 


By  compounding  its  own 
material,  Macoid  can 
give  you  any  degree  of 
hardness  or  flexibility 
you  may  need,  and  wilt 
incorporat0  a  fungicide  at 
no  extra  cost. 


DETROIT 


CORPORATION 

12340  CLOVnOAll 
OmOIT  4,  IMICHIOAN 


New  Products 
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mended  for  every  type  of  indus¬ 
trial  or  home  cabinet,  including 
tool  cabinets,  medicine  cabinets, 
kitchen  cabinets,  music  cabinets, 
house  trailer  cabinets,  closet  doors 
and  ship  and  boat  lockers.  Un¬ 
conditionally  guaranteed.  One  dis¬ 
play  is  available  to  each  firm  which 
sells  the  latch.  Cost  of  the  entire 
display  is  only  the  cost  of  the  latch. 
Heppner  Sales  Co.,  Dept.  BS, 
Round  Lake,  Ill. 

*  «  * 

I  Prices  Announced  On 
GE  Air  Conditioners 

Manufacturer’s  recommended  na¬ 
tional  retail  prices  ranging  from 
$449.95  to  $229.95  for  the  1954 
line  of  General  Electric  room  air 
conditioners  have  been  announced 
by  H.  B.  Donley,  general  manager 
of  the  specialty  refrigeration  prod¬ 
ucts  department. 

The  1954  line,  most  extensive 
ever  to  be  produced  by  the  Com¬ 
pany,  includes  models  in  four 
sizes  —  1,  %,  1^,  and  1/3  horse¬ 
power. 

Models  offered,  with  voltage  re¬ 
quirements  and  the  manufacturer’s 
recommended  retail  prices,  are : 

R-72  1-HP 

(208  or  230  volts) . . .  .$449.95 

R-53  %-HP  with  reverse  cycle 

(230  volts  only) . $419.95 

I  R-52  34.HP 

I  (115,  208,  230  volts)..  $379.95 

I  R-32  1/2-HP 

j  (115  volts  only) . $319.95 

I  R-20  1/3-HP 

I  (115  volts  only) _ $229.95 

*  *  * 

New  Brochure  On  Stoneset 
White  Masonry  Cement 

This  new  brochure  describes 
Stoneset,  a  white  non-staining 
masonry  cement  which  has  been 
demonstrated  to  give  a  beautiful 
white  or  tinted  mortar  joint  that 
improves  the  appearance  of  ma¬ 
sonry  walls.  This  beautiful  eight 
page  8V^  X  11  brochure  contains 
specification  data  and  complete 


^ig,  Prolit  On 
Screen  Replacement 
!Jene3tra  Pre-War— Post-War 

GROmiET  WICKET 
SCREENS  SCREENS 


WE  STOCK  ALL  STANDARD  SIZES 

SCREENS  FOR  COMMERCIAL  WINDOWS 
_ 16  TO  60  MESH _ 

SPECIAL  SCREENS  MADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  •  STEEL  •  ALUMINUM 

30  YEARS  of  KNOW  HOW 

MANUFACTURED  BY 

AR  TEC  HETAL  PRODUGS  CO. 

640  E.  7  MILE  RD.,  DETROIT  3,  MICH. 


IT  MUST  BE 
"WORTH 
WAITING 
FORr 


"B«av*r-iih"  it  th*  only  word  to  dotcribo  tho  poco 
at  Littlo-Boovar  following  your  vary  gratifying  but 
ovorwkolming  ratponse  to  our  racant  adt. 

Wa  graatly  appraciata  your  anthusiastic  intaratt  in 
our  "Tripla-Tilt"  Storm  Window.  Howavar,  in  ordar 
to  fully  accommodata  Hia  mammoth  stock  of  rapliat. 
wa  mutt,  for  tha  tpaca  of  two  or  three  months, 
change  our  November  statement  that  Daa/arsfiips 
are  availabla  to  Daalarships  will  be  ovaifab/a  vary 
shortly.  A  notice  again  requesting  inquiries  will  be 
forthcoming  in  tha  pages  of  Building  Specialties. 
Meanwhile,  wa  are  rapidly  increasing  our  produc¬ 
tion  capacity  to  that  the  dealership  of  our  excep¬ 
tionally  advanced  "window  of  tomorrow",  the 
'TRIPLE-TILT"  con  be  yours  at  the  low  competitive 
prices  and  with  the  quick  delivery  that  Little- 
Beaver  guarantees. 

Again,  thank  you  for  your  heart-warming  enthus¬ 
iasm.  Now,  pardon  us  while  our  Beaver  rolls  up 
his  "fur-lined  sleeves"  and  gets  back  to  work. 

P.S.:  Ovr  nfetime,  double-thick  storm  door  it  avail¬ 
able  NOW— KD-FOB  as  low  as  S1B.00.  Accessories 
extra. 

LITTLE-BEAVER  CO. 

1513  ASHLAND  AVENUE 
DEPT.  BS-J  BALTO.  5,  MD. 
EAstern  7-4200 
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details  for  proportions  and  mixing 
this  mortar  cement. 

The  user  can  also  quickly  deter¬ 
mine  the  quantity  of  Stoneset  re¬ 
quired  for  almost  any  wall,  with 
the  aid  of  tables  on  the  cubic  ft. 
of  mortar  required  with  brick 
walls,  concrete,  masonry  walls, 
masonry  unit  walls  of  clay  or  con-  , 
Crete  and  modular  clay  tile.  Large 
illustrations  show  beautiful  exam¬ 
ples  of  buildings  employing  Stone- 
set  in  the  masonry  work. 

For  a  complimentary  copy  write 
for  Stoneset  Technical  Catalog, 
Department  S,  Medusa  Portland 
Cement  Company,  1000  Midland 
Building,  Cleveland  15,  Ohio. 

*  »  « 

Waterproof  Enamel  For 
Concrete  Surfaces  I 

“Stone- Dri”,  a  new  lustrous 
waterproof  enamel  in  color  that  j 
provides  certified  all  weather  pro-  i 
tection  for  concrete  and  masonry  j 
surfaces,  has  been  announced  by  | 
Sapolin  Paints  Inc. 

Made  with  a  100%  plastic  rub¬ 
ber  base  this  new  coating  is  able 
to  smoothly  and  evenly  cover  all 
rough  surfaces  both  indoors  and 
out.  Its  highly  resistant  formula¬ 
tion  enables  it  to  stand  up  under 
the  destructive  chemical  action  of 
lime  and  alkali  found  in  cement, 
stucco  and  masonry  —  conditions 
which  plague  and  destroy  ordinary 
paints. 

Easy  to  apply,  it  flows  on  like 
liquid  rubber,  displaying  a  rubber¬ 
like  quality  of  elasticity  and  tough¬ 
ness.  Used  above  and  below  the 
grade  level  it  is  best  suited  for 
coating  concrete  floors,  basements, 
steps,  dados,  corridors,  terraces,  or 
for  that  matter  all  types  of  rough 
or  smooth  concrete  surfaces.  Self 
leveling  it  dries  hard  overnight 
without  any  noticeable  paint  odor. 

Stone-Dri  is  available  in  silver 
gray,  lead  gray,  terrace  red  and 
patio  green  in  quart  and  gallon 
cans  in  paint,  hardware,  lumber 
and  department  stores  everywhere. 
Sapolin  Paints  Inc.,  Dept.  BS, 
229  E.  42nd  St.,  N.Y.C.  17,  N.  Y. 

(Continued  on  Page  150) 


NEW  DESIGNS 


Ten  exciting  new  styles,  beoutifully 
different,  yet  groceful,  added  to  the 
present  line. 


NEW  PRICES 


New  engineering  techniques  moke 
possible  our  new  low  price  policy. 


We  now  have  increosed  facilities 
which  mean  faster  service,  lower  pro¬ 
duction  costs  and  finer  equipment,  to 
make  the  grilles  sturdier  than  ever. 


MAIL  THIS  COUFON 
TODAY  FOR  THE 
NEW  19S4  CATALOGUE 


Jason  Aluminum  Specialties  Co 
227  E.  Indianola  Ave., 
Youngstown,  Ohio 


GRACEFUL  .  STURDY 

DOOR  6RILLIS 


□  Dealer  □  Distributor  □  Mfg.  Rep. 
Firm . . . . . . . 


Address 


KEEP  YOUR  SALES  FORCE  BUSY 
with 

LOUVRE-SEAL 


Automatic  Vtoatherstrip 
With  Patontod  Interlocking 
Aluminum  Plange 


Louvre-Seal  is  the  only  jalousie 
window  designed  for  PRIME 
WINDOW  use  .  .  .  and  de¬ 
signed  specifically  for  the 
Northern  States!  Patented 
weatherseal  interlock  seals  out 
coldest  weather  .  .  .  lets  you 
sell  jalousies  all  year  'round! 


WRITE 

TODAY! 

LOUVRE-SEAL  WINDOW  PRODUCn,  INC. 

S7.24  Alkwt  R«aa.  0mm  Part  IS.  M.  Y. 


Perfect  ter 
Porch«>t  •  Detrt 
And  All  Windows 
Send'  tedny  for  complete,  fully 
illustrated  literature 


<S  Home  Improvement  Dealer 
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New  Spring  Development 
For  Zegers  Dura-seal 

Silent  window  operation !  That’s 
the  result  of  a  new  development 
made  after  several  years  of 
research  and  testing  by  Zegers, 
Incorporated  manufacturers  of 
Dura-seal  Combination  Metal 
Weatherstrip  and  Sash  Balance. 

The  new  silent  operation  feature 
is  obtained  through  the  use  of 
specially  processed  and  coated 
counterbalancing  springs.  A  vel¬ 
vet-like  finish,  actually  baked  on 
the  galvanized  steel  springs  as¬ 
sures  absolutely  silent  opening  and 
closing  of  wood  windows — elimin¬ 
ating  all  noises. 

Zegers  calls  their  new  develop¬ 
ment  Si-Vel  Springs  and  believes 
that  this  feature  is  an  important 
milestone  in  the  modernization  of 
wood  windows.  Dura-seal,  the 
equipment  with  which  Si-Vel 
Springs  is  used,  is  a  combination 
metal  weatherstrip  and  sash  bal¬ 
ance  that  provides  complete  weath¬ 
erstripping  as  well  as  smooth  easy 
window  operation. 

Complete  information  may  be 
obtained  by  writing  to  Zegers,  In¬ 
corporated,  Dept.  BS,  8090  South 
Chicago  Avenue,  Chicago  17,  Illi¬ 
nois. 


Builders  will  buy  the  ]Vew 

"PERFECTED"  WEATHER  WIZARD  SLIDING  PRIMARY  WINDOW 
THE  FINEST  PRIMARY  WINDOW  ON  THE  MARKET  IS  NOW  READY  FOR  NATIONAL  DISTRIBUTION. 

Check  These  Features _ 

•  FioKer  tip  Slidinf  >«=>==-— i 

Control 

•  Jiffy  Lifhtweiflit  Take- 
out  panels 

•  Glass  set  in  Special 
Glazing  Channels 

•  Master  Frame  com- 
pletely  beveled 

•  100%  Fully  Extruded  ^ 

63ST  5  Aluminum 

•  Stainless  Steel  Weath- 

er  Stripping  v  ^  ~  ~ 

.  . .  and,  shipped-as-you- 
like  it. 

Completely  Assembled, 

Semi  KD  or  KD 

tAanutaetunn  of  Storm  Windows  t  Storm  Doors 

ALUMINUM  MFG.  CORP. 

50  Tulip  Place,  Garden  City  Park,  Long  Island,  N.  Y. 

Garden  City  34320 


EATHUt 

lizard 


Binks  Making  Light- 
Weight  Spray  Gun 

Industry’s  vital  need  for  a  light¬ 
weight,  inexpensive  spray  gun  to 
produce  fine  finishes  was  the  com¬ 
pelling  reason  for  the  design  of  a 
new  spray  gun  developed  by  the 
Binks  Manufacturing  Co.  of  Chi¬ 
cago.  Another  contributing  factor 
is  the  increasing  percentage  of 
women  workers  for  whom  lighter, 
handier  equipment  is  highly  de¬ 
sirable. 

The  new  spray  gun  is  designed 
as  Binks  Model  26. 

It  weighs  only  15  ounces,  not 
quite  a  pound.  The  body  is  alumi¬ 
num.  Its  handle  and  trigger  are 
designed  to  fit  even  a  small  hand. 
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The  light  weight,  and  easy  fit,  of  ; 
this  gun  assures  that  women  oper-  ; 
ators  can  use  the  Model  26  gun 
for  long  periods  without  usual  ! 
muscular  fatigue. 

The  manufacturer  points  out  ; 
that  “Model  26”  produces  high  i 
quality  finishes  because  it  uses  | 
nozzle  set-ups  similar  to  those  on  j 
heavy-duty  production  guns.  Use  j 
of  aluminum,  and  an  improved  de-  i 
sign,  enables  the  manufacturer  to  j 
cut  production  costs.  ; 

The  gun  has  a  replaceable  cart-  , 
ridge-type  air  valve.  The  Model  26  i 
also  features  a  brass  fiuid  passage 
which  protects  the  body  from  the 
corrosion  and  erosion  caused  by 
many  paints  and  other  fiuids. 

As  in  the  better  guns,  air  enters 
the  Model  26  gun  through  an  inlet 
at  the  bottom  of  the  handle.  This 
serves  to  distribute  hose  weight 
properly  and  make  the  gun’s 
manipulation  easier.  Large  air 
passages  in  this  gun  reduce  intern¬ 
al  air  friction. 

Binks’  Model  26  spray  gun  is 
used  for  spraying  lacquers,  syn¬ 
thetic  enamels,  paints  and  all  other  I 
finishes  and  coatings  of  light  or  i 
medium  viscosity.  . 

The  Model  26  gun  lists  for  | 
$27.05,  f.o.b.  factory,  Chicago 
($27.25  f.o.b..  Pacific  Coats  terri¬ 
tory).  This  includes  a  precision 
nozzle  set-up.  Accessories  such  as 
cup  or  hose  are  extra.  A  new  Bul¬ 
letin  26  describing  the  Model  26 
Gun  will  be  sent,  without  obliga¬ 
tion,  to  all  who  request  it.  Address 
the  Binks  Manufacturing  Com¬ 
pany,  Dept.  BS,  3122  Carroll  Ave.,  | 
Chicago  12,  Illinois.  j 


Two  Cooking  Tops  Added 
To  Thermador  Bilt-In  Line 

Two  new  model  cooking  tops 
have  just  been  added  to  the  Bilt-in 
Electric  Range  line  originated  by 
the  Thermador  Electrical  Manu¬ 
facturing  Company  of  Los  An¬ 
geles.  This  brings  the  selection  of 
different  Thermador  cooking  tops 
to  a  total  of  7  models,  rangii\g  in 
.size  from  2  units  to  4  units  with 
middle  griddle. 

{Continued  on  Page  152) 


RETRIl  HT 

and 

MAKE 
MONEY 


ANY 
SIZE 
WINDOW 


WE  HAVE  THE 
ANSWER - 
irS  YOURS  FOR 
THE  ASKING 

Call  or  Writ*  Now 
FOR  COMPLETE 
INFORMATION 


STOP 

LOSING  SALES 

STOP  Installation 
Headaches 

STOP  Worrying- 
Period 

START 

HAVING  PEACE  OF  MIND 

doing  it  the 
easy  way 

MAKERS  OF 

3  TRACK 

FLEETWOOD 

STORM  WINDOWS 

Also  Imperial  and  Storm  Wizard 

1 


STORin  lUIZHRD  phur -r  "SI  S?;! 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  correctly?  Examine  the  wrapper, 
and  noUfy  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  425  Fourth  Ave.,  New  York  16,  N.  Y.,  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  address,  and  allow  about  five  weeks  for  the  change. 


<S  Home  Improvement  Dealer 


151 


Immediate  delivery  on  standard 
Atlas  Rolled  Aluminum  Screen 
Frame  shown  above.  Price  in¬ 
formation  upon  request  Please 
state  quantities  and  lengths 
desired.  Send  today  for  free 
samples. 

Fcustom  roll  forming; 

' _ j 

In  any  material,  in  any  gauge, 
from  .005  to  .093  —  in  width, 
up  to  13  inches.  Complete  tool 
room  and  slitting  facilities. 


ENGINEERING  COMPANY  INC. 

5100  NORTHWEST  37fh.  AVENUE 
MIAMI,  FLORIDA 


New  Products 

{Continued  from  Page  151) 

I 

The  two  new  cooking  tops, 
identical  sizes  of  30"  long  by  21%" 
wide,  are  designed  specifically  for 
i  maximum  facilities  within  limited 
areas.  These  durable,  stainless 
steel  tops  are  available  with  two 
j  arrangements:  SU-4C  with  three 
1  speedy  Thermo-Kleen  surface  units 
and  deep-well  cooker;  and  SU-4D, 
four  surface  units. 

For  further  information  write: 
Thermador  Electrical  Mfg.  Co., 
j  Dept.  BS,  Los  Angeles  22,  Calif. 


^  High  Wet  Strength  Fiber 
I  Gloss  Laminates 

I  The  results  of  extensive  tests  of 
j  the  wet-strength  of  chemically 
treated  fiber  glass  reinforced  plas¬ 
tics  were  announced  recently  in  a 
booklet  prepared  by  the  Fiber- 
Glass  Division  of  Libbey-Owens- 
Ford  Glass  Company. 

"We  wanted  to  see  how  Garan 
I  treated  fiber  glass  compared  with 
two  other  leading  chemical  finishes 
in  increasing  the  compressive,  ten¬ 
sile  and  flexural  strength  of  lam¬ 
inated  plastics,"  Don  W.  Lyon, 
manager  of  the  Fiber  Glass  Divi- 
I  sion’s  textile  sales,  said  in  explain¬ 
ing  the  purpose  of  the  tests. 

According  to  Mr.  Lyon,  the  ex¬ 
periments  which  were  conducted 
by  a  leading  West  Coast  reinforced 
plastics  fabricator,  showed  that 
;  plastic  laminates  reinforced  with 
LOF’s  "Garan"  treated  fiber  glass 
had  far  greater  wet-strength. 

Explaining  the  use  of  chemical  | 
finishes  on  fiber  glass  in  plastic  j 
laminations,  Mr.  Lyon  said  the  ! 
j  problem  of  securing  a  good  bond  i 
!  between  the  glass  cloth  and  the  i 
plastic  compound  is  to  get  a  rapid,  i 
thorough  wetting  of  the  cloth  by  | 
;  the  laminating  resin. 

I  According  to  the  LOF  booklet 
i  the  samples  tested  were  first  boiled  I 
'  in  water  for  two  hours  to  approxi-  | 
mate  30  da:;s  total  immersion.  | 
Then  the  laminates  were  subjected  | 
I  to  rigid  bending,  crushing  and  | 
I  pulling  tests. 


STAINLESS 

STEEL 

letter  drop  plates 


j  Your  troubles  are  over  when  you 
j  use  Stainless  Steel  Plates.  No  more 
metal  reaction.  Makes  door  sales 
easier.  Over  all  size  S^xlO^".  Open¬ 
ing  l%''x8''.  Nickel  stainless  steel 
sets  come  individually  wrapped,  6 
to  the  carton,  include  front  plate 

w/gravity  flap,  inside  plate,  stain¬ 
less  steel  screws. 

Somple  $3.00 
Per  Dozen  $29.50 

i  ORDER  TODAY 

^  Geo.  Sylvan  Elec.  (orp. 

I  7558  So.  Chicago  Ave.,  Chicago,  III. 


FOR  SALE 
OUTRIGHT 

Extruded  THREE  track  window. 

Manufacturer  will  sell  outright  all 
dies  necessary,  including  extrusion 
dies,  for  manufacturing  storm  win¬ 
dows. 

Completely  designed  overlap  type 
with  automatic  locking  devices  for 
top  and  bottom  sash  and  sliding 
screen. 


You  don’t  have  to  lose  time  or  money 
experimenting  and  designing.  We 
have  all  the  dies  made  and  everything 
else  necessary  for  you  to  start  manu- 
focturing  your  own  window  immedi¬ 
ately.  Beautiful  window  —  trouble 
free  —  thoroughly  engineered  and 
tested. 

Write  or  wire  imhiediately 
For  Prompt  Action 
Box  No.  439 
BUILDING  SPECIALTIES 
425  Fourth  Ave.,  N.  Y.  16 
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“The  results  show  conclusively,” 
Mr.  Lyon  said,  “that  the  samples 
made  with  Garanized  glass  cloth 
held  their  strength  much  better 
than  the  other  laminates.” 

The  LOF  booklet  describing  the 
tests  and  their  results  and  the  roll 
of  Garanized  fiber  glass  in  plastic 
laminations  can  be  obtained  by 
writing  the  Libbey- Owens -Ford 
Glass  Company,  Dept.  5,  Wayne 
Building,  Toledo  3,  Ohio. 

#  ♦  * 

Tracy  Announces  2  New 
Stainless  Sink  Cabinets 

R.  A.  Coffin,  Tracy  Kitchens 
Promotion  Manager,  has  announced 
two  new  Value  Line  Tracy  Stainless 
Sink  Cabinets  will  be  introduced 
and  displayed  at  the  N.A.H.B. 
Show  in  Chicago,  January  17 
through  21. 

The  72  inch  size  will  retail  in 
the  East  for  $219.95  and  the  84 
inch  size  for  $239.95.  This  repre¬ 
sents  a  substantial  savings  over 
previous  stainless  steel  top  units. 
These  sizes  should  appeal  to  build¬ 
ers  as  they  will  fit  most  kitchen 
requirements  and  they  are  com¬ 
pletely  factory  assembled  and 
shipped  in  a  single  carton. 

This  custom-fitted  kitchen  cen¬ 
ter  gives  a  2-bowl  sink  with  an 
unbroken  counter  surface  without 
a  joint,  seam  or  sealer  strip.  The 
stainless  steel  top  for  lifetime  of 
service  and  beauty — rejects  stains, 
mars,  blemishes,  food  acids,  alco¬ 
hol,  cigarette  or  utensil  burns ;  can¬ 
not  chip,  crack  or  craze. 

Tracy  Kitchens  is  a  division  of 
Edgewater  Steel  Company,  Pitts¬ 
burgh,  Pennsylvania. 

*  *  * 

New  Spray  Booth 
Protector 

Adhesive  Products  Corporation, 
1660  Boone  Avenue,  New  York  60, 
New  York,  announces  the  develop¬ 
ment  of  Zipcote  Spray  Booth  Pro¬ 
tector. 

When  applied  to  spray  booths  or 
turntables  it  prevents  paint  and 
adhesives  from  sticking  to  the 
{Continued  on  Page  154) 


POm  EHaOSURBS 

are 

PROmABLE! 


A  big-volum*  tale,  a  year- 
round  selling  season,  a  fast, 
simple  installation  job.  That's 
the  kind  of  line  your  talesmen 
like  to  push,  you're  sure  to 
cash  in  on.  That's  VICTORY 
Porch  Enclosures.  They're 
shipped  complete  with  all 
hardware,  one  man  can  install 
in  a  day  and  a  half.  Screens 
are  inserted  —  storm  sash 
panels  can  also  be  installed 
in  the  same  unit. 


TOP  QUALITY  COMBINATION  DOORS 


FULL  1"  63STS  ALCOA  EXTRUSIONS.  Stanley  stoinlMs  ttoel  hinges.  Dexter  lock  If 
desired.  Corbin  door  check.  Con  be  one-lite  or  two-lite.  It  all  odds  up  to  tho 
finest  doer  on  the  market,  and  at  a  price  you  can  talk  about.  You've  got  to  see 
this  door  to  believe  it,  but  once  you  see  it  you'll  sell  it!  Custom  doors  also 
available. 

ImnfdM*  Delivery  —  Top  Notch  Service 


WRtTE,  WIRE,  OR  PHONE  FOR  FULL  INFORMATION! 


ICTORY  STORM  SASH  &  SCREEN  CO.,  INC. 

124*126  Seuth  Trrrace  Avenue*  Mount  Vernon*  N*  Y*  #  MOnnt  Vernon  7*'4666 


Looking  for  Something 

NEW- but  NEW 
in  Storm  Windows? 

WATCH  for^ KOTA’ S 

NEW  3  TRACK  WINDOW! 

With  a  brand  new  selling  feature  that  will 
mean  profits  to  you  .  .  . 

KOTA  brings  you  the  newest  news  in  storm 
window  construction.  Our  exclusive  new 
feature  will  put  real  life  in  your  selling  force. 

This  is  no  gadget  —  it’s  NEW  —  it  has  con¬ 
sumer  appeal — with  immediate  profits  for  you. 

Get  the  details  now  —  write  us  today  and  we*U 
send  you  full  information  by  return  mail. 

North  Country  Rood 
Rocky  Point,  L.  I.,  N.  Y. 
Shorehom  4-2864 
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STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


21(MI3  48tli  AVE., 
BAYSIDE 
Loif  Island 


ExclusiveFraw"’®* 

WriU  or 

BAyside  4-2400 

SoWMjtiojwjJr" Time 


THERM-O-GLAZE 
TRADE-MARK  IN 
STAINLESS  STEEL 


STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


^  J-A 

*  ^ 

r  ^ 


T 

I 


f 

n 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


.  Immediate  DeUvery  Without  Prioritiet 


ixpressly  Adapted  to  KD  Installationt  at  Well 
at  fabricating  All  Windowt  and  Doort 


Madt  of  Typo  410  Stoinlen  Stool  tpccially 
boat  treated  and  polithed  for  extreme  thread 
cutting  strongtb  and  maximum  corretioa  ro- 
listanco. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  Krews. 

Special  heat  treotment  insures  toughness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-fr-S-10 
and  12  and  In  lengths  Xh",  H'f  Vi".  H"  ■nd 
Made  to  your  order  in  other  sixes  and 
head  styles.  Also  ovailahle  to  order  In  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requiremenlx. 


New  Products 

{Continued  from  Page  153) 

walls  of  the  booth.  The  accumula¬ 
tion  of  sprayed  materials  can  then 
be  readily  peeled  off,  saving  many 
man  hours  of  work. 

Zipcote  Spray  Booth  Protector 
can  also  be  applied  to  work  tables 
used  for  gluing. 

Zipcote  Spray  Booth  Protector 
is  non-inflammable,  inexpensive, 
and  can  easily  be  applied  by  brush 
or  spray.  Spray  booths  or  turn¬ 
tables  can  be  used  immediately 
after  application. 


Vitrified  Pre-Coated 
Aluminum  Stock 

United  Steel  Products  Corp.  an¬ 
nounces  the  completion  of  a  series 
of  laboratory  tests  to  perfect  a 
vitrified  precoated  aluminum  coil 
stock. 

It  was  necessary  to  carry  this 
analysis  through  various  stages  of 
experimentation  to  insure  a  ma¬ 
terial  that  would  definitely  add 
many  more  years  of  life  to  products 
fabricated  from  it,  and  superior  to 
similar  precoated  aluminum  now 
on  the  market.  This  was  found  to 
be  an  essential  for  fabricators  of 
aluminum  awnings,  whose  finished 
installations  are  exposed  to  vari¬ 
able  climatic  hazards,  and  in  manu¬ 
facturing,  subject  to  intense  bend¬ 
ing  and  forming. 

United’s  Pre-Kote  aluminum  coil 
stock  is  exclusively  processed  as 
follows : 

1.  It  is  Lyfanized:  Lyfanite  is 
a  chemical,  corrosion  resistant 
coating,  chemically  deposited  on 
aluminum  alloy  surfaces  to  pro¬ 
vide  maximum  paint  adhesion  and 
paint  durability.  The  Lyfanite 
Coating  has  been  adequately  and 
thoroughly  tested  under  Salt  Spray, 
Humidity,  Water  and  Adhesion 
Tests,  according  to  A.S.  T.M.  re¬ 
quirements  by  Independent  Test¬ 
ing  Laboratories  and  by  the  Naval 
Air  Material  Center,  Washington, 
D.  C. 

2.  Undercoating:  Pre-Kote’s  ex¬ 
clusive  use  of  Strontium  Chromate 
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baked  on  undercoating  adds  years 
of  paint  adhesion,  weather  and 
corrosion  resistance  plus  superior 
“hiding.” 

3.  Permanent  Baked  Enamel : 
Pre  -  Kote’s  exclusive  baked  -  on  - 
enamel  finish  coating  gives  Pre- 
Kote  a  beauty  and  strength  far 
surpassing  ordinary  methods  of 
enameling.  Scientifically-controlled 
ovens  insure  lasting  beauty  .  .  . 
permanence  at  its  best. 

Pre-Kote  comes  in  a  myriad  of 
Beautiful  shades  for  another  step 
in  the  Home  Improvement  field. 

United  Steel  Products  Corp., 
Dept.  BS,  5311  Avalon  Blvd.,  Los 
Angeles,  Calif. 

*  *  « 

Pocket  Catalog  of  Portable 
Electric  Tools 

A  new  44-page  pocket  size  cata¬ 
log  describes  and  illustrates  a 
complete  line  of  52  different  port¬ 
able  electric  tools  and  numerous 
specialized  attachments  for  use  in 
building  and  woodworking,  indus¬ 
try  and  maintenance,  home  and 
farm.  Designed  to  fit  conveniently 
in  pocket  or  tool  chest,  this  little 
book  offers  a  wealth  of  informa¬ 
tion,  including  135  photographs  of 
electric  tools  and  their  uses. 

It  contains  complete  specifica¬ 
tions  and  prices  for  electric  saws, 
Sanders,  grinders,  drills,  planes, 
routers,  shapers,  hedge  shears, 
combo-tools,  radial  arms,  blades, 
abrasive  wheels,  discs  and  tool 
accessories.  For  free  copy  write 
for  catalog  No.  201,  Porter-Cable, 
32  Exchange  Street,  Syracuse  8, 
N.  Y. 

*  *  * 

Sproyoble,  Strippoble  Coating 
Masks  Windows  During 
Painting 

A  liquid  masking  compound, 
known  as  Copeel  Strippable  Plastic 
Coating  SV442  for  the  protection 
of  windows  while  trim  is  being 
painted  has  been  introduced  by 
Maas  &  Waldstein  Co.  The  com¬ 
pound  is  applied  to  the  window  or 
other  glass  surface  by  either  brush¬ 
ing  or  spraying,  and  air  dries  with- 
(Continued  on  Page  156) 


Two  Things  You  Can  Expect  From 
Ardmore  Aluminum  Products  .  .  . 


M  Speed 
Snd  Accumcy 


Small  Punch  and  Die  Work  A  Specialty 

Patents  Developed  Experimental  Specialists 

"Prompt  and  courteous  service  assured  on  all  orders" 

ARDMORE  ALUMINUM  PRODUCTS 

10500  Wheatley  Street  Kensin{ton,  Md.  Lockwood  4-8525 


M'ii 


SENSATIONAL 

ALL  EXTRUDED 

TRIPLE 

TRACK 

SENSATIONAL 
MN(H-AU  EXTRUDED 

ALUMINUM 

COMB.  STORM  SCREEN  DOOR 

ALUMINUM  COMB.  WINDOWS 

PICTURE  FRAME  — BLIND  STOP 
INSTALLATION  — Made  on  the  VV' 

$1075 

ALL 

SIZES 

TO  34x67 

ALSO  SOLD  IN  SMALLER  LOTS 
AT  SLIGHTLY  HIGHER  PRICES 

1 

INCLUDES  ALL  STANDARD  HARD¬ 
WARE  —  DOOR  CHAIN  and  SWEEP 
Hollow  Center  MuHion  —  Made  on  14" 

Min.  300  Units  Per  Mo. 
Additional  Discounts 
For  Larger  Quantities 

6t  Home  Improvement  Dealer 
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PYRAMID 

Offers  the 

LOWEST- PRICED 

3-TRACK  EXTRUDED 
ALL-ALUMINUM 

STORM  & 
SCREEN 
WINDOWS! 

For  Now  Enfllonrf  an4 
Emt  Cooct  Stotos 


Avoiloble 

Knocked  Down,  Lengths, 
or  Fully  Assembled 


Check  These  PLUS  Features: 


V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 

V  Prompt  delivery 


. 


INVeSTIGATE  THIS 
PASTFR-SELLING 
PROFIT  MAKER! 


Mots  and  Literature  avoiloble  for 
soles  promotion. 

Monufoctured  exclusively  in  our  own  plant. 
Writii  or  phone. 


AY^AJklAi 


SCREEN  O'  WINDOW 


I42S  TMrW  Av«.,  ■rooUyM  IS,  N.  Y. 
Tol.:  SOwth  t-SOtS 


New  Product's 

(Continued  from  Page  155) 

in  15-20  minutes.  After  the  paint¬ 
ing  operations  are  completed,  the 
j  Copeel  SV442  is  simply  stripped 
I  off  the  window  with  the  same  ease 
i  as  peeling  a  banana. 

I  Use  of  Copeel  SV442  eliminates 
'  the  need  for  time-consuming  oper- 
I  ations  with  tapes  or  other  materi- 
I  als,  while  at  the  same  time  it  keeps 
the  glass  surfaces  free  from  paint. 
The  masking  compound  is  resistant 
to  practically  any  type  of  paint 
in  common  use. 

Detailed  information  and  samples 
I  of  Copeel  SV442  are  available  on 
request  from  Maas  &  Waldstein 
Co.,  Dept.  BS,  2130  McCarter 
,  Highway,  Newark  4,  N.  J. 


GE  Sets  Up  Kitchen 
Cabinet  Section 

The  establishment  of  a  kitchen 
cabinet  section  in  the  electric  sink 
and  cabinet  department  of  General 
Electric,  with  Clayton  P.  Fisher, 
Jr.,  as  manager,  has  been  an¬ 
nounced  by  Harold  T.  Hulett,  de¬ 
partment  general  manager. 

From  October,  1951,  until  his 
present  appointment,  Fisher  had 
served  as  manager  of  materials 
and  purchasing  for  the  Company’s 
major  appliance  division,  a  post 
discontinued  with  the  transfer  of 
individual  product  department 
purchasing  operations  to  Appli¬ 
ance  Park  here. 

Fisher  formerly  was  with  the 
advertising  and  sales  promotion 
department  in  Schenectady  as 
manager  of  the  Company’s  appar¬ 
atus  exhibit  train  division.  In  that 
capacity  he  was  responsible  for  the 
“More  Power  to  America  Special” 
which  toured  the  nation’s  indus¬ 
trial  centers. 

A  graduate  of  Albion  (Mich.) 
College,  he  became  associated  with 
the  appliance  industry  in  public 
relations  work  in  1936.  Two  years 
later  he  joined  General  Electric 
in  Schenectady. 

(Continued  on  Page  160) 


!  K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 

NO  GIMMICKS  HBRS 
Quality  and  Price  too 

Just  the  finest  epportunity  avail¬ 
able  to  manufacture  Aluminum 
Storm  Windows  today.  You  work 
from  lineal  foot  and  save  $$  with 
no  largo  inventories  roguirod. 
$300  investment  puts  you  in 
business. 

Owe  offer  you:  Immediate  deliv¬ 
ery,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.0.-0istribn- 
ter  and  Oealer  territories  avail¬ 
able  for  Me..  Vt.  N.  H.,  R.  I.. 
Conn,  and  western  Mass. 

Be  from  Missouri.  Jump  on  the 
Bandwagon  and  see  for  yourself. 

Act  new  before  it's  too  late,  for 
timo  is  important 

Write  —  Wire  today 

F  &  F  SALES 

118  Magazine  Street 
Cambridge,  Mass. 
University  4-6451 


SPARK  THE  NEW 

SEASON'S  SALES  WITH 

TRIPLE  ACTION 

woniTer  ' 

GLEAM 


Aluminum  Polish  and  Clconer 
with  the  miracle  formula  SI -301  and 
Homogenized  SILKOL 

IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 
UNCONDITIONALLY  GUARANTEED! 

Nationally  advertissd  in  newspapers,  maga¬ 
zines  and  on  radio  and  TV.  Backed  by  hard- 
selling,  colorful  counter  cards  and  brochures. 
Excellent  for  tie-in  with  your  .storm  windows 
and  door  sales  or  door  opener  for  your  .sales¬ 
men. 

8-oz.  jar  retails  for  $1.25  in  the  Eastern  area. 
Your  cost  $14.40  per  ca.se.  24  jars  to  the 
case.  FOB  New  York.  _  16-oz.  jar  available 
for  commercial  use.  12  jars  to  a  case.  Cash 
with  order. 

Writt,  Wire  or  I’haim  Your  Orders  Todoy 

WILLIAM  HOWARD  MFC.  CO. 

"Manufacturers  of  Cleaning  Compounds 
for  Industry" 

1472  BROADWAY  NEW  YORK  36,  N.  Y. 

_ Phone:  BRyont  9-1884 _ 
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B.S.  Reporter 

(Continued  from  Page  127) 

LOF  Sets  Up 
Fiber  lass  Office 

Rapid  development  of  the  mar¬ 
ket  for  fiber  glass  in  the  St.  Louis 
area  is  forecast  in  the  announce¬ 
ment  of  the  establishment  of  a 
district  sales  office  of  the  Fiber 
Glass  Division  of  Libby-Owens- 
Ford  Glass  Company  with  Arthur 
S.  White  as  the  new  district  man¬ 
ager. 

Mr.  White  for  some  time  has 
been  associated  with  the  Chicago 
office  but  actively  working  in  the 
St.  Louis  territory  which  includes 
seven  states  and  parts  of  two 
others. 

The  new  district  sales  office  will 
be  at  411  North  Seventh  street, 
St.  Louis,  closely  associated  with 
the  Libbey-Owens-Ford  offices,  it 
was  announced  by  C.  F.  Hegg,  gen¬ 
eral  sales  manager  of  the  LOF 
Fiber  Glass  Division. 


♦ 


^  4c 


100%  Increase  In  Home 
Air  Conditioners  For  '54  Seen 

An  increase  of  more  than  100 
per  cent  in  industry  sales  of  cen¬ 
tral  system  air  conditioners  for  the 
home  in  1954  was  predicted  here 
by  S.  J.  Levine,  general  manager 
of  the  General  Electric  Company’s 
Home  Heating  &  Cooling  Depart¬ 
ment. 

He  estimated  central  system 
home  cooling  units  would  be  in¬ 
stalled  in  more  than  120,000  new 
and  existing  homes  next  year  com¬ 
pared  with  some  50,000  such  in¬ 
stallations  this  year. 

Mr.  Levine  said  1953  will  be  the 
biggest  year  in  the  air  conditioning 
industry’s  history.  The  most  sig¬ 
nificant  trend  during  the  record 
year,  he  .said,  has  been  the  rapid 
development  of  the  market  for 
systems  for  cooling  the  complete 
home. 

“It  is  on  its  way  to  becoming  the 
biggest  single  market  for  air  con- 
(Continued  on  Page  158) 


WRITE  .  .  .  WIRE  .  .  .  PHONE 

JSuHalo  Window  Company  incorporated 

MAKE  1954  A  YEAR  OF  PROFITS 

Investigate  Now  the  All  New  B.W.C.  California  Redwood  Combination  Window 

Absolutely  o  trouble-free  unit. 

FEATURING: 

1.  Top  quality  California  Redwood  4. 

2.  Double  screwed  and  glued  mitre  5. 

corner  construction  6. 

3.  Eye  appeal  7. 


Simplified  installation 
Low  price 
High  profits 
Immediate  delivery 


WE  ALSO  MANUFACTURE: 

ALUMINUM  COMBINATION  DOORS 
JALOUSIE  DOORS  The  3  in  1  (a  prime  door,  a  screen  door,  a  storm  door) 
OUR  DOORS  HAVE  A  QUALITY  AND  VALUE  THAT  SHOWS 
Announcing: 

&iHalo  Window  Co,,  inc,,  now  Distributor  in  New  York  State  of 


DA  CO 


TRIPLE  TRACK 

Aluminum  Combination  Windows  —  America’s  Most  Advanced  Triple  Track 

WHY  LOOK  FURTHER? 

For  a  Complete,  Profitable  Line  DISTRIBUTORS,  DEALERS,  WRITE.  WIRE  PHONE  TODAY 

dSuilalo  Window  Company,  inc. 

BUFFALO  15.  N.  Y.  UN.  4717 


EVERy  ASBESTOS 
SHINGLED  HOUSE  IS  A 
PROSPECT  FOR 


PUO-KEN 


MADE  WITH 
COODy^CAl 

FLIO-IITE  S-S 


before 


Write,  wire  or  phone  TODAY  to 
coRP.  •  2959  5,  FA 


Don  t  overlook  this  unlimited  market! 
With  no  investment,  start  today 
gekting  added  profits  by  selling 
PLIO-KEN  coating  for  asbestos  sided 
homes.  The  PLIO-KEN  finish,  design¬ 
ed  especially  for  asbestos  siding, 
restores  the  beau*/  and  protection  of 
weatherbeaten,  discolored  asbestos 
shingles  .  ,  .  and  at  a  cost  compar¬ 
able  to  ordinary  painting. 

6  •  I  •  •  *  I, 

PLIO-KEN  comes  in  12  beautiful 
colors  .  .  .  can  be  applied  by  brush 
or  spray  .  .  .  covers  ove^  350  sq.  ft 
per  gallon. ..dries  within  20  minutes! 

FACTORY  GUARANTEED 
FOR  FIVE  YEARS  ' 


2959  5.  FAIRFAX  AVE.  •  LOS  ANGELES  16,  CALIF. 


&  Home  Improvement  Dealer 
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A  New  Product 

AL-NEW 

Combination  Aluminum 
Storm  Door 

Manufactured  by  Kenbern  Aluminum  Products. 

Priced  to  distributors  at  $28.00  per  complete  door 
unit,  ready  for  installation. 

This  new  door  gives  our  distributors  on  additional  low  priced 
fast  selling  item,  especially  designed  to  meet  price  competition, 
without  sacrificing  the  usual  quality  and  good  engineering  ex¬ 
pected  in  any  product  manufactured  by: — 

WEYL  &  GAHAGAN,  Mfgrs. 

6640  Hamilton  Avenue,  Pittsburgh  6,  Po. 

EMerson  1-7007 


TTlDhsL  SALES  W  PROFITS 


for 

Contractors  -  Dealers  -  Distributors  -  Builders 


Backed  by 
Advertising 
to  make 
your  sales 
easier! 


offort  Iho  MOST 
to  Doalor-Biiliors 

Special  hif  h-profit  dealer  discounU 
now  beinc  offered  to  introduce  tMt 
Louver  Window  to  your  markets. 
Arm  yourscif  with  a  Demonstrator  j 
and  you'll  see  the  fastest  Sales  I 
AcUoo  ever! 


m 

JALOUSIES,  Inc. 


P.O.  Box  150  W.  Palm  Beach,  Fla. 


ALUMINUM  RAILINGS  &  COLUMNS 


PM-MOCISSED  RAIUNG  MATERIALS 
MEASURE  ~  CUT  —  ASSEMBLE 
BETTER  THAN  HAND-MADE  RAIUNGS 


DEALER 

EXCLUSIVE  DESIGNS 
AND  TOP  QUALITY 
AT  POPULAR  PRICES 


IWOWSliiANNI 


THE  WOLFE  A  MANN  MFG.  CO. 

BALTIMORE  It.  MARYLAND 


B.  S.  Reporter 

{Continued  from  Page  167) 

!  ditioning  equipment,”  Mr.  Levine 
stated.  “Sales  of  central  system 
!  home  cooling  units  should  pass 
j  those  of  packaged  cooling  equip- 
'  ment  sold  for  installation  in  com¬ 
mercial  and  industrial  establish- 
I  ments  in  1954,  and  by  1955  they 
should  overtake  room  cooler  sales 
I  in  dollar  volume.” 

I  Emphasizing  that  the  potential 
of  the  home  cooling  market  is  just 
beginning  to  be  tapped,  the  G-E 
official  declared  that  by  1963  an¬ 
nual  sales  of  central  system  home 
units  would  be  close  to  the  1,000,- 
000  mark. 

Mr.  Levine  said  that  the  great 
j  interest  in  home  cooling  is  a  def- 
i  inite  trend  that  reflects  the  Amer- 
'  ican  public’s  growing  desire  for 
modern,  carefree,  comfortable  liv¬ 
ing. 

Pointing  out  that  G-E  sales  in 
1953  were  greater  above  the  Mason 
and  Dixon  line  than  in  the  South, 
Mr.  Levine  said  interest  in  home 
cooling  was  not  restricted  to  any 
particular  region. 

Two  new  types  of  space-saving 
units  for  use  in  basementless 
houses,  and  air-cooled  units  that 
cool  without  using  water  are  fea¬ 
tures  of  the  1954  line. 

«  4c  « 

Republic  Kitchens 
Appoints  Distributors 

An  initial  order  for  340  Repub¬ 
lic  Steel  Kitchens  from  a  group 
of  New  Orleans  builders  marked 
the  announcement  of  appointment 
of  United  Distributors,  Inc.,  as  Re¬ 
public  Steel  Kitchens  distributor 
in  southern  Louisiana  and  Missis¬ 
sippi. 

“Builders  in  our  area  are  wel¬ 
coming  this  new  competitive  line 
enthusiastically,”  Fred  Gilbert, 
newly  appointed  manager  of  Unit¬ 
ed  Distributors’  kitchen  depart¬ 
ment  said  in  announcing  the  com¬ 
pany’s  kickoff  sale  today. 

“Republic  Steel  Kitchens  also 
are  winning  wide  approval  from 
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dealers  because  they  have  no 
strings  attached;  dealers  can  han¬ 
dle  them  according  to  methods 
best  suited  to  their  own  terri¬ 
tories,”  he  added. 

“Republic  Steel  is  one  of  the 
biggest  names  in  the  steel  industry 
—  and  we  are  going  to  do  our  part 
to  make  Republic  ( Steel  Kitchens 
the  biggest  name  in  the  .steel 
kitchen  cabinet  industry.” 

Free  planning  and  estimating 
service  is  offered  by  United  Dis¬ 
tributors  to  both  builders  and  deal¬ 
ers.  Nine  sales  representatives, 
who  will  handle  the  Republic  Steel 
Kitchens  line  under  Mr.  Gilbert’s 
direction,  are  being  trained  to  per¬ 
form  these  services. 

4i  *  * 

fet  Drills  Names 
New  Representatives 

Meeting  with  one  of  the  most 
popular  receptions  of  any  similar 
item  in  many  years,  the  Jet  Drill 
Company,  Dana  Point,  California, 
has  already  announced  seven  out¬ 
standing  representatives  to  handle 
their  new  “triple  spiral”  masonry 
and  concrete  drills. 

The  quick  success  of  the  new 
drill  was  pointed  out  by  sales  man¬ 
ager,  Halsey  Denman,  who  stressed 
that  the  drills  have  been  on  the 
market  less  than  one  month.  The 
low-priced  Jet  Drill  is  sold  only 
thru  wholesale  hardware  houses, 
Denman  assured. 

W.  R.  Voorhees  and  Company  of 
San  Francisco,  will  be  the  Jet  Drill 
representative  for  the  eleven  West¬ 
ern  states  with  salesmen  William 
Baker  handling  Southern  Califor¬ 
nia  and  Hal  H.  Platt,  the  North¬ 
west.  Mr.  W.  R.  Voorhees,  Jr., 
will  cover  the  states  of  Colorado 
and  Utah,  as  well  as  having  re¬ 
sponsibility  for  the  entire  eleven 
Western  states. 

*  *  *  I 

Weatherstrip  Research  Inst.  { 
Elects  President  j 

The  Weatherstrip  Research  In-  j 
stitute,  an  organization  composed 
of  leading  weatherstrip  manufac- 
(Continued  on  Page  160) 


t^e  door  with  more  for  54 


Ff/n 

1 

timon 

^eac/e 

more  beauty 
more  quality 
more  repeat  sales 
and  better  price! 


the  100%  extruded  63ST5  Aluminum  Combination 
Storm  and  Screen  Door 

•  Precision  Engineered 

•  Sash  is  rattle-free,  draft-free 

•  Rugged  mitred  sag-proof  consf ruction 

•  Ribbed  face  —  1S/16  —  or  1  inch  smooth  face 

•  Semi-concealed  stainless  steel  hinges 

•  Storm  King  Closure  —  Ideal  latch 

•  Aluminum  and  vinyl  Bottom  Expander  and  Rain 
Sweep 

•  Glass  replaced  in  a  jiffy 

•  Elmont  is  fhe  installer's  dream 

IMMtDIATC  DtLIViRY 

EXCLUSIVE  TERRITORIES  STILL  AVAILABLE 

for  eosier  soles  and  increased  profits  write  or  visit  our 
expanded  plant; 


SPECIAL 

PLANS 


1.  Full  KD 

2.  Fully  stsemblsd  with  streM, 
•ithsut  flau  (Iswer  frtliht 
CMtS) 

3.  Fully  ssMStbled 

Visit  our  Exhibit  at 

NIRSICA 

Convention  A  Exposition 

BOOTH  82 

Hotel  StaHer,  New  York 
March  22.  23,  24,  1*54 


ELMONT  HANUFACTUftlNO  (O.r  tne^ 


S7S  HIMPSTtAO  TVRNPIKI.  BLMONf.  NtW  VOKK 


namt  tail  4>J4M 


New  Low  Prices 

NOW  in  effect 

Use  the  Coupon  to  6et  Our  Free  Catalog 


502  Park  Place,  Long  Beach,  N.  Y. 
Long  Beach  6-1644 

Inc.  Please  RUSH  Your  Free  Cofalog 
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PRICED  FOR  PROFIT 
BUILT  FOR  BEAUTY 


B.  S.  Reporter 
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turers  in  the  United  States,  has 
elected  Ed.  M.  Rodenbaugh  of 
Pittsburgh  president  for  the  1953- 
54  term.  Mr.  Rodenbaugh  is  pres¬ 
ident  of  National  Metal  Products 
Company. 

Other  officers  elected  are:  Paul 
N.  Collin,  Allmetal  Weatherstrip 
Company,  Chicago,  vice  president; 
Edward  Zegers,  Zegers,  Inc.,  Chi¬ 
cago,  vice  president;  Charles  F. 
Smith,  National  Guard  Products 
Company,  Memphis,  recording  sec¬ 
retary,  and  J.  L.  Dennis,  W.  J.  Den¬ 
nis  &  Co.,  Chicago,  treasurer.  L.  G. 
Klee  of  Riverside,  Ill.,  was  re-elect¬ 
ed  executive  secretary  for  the 
Institute. 

The  Weatherstrip  Research  In¬ 
stitute  consists  of  more  than  20 
companies  engaged  in  the  manu¬ 
facture  of  weatherstripping.  They 
account  for  a  major  portion  of  the 
weatherstripping  produced  in  this 
country. 


Anodie 
offers  ihe 
Lowest  Priced 
Triple  Track  Extruded 
All  Aluminum 
Storm-Screen  Windows 

$13.82  up 

Also 

All  Anodized 

Extruded  Aluminum  Triple 
Track  Storm  &  Screen 
Windows 

$14.63  np 

Call  or  Write  Now 


Jarene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


lists  in  custom  extrusions  for  over  25 
Send  prints  for  quotation.  Samples  sent 


B.  L  Siebenthcder 
Appointed  By  Viking 

Sales  Manager  Frank  Gibbons  of 
the  Viking  Air  Conditioning  Cor¬ 
poration  announces  the  appoint¬ 
ment  of  Bill  L.  Siebenthaler  to  the 
Viking  Sales  Staff.  He  will  repre¬ 
sent  the  Cleveland  manufacturer 
of  blowers,  fans,  humidifiers,  and 
dehumidifiers  in  the  Missouri- 
Kansas  area. 

Mr.  Siebenthaler  joins  Viking 
from  Fairbanks  Morse  of  Kansas 
City,  Missouri,  where  he  was 
Assistant  to  the  Manager  of  the 
Pump  Division.  Previously,  he  was 
with  the  Sales  Department  of  the 
General  Appliance  Company,  Jop¬ 
lin,  Missouri. 


*  JJ- J  it.  ■■■tn 

lUNHM  BMNny  Iw 

\  hMMt.  Extra 
^  Stitt  fir 
ditltrs. 


Order  NOW  Your 
1954  (9th)  Edition  of 
ROOFING  SIDING 
S  BUILDING 
SPECIALTIES 
MANUAL- 


^WROUGHT  IRON 

COLUMNS 


Over  150  pages  crammed  full  of  valuable 
information  on  EVERY  phase  of  your  busi¬ 
ness.  Every  contractor -and  dealer  will  want 
copies  to  help  him  moke  more  money. 


Please  send  me ....  copies  of  the  1954 
MANUAL  « 


New  Products 

(Contiifiued  from  Page  156) 

Metal  Sliding  Doors 

Advantages  and  uses  of  the 
Fenestra  residential  -  type  sliding 
closet  metal  doors  are  described 
in  a  new  eight  -  page,  two  -  color 


.Write  ter  frts  cssiplste  catelsf 
ss  Cslsass,  Railisit,  Ftsct, 
Crilit,  Brsekcte,  Wtatttr  Vasei, 
Bates. 


TITLE 
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folder  available  from  the  manu¬ 
facturers,  Detroit  Steel  Products 
Company,  3281  Griffin  St.,  Detroit 
11,  Michigan. 

Besides  adding  usable  area  and 
saving  building  costs,  the  sliding 
closet  doors  offer  such  advantages 
as  operating  ease,  fire  safety,  easy 
installation  and  low  maintenance, 
according  to  this  folder.  They  may 
be  used  in  bedrooms,  kitchens,  halls 
and  basements  of  houses;  also  in 
garages,  motels,  apartments,  com¬ 
mercial  buildings,  libraries  and 
where  ever  accessible  storage  space 
and  more  room  space  are  wanted. 
Installation  details,  stock  sizes  and 
special  features  are  described  and 
illustrated. 

«  « 

Rapid  Construction  Possible 
With  Modem  Method 

An  analysis  of  the  plank-and- 
beam  method  of  construction  and 
practical  ways  in  which  it  can  be 
applied  to  conserve  time  and  ma¬ 
terials  are  provided  in  “Construc¬ 
tion  Aid  No.  4  —  The  Plank-and- 
Beam  System  for  Residential  Con¬ 
struction,”  to  be  issued  soon  by 
the  Housing  and  Home  Finance 
Agency.  The  82-page,  illustrated 
booklet  may  be  purchased  for  45 
cents  from  the  Superintendent  of 
Documents,  Dept.  BS,  U.  S.  Gov¬ 
ernment  Printing  Office,  Washing¬ 
ton  25,  D.  C. 

♦  *  ♦ 

New  Steelbilt  Catalog 
Defines  Doorwall  Terms 

A  page  devoted  to  terms  describ¬ 
ing  the  various  components  of  slid¬ 
ing  glass  doorwalls,  with  illustrated 
definitions,  is  one  of  the  interesting 
features  of  the  1954  catalog-bro¬ 
chure  just  released  by  Steelbilt, 
Inc.,  pioneer  producer  of  steel 
frames  for  sliding  glass  doorwalls 
and  matching  windows. 

Architects,  contractors  and 
builders  have  at  times  encouijtered 
confusion  due  to  a  lack  of  precise 
terminolo^  v/ithin  the  sliding 
glass  doorwall  industry,  according 
to  W.  C.  Watkins,  president  of 
Steelbilt,  who  said: 


“Our  relatively  young  industry 
has  not  yet  arrived  at  a  precise, 
standardized  terminology  and  we 
have  taken  this  step  to  improve 
communication  between  ourselves 
and  our  customers.” 

Profusely  illustrated  with  a 
variety  of  installation  photos,  the 
12-page  catalog  includes :  isometric 
renderings  of  construction  details 
on  both  Top  Roller-Hung  and  Bot¬ 
tom  Roller  types ;  3"-scale  installa¬ 
tion  details;  details  of  various  ex¬ 
clusive  Steelbilt  engineering  fea¬ 
tures;  basic  models;  stock  models 
and  sizes  for  both  sliding  glass 
doorwalls  and  horizontal  sliding 
windows. 

Copies  are  available  by  writing 
to:  Steelbilt,  Inc.,  Dept.  BS,  Gar¬ 
dena,  Calif. 


*  !|I  * 

New  8-Foot  Press  Brake 

A  new  press  brake  of  unusually 
strong  construction  and  high  pre¬ 
cision  has  been  announced  by 
Service  Machine  Co.,  Inc.,  Eliza¬ 
beth,  N.  J.,  Mr.  I.  George  Seget, 
President. 

This  new  8  ft.  Semco  Press 
Brake  is  designated  as  Semco 
model  800  and  is  in  addition  to  the 
6  ft.  Press  Brake  that  was  an¬ 
nounced  by  the  same  company 
about  two  months  ago.  The  frame 
is  of  one  piece  construction,  ma¬ 
chined  in  one  piece  and  normalized 
for  relief  of  strain  and  to  insure 
accuracy.  Some  of  the  dimensions 
of  this  new  press  are  as  follows: 
Overall  heights  79”;  overall  depth 
44";  depth  at  base  36";  width  at 
base  64";  distance  from  floor  to 
bottom  of  throat  301/4" ;  stroke  3" ; 
ram  adjustment  4i/4";  stroke  per 
minute  range  from  16  to  40 ;  motor 
11/4  H.P. ;  R.P.M.  1800;  bending 
capacity  96"  16  ga. 

Full  ball  and  roller  bearing  con¬ 
struction  throughout  insures  long 
and  effortless  operation.  The  Press 
Brake  is  constructed  so  that  the 
operator  will  find  great  ease  in 
handling  and  all  controls  are  with¬ 
in  easy  reach  of  the  operator. 


CLASSIFIED  ADVERTISING 

Under  this  heading  cloeslfied  adTerdeements 
are  accepted  at  the  unllorm  rote  of  2S  cento  o 
word  but  no  odverttoenient  taken  for  leae  than 
20  words  with  a  mininium  chorge  of  $5U)0; 
3  months  ot  20c  per  word  per  Insertion.  Check 
or  Money  Order  must  accompany  copy  of  Clos* 
sifled  Ad.  Adeertisemento  soliciting  dealers  or 
distributors,  or  new  products  for  sole,  not  oc* 
cepted  in  classified  section.  Address  all  com* 
municotions  to  Clossified  Department  BUILD¬ 
ING  Specialties.  42S  Fourth  Ayenue,  New 
York  16,  N.  Y. 


HELP  WANTED 


MANUFACTURERS  REPRESENTATIVES  FOR 
Storm  Windows.  Represent  Eastern  Manufacturer’s 
complete  line  of  Nationally  advertised  extruded 
Aluminum  Windows  on  K.D.  basis  to  the  trade.  Ex¬ 
cellent  for  men  handling  allied  lines.  Top  Commis¬ 
sions  Paid.  Box  441,  BUILDING  SPECIALTIES 
&  Home  Improvement  Dealer,  425  Fourth  Ave.,  New 
York  16,  N.  Y, 


SEVERAL  REPRESENTATIVES  WANTED  to 
handle  line  of  insect  screening.  Prefer  those  familiar 
with  storm  window  trade.  New  York  State  and 
Conn.  open.  Profit  sharing.  Reply  Box  442,  BUILD¬ 
ING  SPECIALTIES  &  Home  Improvement  Dealer, 
425  Fourth  Ave.,  New  York  16,  N.  Y. 


METAL  MOULDING  SALESMAN;  To  cover 
Dallas  and  surrounding  territory  for  large  reputable 
firm.  Must  have  experience  and  strong'  following' 
calling  now  on  carpet  and  linoleum  stores;  hardware 
and  lumber  yards  also  helpful.  Salary  &  commission 
plus  expenses.  Please  do  not  reply  unless  you  have 
already  sold  metal  moulding.  Replies  strictly  confi¬ 
dential.  Give  complete  information  first  letter.  Box 
1070,  217  -  7th  Ave.,  New  York. 


E.XPERIENCED  SALES  .MANAGER  to  appoint 
dealers  and  set  up  K.  D.  distributors  for  Philadel¬ 
phia  manufacturer  of  a  new  2  and  3  track  aluminum 
storm  window  and  door.  Very  lucrative  proposition 
for  a  thoroughly  experience*!  man.  Give  full  particu¬ 
lars  and  background  in  first  letter,  which  will  be 
held  confidential.  Box  443,  BUILDING  SPECIAL¬ 
TIES  &  Home  Improvement  Dealer,  425  Fourth 
-Xve.,  New  York  16,  N.  Y. 


SITUATIONS  WANTED 


ALUMINU.M  EXTRUSION  SALESMAN  with 
following.  New  York  area;  experienced,  aggressive; 
desires  long  term  association  with  progressive  firm. 
Write  immediately  to  Box  444,  BUILDING 
SPECIALTIES  Sc  Home  Improvement  Dealer,  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


SALES  MANAGER:  EXCELLENT  wholesale 
background  home  improvement  field;  prefers  Mid¬ 
west  or  Far  West  long-range  opportunity.  Early 
30’s;  aggressive;  with  unusually  successful  sales 
record.  Box  445,  BUILDING  SPECIALTIES,  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


&  Home  Improvement  Dealer 
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, « « JIOiN*ORM£i)  aluinkiwm? 
Only  rolled  olumtnvm  offer*  the 
ttrengthi  resIfieiHe^  flexIbiUty^  ond 
tightness  thot  is  so  necessory  ^  the 
protecting  outer  skin  of  oH  olrptones. 
This  rolled  outer  skin  must  resist  holt, 
tieetr  snow,  ice,  moisture,  sudden 
temperoture  chonges,ond  the  shesse* 
of  excessive  wind  resistoncel 

A  storm  window  most  for  thd  most 
port  resist  these  some  elementsl  What 
hotter  proof  is  needed  to  show  thot 
ftOiLED'K>RMED  oluminum  is  best  for 
olominum  windows*  ^ 


rmMS  wmeows 

v^skrI  VMiweoft 
V>SMtt  lenuh 

tcmm 

Stcin<ik»r<!l,  QromiMtf 
WkitRt 


$tO«M  SASH 

V*$*ol  OdvMt 
V'Seol 
y-$edl  rri(^ 

V.$«ot  Sick  Slick  ^ 

CoffltHnalloA  SoiOmMrt  Sa$ii  i 


AH  V.S*ol  prockck  ar»  ovctlkbk 

wlnctow  i  IndlvidwoHy  f»a^*d  for  «o*y:  tiorogo 

ood  tlftSt'''! 


W*  ltOU*FORM  <MHonr  to  your  ^Bodficationt* 


i 


the  perfect  lineal  set-up 


pjunmaster 


the  biggest  deal 
in  the  biggest  new 

industry 


SiiMsttr  Alraiwm  Awiiif  Cmpaiy 
II  Nasktll,  Ntw  krwf  TEiImm  5-1t20 

Please  rasi  me  “The  Sumnaster  Story” 


.  •  •  costs  you  less  thon  50<  a  square  foot  for 
all  materials 

. .  •  sets  qualified  dealers  up  as  manufac 
turers 

•  •  •  requires  minimum  floor  space,  minimum 
inventory,  minimum  investment 

. . .  guarantees  maximum  sales  volume  with 
big,  new  merchandising  plan 

...  offers  you  the  only  awning  in  colors  en¬ 
dorsed  by  House  &  Garden 


send  for  the 


•"c  Si.  r\i  til  fnh  t  t'.  j*  c 

.'■jr'  A'^oc.at.on  Convention  March  1  4  Hotel  She'-man. 

ra  a  I  .  Bgj'''  6l  6? 

,a  Crr'vcntion  March  22  24  Hotel  Statler  Nt  C  Bootn  90 


k  aluminum  awning 
pre-fab  plan! 


write,  wire  or  phone  collect 

i 

for  the  Sunmaster  Story 


